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58 Cars Selling 
At Better Than 


January Average 


Contests Help Lift 
Turnover from Low 


Level of Last Month 
By Robert M. Lienert 


Associate Editor 
wm activity in the new-car 
market in the second 10-day 
period of January has been re- 


from the field, giving indi-| 
should | 


cations that the month 
finish up as an “average” January. 

Actually, if the final 10-day 
period continues at approxi- 
mately the same pace, the month 
will total up as better than aver- 
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|NADA's New Officers— 





DETROIT, JANUARY 27, 1958 


| New NADA officers as they were presented at the association's convention in 
Miami Beach. From left are Dean Choffin (Chevrolet-Buick), Bozeman, Mont., president; 


Birkett Williams (Ford), Cleveland, first 


vice-president; H. L. Galles jr. (Cadillac- 


With an estimated 435,000 sales | Oldsmobile), Albuquerque, N. M., secretary, and John H. Lander (Dodge-Plymouth), 


for the month, on the basis of the 
current daily sales rate, January 
will make a good showing. In only 
one other January — 1951 — have 
new-car sales topped 450,000. They 
exceeded 435,000 only in 1957 and 
1955. 


RS, however, with fresh 
memories of the virtual stand- 
sill in sales experienced only last 
month, may be inclined to under- 
January and refer to it as a 
“slow” month. 

With sales experiences being re- 
ported virtually duplicating those 
of a year ago, it seems reasonable 
to expect that February sales 
should also fall in the range of 430,- 
000 to 440,000. 

Again, that would put sales for 
that month about on a par with 
recent years. 

Contributing to sales activity 
during January have been a variety 
of factory-sponsored sales contests. 
These contests have, in one way, 
accomplished the intended results 
~they have pushed both dealers 
and salesmen into greater efforts. 

They have, of course, also re- 
sulted in additional price cutting. 
Dealers have been inclined to pass 
along savings to customers in order 
to move cars. 

> > > 
gous dealers say this is only one 
more indication that cars are 
priced too high. With the last $50 
on the deal often the difference be- 
tween a close and a walkout, deal- 
ers say that the additional margin 
provided by some sort of sales- 
(Continued on Page 4, Col. 3) 


Top Cars 


New-car registrations for 11 
months, plus two states for De- 
cember : 


1957 
Pos. 


1956 

Make Pos. 
Ford 1,237,744— 2 
Chev. 1,437,053— 1 
Plym. 440,441— 4 
Buick 489,448 3 
Olds. 403,397— 5 
Pontiac 330,911— 6 
Mercury 254,100— 7 
Dodge 200,663— 8 
Cadillac 121,201— 9 
98,722—10 

91,513—11 


-— 


Trititrirrir rire 


| Atlanta, treasurer. 
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By Martin L. Whitmyer 
Staff Writer 
ESPITE continued downward 
readjustment of production 
schedules at Buick and Oldsmobile 


and below-normal output by most) 


other makes, U. S. car output rose 
|} to an estimated 113,907 units last 
week. That was a 3.8 percent gain 


over the previous week's assem-| 


blies, but far below the same 1957 
week. 

Last week’s car output repre- 
sented 89.5 percent of Automotive 
News’ three-year index, compared 
with 86.2 percent compiled on the 
previous week’s 109,761 assem- 
blies. Last week’s car output, 
however, was 21.5 percent below 
the 145,190 cars rolled from the 
assembly lines during the week 
ended Jan. 26 a year ago. 

Ford Motor Co., Chrysler Corp. 
|}and Studebaker-Packard registered 
| output gains last week, while Gen- 

eral Motors and American Motors 
each suffered production losses 
from the previous week. AMC’s 
decline was due principally to an 
eight-inch snowfall which closed 


Senate Hearings 
On Auto Industry 
To Start Tuesday 


yy Asean. — Following sev- 
eral postponements, the Senate 
Antitrust and Monopoly Subcom- 
mittee last week was said to be 
ready to proceed with it projected 
quizzing of management and labor 
in the automotive field concerning 
the present prices of cars. 

The first witness, Walter Reuther, 
president of the United Auto 
Workers, is. scheduled for tomor- 
row, Jan. 28. 

While no official schedule was 
given out at Automotive News press 
hour, it is understood that the 
other witnesses will come in this 
order: 

Jan. 30, General Motors. 

Feb. 4, Ford. 

Feb. 6, Chrysler. 

Feb. 7, American Motors, 

It is also understood that Pres- 
ident Harlow Curtice will testify 
for GM, and that President George 
Romney will represent AMC. 

There was no definite line on who 
would appear for Ford and Chrys- 
ler. 

—WuuamM ULLMAN 


Car Output Up Slightly, 
But Trails °57 by 21% 


its Kenosha (Wis.) plants Wednes- 
day. 


* > * 


HRYSLER CORP.’S gain over 
the previous week resulted 
| mostly from the return of Plym- 
outh, Dodge and DeSoto to five-day 
operations. Only the Chrysler and 
Imperial car lines were on short 
work schedules last week, having 
been down in Detroit both Monday 
}and Tuesday. 

A breakdown of Chrysler Corp. 
operations showed Plymouth with 
8,100 assemblies last week, com- 
pared with 8,102 a week earlier; 
Dodge, up from 889 to 3,500 units; 
DeSoto, up from 103 to 1,610; 
Chrysler division, off from 1,334 
to 1,190, and Imperial, down from 
629 to 355 units. 

Ford Motor’s gain from 31,855 
assemblies a week earlier to an 
estimated 32,840 last week was due 
chiefly to a six-day work week at 
Lincoln and increased schedules at 
Ford division and Mercury. 

= * = 


BREAKDOWN of Ford Motor 

operations showed Ford divis- 
sion up from 26,901 assemblies the 
previous week to an estimated 27,- 
600 last week; Mercury, up from 
3,682 to 3,840; Lincoln, up from 
824 to 950, and Edsel, on par with 
the 448 units produced a week 
earlier, with 450 assemblies last 
week. 

Sizable cutbacks in car output 
at Buick and Oldsmobile helped 
drop GM corporate production 
from 62,651 cars a week earlier 
to an estimated 61,592 last week. 
Buick, which worked only four 
days, dropped from an output of 

(Continued on Page 45, Col. 3) 
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Eight Makers Use 


Contests to Bolster 
Sales of New Cars 


By John K, Teahen Jr. 
Staff Writer 

ACTORY contests, with cash 

awards for salesmen and vaca- 
tion trips for dealers, are being 
conducted by several auto makers 
as they attempt to pump some life 
into a market that is not living up 
to last fall’s expectations. 

At least eight lines have such 
programs in effect now, and 
others may enter the field. Con- 
tests currently are being staged 
by Dodge, DeSoto, Chrysler, Im- 
perial, Pontiac, Mercury and 
Edsel. 

Plymouth announced an incentive 
plan to its dealers and salesmen 
last Friday (Jan. 24) via a coast- 
to-coast, closed-circuit telecast 
that was beamed to 41 cities. 


The contests differ considerably 
from the multimillion-dollar derbies 
conducted during the 1957 cleanup. 

At that time, payments to dealers 
of $200 a car were not uncommon. 
Today, only the Edsel program ap- 
proaches that figure. 

” om * 
| salesman is king in the 
Chrysler Corp. contests, while 
Mercury offers cash for salesmen 
and vacation trips to dealers. 
Pontiac dealers can win trophies, 
watches and vacations. 

In addition, Ford and Chevrolet 
recently completed incentive pro- 
grams for salesmen. Ford report- 
edly distributed some $825,000 
with several top salesmen and 
sales managers receiving 1958 
Thunderbirds. 

Chevrolet salesmen competed for 
merchandise awards which in- 
cluded cars, home appliances, tele- 
vision sets and cameras. 

Some Chevrolet zones now are 
staging events in which dealers 
may win merchandise prizes, but 
these are on a local rather than a 
national scale. 


A summary of the current con- 
tests appears below. 


- + 
Chrysler-Imperial 
A “SALESMAN’S JACKPOT” 
contest closes March 10. For 
each sale of anew model, the sales- 
man gets one chance in a drawing 
that is held two or three times in 
each region during the contest. 
Each chance assures the salesman 
of a cash prize ranging from $10 
to $220, The person conducting the 
drawing announces the value of the 
upcoming draw before he pulls the 
name out of the hat. The drawing 


Inside Automotive News.. . 


Engineering Section highlights, Page 17: Air 


suspension, proving grounds. 
A silver lining for Edsel? Los Angeles report, 


Page 6. 


Economic omeng—Ike sounds warning, Page 2; 
Consumers pull in reins, Page 3. 

Auto wage fight heats up, Page 6. 

NADA convention notes—Dealer Forum, Page 3. 


Complete new-car prices for domestic and foreign models, Page 38. 
Used-car auctions, Page 34 (Detroit, Page 6). 7 
Production by makes, Page 45. 





continues until all tickets have 


been pulled. 
* * * 


DeSoto 


7 factory pays the salesman 
$10 for his first new-car sale 
during the contest, $15 for the sec- 
ond and $20 for all additional de- 
liveries. 

Each sale also gives the sales- 
man one chance on a Firedome 
four-door hardtop. One car will 
be awarded in each region. 

Sales managers, general man- 
agers and dealers are eligible for 
cash payments, but not for the 


| drawing on the cars. The contest 


is called the. “Early Bird Bonus 
Plan” and is slated to end Fem 20. 
. * . 
Dodge 
T= Dodge “Gold Rush” is sim- 
ilar to the DeSoto plan. It ends 
Feb. 28. 

Salesmen get $5 for the first sale, 
$10 for the second, $30 for the third 
and $15 for additional deliveries. 

Each salesman who sells five cars 
during the contest is eligible for a 

(Continued on Page 4, Col. 1) 


Chaffin Urges 
UAW, Makers 
To Hold Line 


ASHINGTON. — Dean Chaffin, 

new president of the National 
Automobile Dealers Assn., has 
urged the United Auto Workers’ 
union and the auto manufacturers 
to hold the line on wage and price 
increases in the industry as a con- 
tribution toward stabilizing the na- 
tion’s economy. 

Citing the UAW’s collective 
bargaining program which calls 
for an immediate wage increase, 
plus proposals for profit-sharing 
and other fringe benefit in- 
creases, Chaffin said: 

“Acceptance of the UAW de- 
mands by the manufacturer will 
undoubtedly lead to higher prices 
for our nation’s automobiles. No 
matter how you look at it, the bill 
for the union proposals will ulti- 
mately fall in the lap of the motor- 
ing public.” 

+ * = 
“A UTOMOBILES and trucks 
while representing basic ne- 
cessities are already sufficiently ex- 
pensive,” Chaffin said. “Everyone 
connected with the industry should 
ccc SS 


For other views, see Labor, 
Page 6, Breech, Page 42. 


do all in his power to hold the line 
on costs and to seek action that in 
time would reduce the cost of cars 
and trucks to the motoring public.” 
Chaffin, a Buick-Chevrolet 

dealer in Bozeman, Mont., for 
more than 30 years, pointed out 
that higher prices would generate 
increasing consumer resistance to 
the purchase of new automobiles. 

Such resistance, the NADA Pres- 
ident added, would pose further 
problems for the franchised new 
car and truck dealer who is a small 
businessman with an average in- 
vestment of $110,000, a payroll of 19 
people and whose estimated profit 
of 1.2 percent on sales before taxes 
is already perilously low. 

Actually, Chaffin stated, one out 
of every five dealers is currently 
operating in the red. 





. 
/ 
| 
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Tax Reductions Opposed Tr 


Ike Optimistic on Business Revival | 


By William Ullman 
Washington Correspondent 


WASHINGTON.—While express- 
ing belief the present business 
decline would not be prolonged and 
that economic growth can be re- 
sumed “without extended interrup- 
tion,” President Eisenhower's eco- 
nomic message last week offered 
little specific cheer for the auto 
industry. 

First, the President recom- 
mended that present federal ex- 
cise tax levels on new cars and 

be extended another year 
beyond July 1. They would auto- 
matically drop down on that date 
in the absence of extending leg- 
islation. 

Second, the President opposed 
any significant tax cuts for dealers 
or other small businessmen at this 
time. 

“A broad reduction of the tax 
burden carried by small concerns, 
whether incorporated or not, can- 
not be achieved until budgetary 
conditions warrant cutting taxes 
generally,” he declared. 


The chief executive did, however, 
recommend changes in the tax laws 
which he said hold promise of 
remedying, at a minimum loss of 
tax revenue, “important specific 
handicaps” under which small busi- 
ness labors. They are: 

1. Extension of accelerated de- 
preciation formulas to purchases of 
used property up to $50,000 an- 
nually. 

2. The grant to closely held 
corporations of the option to 
elect the tax status of partner- 


ships. 

3. The grant to taxpayers of the 
option of paying estate taxes over 
periods of up to 10 years where an 
estate consists largely of invest- 
ments in closely held businesses. 

4. Allowing losses on original in-| 
vestments in the stock of small 
companies to be treated as ordi-| 
nary loss deductions rather than 
capital loss deductions. | 

The economic message also 


Grundy Heads 
S-P of Canada 


HAMILTON, Ont. — Gordon E. 
Grundy has been elected president 
of Studebaker-Packard of Canada. 
He moved up from vice-president 


Grundy is a di- 
rector of the 
Canadian Auto- 
mobile Chamber 
of Commerce and 
a former presi- 
dent of the 
Hamilton Con- 
trol, Controllers 
Institute of Am- 


and comptroller. | 








erica. 

tT Since joining 
G, E. Grundy S-P, Grundy has 
been closely connected with every 
phase of the firm’s finance and 
management functions. 


—— 


Safety Donation— 


A check in payment of the first in- 
stallment of the $160,000 grant by the 
Automotive Safety Foundation to the 
Inter-industry Highway Safety Committee, 
is presented by General Levin H. Camp- 
bell jr., right, board chairman to Inter- 
industry Committee Chairman H. D. Tomp- 
kins. The presentation took place at the 
committee's 10th annual luncheon during 
the NADA convention in Miami Beach. 
Tompkins is vice-president of Firestone 
Tire and Rubber Co. 


urged that the Small Business 
Administration be made a perma- 
nent agency with increased lend- 
ing authority and that the mini- 
mum wage and hour law be 
extended to cover additional 
workers. 

In the antitrust field, the Presi- 
dent asked for legislation requiring 
advance notification to the Govern- 
ment of impending mergers of sig- 
nificant size and Federal Trade 
Commission authorization to seek 





Discount Rate Reduced 
2nd Time to Spur Credit 


WASHINGTON. — The Federal 
Reserve Board last week ap- 
proved a reduction from 3 to 2% 
percent in the discount rate 
charged by the Federal Reserve 
Bank of Philadelphia. The other 
1l Federal Reserve banks were 
expected to make the same move. 

The discount rate is the inter- 
est charged banks on money bor- 
rowed from the Federal Reserve 
System. Reductions of the rate 
tend to expand credit and thereby 
stimulate business. A reduction 
from 3% to 3 percent in Novem- 
ber signalled the end of the tight 
money period. 









Index Holds Steady... 


Economic Picture Mixed 


preliminary injunctions against 
certain mergers. 


The President admitted business | © 


had slumped more than expected, 
but said there are reasons to be- 
lieve “the decline . . . need not be 
prolonged and economic growth 
can be resumed without interrup- 
tion.” 


However, he warned that un- 
warranted wage or price boosts 
“Could blockade an upturn and 
court the danger of controls.” 
Touching on defense spending, 
the President said “whatever our 
national security requires, our 
economy can provide and we can 
afford to pay.” 

Government experts now expect 
the decline to hit bottom by the 
second or third quarter of 1958, 
Mr. Eisenhower continued. 

He implied that some officials 
fear that labor contract negotia- 
tions this spring and summer— 
in the auto industry in particu- 
lar—may result in some delays 
in a business upturn later in the 
year. 

These officials, he indicated, fear 
a wave of pay hikes that will be 
substantially higher than gains in 
productivity. 

They think industry then may 
pass on the increases in higher 
prices which the consumer might 
resist, thereby hindering rather 
than aiding economic recovery. 





;oConcsasc indicators present an| week’s totals and the amount of 


uneven picture of the nation’s 
economy this week with just about 
as many statistics moving up as 
are moving down. 

The Automotive News Economic 
Index stands at 112.1 percent of 
last week's report, largely due to 
seasonal adjustments in production. 

This week’s report shows the 
level of business at 92.9 percent 
of the level in the like week last 


Common Stocks 


Jon. Jan. 1957-58 
22 «15 High Low 
9% 8% M% 5% 
53% 53% 
40% 40% 
35% 35 
3% 3% 


28.33 28.30 


Am. Motors 


Chrysler 
Ford 
GM 

S-P 


Average 


year. This is the second week in 
a row that the index stood at 
929 percent of the year-ago 
totals, 

For a number of indicators, 
figures for the first full week of 
January are the latest available. 
As might be expected, most of 
these indicators, particularly lum- 
ber and coal production and freight 
car loadings, show increases from 
the preceding holiday week. 

On the other hand, truck, steel 
and paperboard production were 
higher in the second week of Jan- 
uary than they were in the first, 
indicating that more than seasonal 
factors are shoving up the level of 
business. 

Department store sales, used- 
car prices and the stock market 
are also stronged this week than 
they were last, while the number 
of business failures is down. 

On the down side, car and re- 
finery production are below last 





Dealer Discounts Keep 


Price Index from Rising 


WASHINGTON. — The Bureau 
of Labor Statistics reported that 
dealer discounting of new-car 
prices kept the consumer price 
index from rising in December. 

The price level remained at 
121.6, the second time in 16 
months that living costs did not 
rise, the BES said. As a result, 
there will be no increase in auto 
workers’ pay under the cost-of- 
living escalator clause in UAW 
contracts. 





| 





commercial and industrial loans 
has fallen off as it often does at 


| this time of year. 


The amount in savings accounts 
is slightly below the total for last 
week because of a revision in the 
amount reported for last week. 

In comparisons with year-ago 
totals, nearly all indicators of pro- 
duction are below the 1957 figures. 
Exceptions are paperboard and 
electric output which show slight 
gains. 

Government spending, auto 
registrations, business loans and 
savings deposits stand above the 
totals for the like week last year. 
The department store sales index 

is above the year-ago figure for the 
fifth consecutive week. In the last 
five reports covering the height of 
the Christmas buying rush and the 
usual post-holiday dip, department 
store sales have run ahead of the 
results for comparable weeks both 
one and two years ago. 


$600 Stolen from Dealer 


FOREST LAKE, Minn.—Safe- 
crackers broke into Hennon Chev- 
rolet Co. and took some $600. 
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Used Cars Under the Big Top— 





A crowd magnet at the NAD Service Exhibition in Miami Beach was this tent hous | 
ing a used-car reconditioning display. Arndt-Palmer Laboratories, of Melvindale, 
Mich., supervised the tent showing, which featured four used cars and a Dodge truck. 
NADA furnished the tent, and Arndt-Palmer was assisted by Frank Arnold, of 
Chrysler Corp.; Clarence Stavfenbeil, of Cadillac, and Win Webster, of Webster Mfg. 


Study of Container Sizes 
Urged at TTMA Parley 


By Jack Weed 
Truck Editor 


ALM BEACH, Fila. Recent 

advances in freight hauling 
point to a need for a study of 
“an integrated system of standard 
sizes of shipping containers” to 
produce transportation economies, 
the 17th annual convention of the 
Truck-Trailer Manufacturers Assn. 
was told here last week. 

Herbert H. Hall, materials han- 
dling consulting engineer for- 
merly with Aluminum Co. of Am- 
erica, noted the rapid advance of 
“piggy-back” (trailer on flat car) 
and “fishy-back” (trailer on ship) 
freight shipments and a trend 
toward joint rates from different 
modes of transportation 
and from individual truckers. 

He said that present “piggy- 
back” trailers cannot be used for 
“fishy-back” operations and vice 
versa. 

He noted that the “van contain- 
ers” that are needed are in effect 
demountable highway truck or 
trailer bodies of more rigid con- 
struction and stronger than the 
usual van body to withstand the 
strains of crane handling, tiering 
and racking. 

> 


> 7 


H® ALSO pointed out the grow- 
ing need for pallet containers 
to eliminate unnecessary handling 
on cargos transferred from one 
carrier to another. 


Harry E. Eyler, sales _ vice- 
president of Trailmobile, was 
named president of TTMA, heading 
the slate of officers for the coming 
year. 

The outgoing president, A. A. 
Kearney, told the delegates that 
while trailer sales volume for 1957 


Business Barometer 
Automotive News Economic Index — 


112.1 Percent of Last Week 
92.9 Percent of Like Week Last Year 


Auto Production 

Truck Production 

Auto Registrations—'57 cumulative 

Truck Registrations—'57 cumulative 

Steel Production—tTons 

Lumber Production—Board Feet.. 

Paperboard Production—tons.... 

Soft Coal Output—tons 

Oil Refinery Output—Borrels . 

Electric Output—<ilowatt hours .. 

Barometer Freight Car Loadings 

Department Store Sales Index .. 

Stock Market Price Index 

U.S. Government Spending 
—Fiscal year to date 


Savings Deposits 
Used-Car Prices—Average 
Business failures 


$45,391,966,000 
Commercial and Industrial Loans $31,212,000,000 
$24,314,000,000 


Percent of 
Percent of Like Week 
Last Week Last Year 


90.6 75.3 
104.0 84.2 
100.6 

96.0 

62.2 

93.3 
101.2 

84.9 

93.3 
101.5 

81.4 
100.9 

92.0 


5,A75,267 
799,312 
1,538,000 
202,716,000 
281,999 
8,705,000 
50,399,000 
12,506,000,000 
325,730 

108 

304.9 


101.5 
197.0 
102.4 
124.6 

98.2 
107.0 
117.9 
113.7 
102.0 


107.6 
103.0 
109.5 
103.4 

93.5 


98.1 
99.9 
102.7 
80.2 


$1,004 
260 


(Jan, 27, 1958) 





was off about 13 percent when an 
estimated 61,500 vehicles were 
made, outlook for 1958 indicates 
production should reach approxi- 
mately 68,000 units. 


He termed a program to de- 
velop a TTMA standard for rat- 
ing refrigerated trailers as to 
heat transfer under specific con- 
ditions one of the association's 
outstanding activities of 1957. 


Dr. George P. Baker, professor 
of transportation, Harvard Gradu- 
ate School of Business Administra- 
tion, said trailer and container 
manufacturers can expect an in- 
creasing market in “piggy-back” 
traffic. 

At present 44 railroads offer this 
service and are currently handling 
about 300,000 trailers per year. A 
special rail suppliers’ study pre 
dicted a $1 billion “piggy-back” 
market by 1965 with 50,000 special 
flat cars moving about five million 
trailers a year. 

> > > 

RNEST G. COX, chief, section 

of motor carriers safety, ICC, 
said a program of “simplified in- 
spection” and “design to take vul- 
nerability out of the vehicle” was 
under way. 

He related that in a greatly in- 

(Continued on Page 45, Col, 1) 


AMC Reports 
$4.9 Million Profit 
In First Quarter 


DETROIT.—American Motors re 
ported a net profit of $4,948,736 in 
the first fiscal quarter ending Dec. 
31, 1957, which compares with 6 
loss of $2,994,613 in the correspond- 
ing quarter a year ago. 

Net sales of $118,598,502 repre 
sented a 33 percent increase over 
the $88,903,414 sales in the quarter 
ending Dec. 31, 1956, according to 
George Romney, president. 

“The showing for the year as & 
whole is not expected to be main- 
tained at the same rate as the ini- 
tial fiscal quarter,” Romney said. 

“The fourth fiscal quarter cus 
tomarily absorbs heavy expenses 
incident to vacation schedules, in- 
ventory taking, new model change 
over and other charges. However, 
a substantial profit for the year is 
anticipated. 

“Ninety-four percent of our deal- 
ers had a profitable year in 1957,” 
Romney said. “Profits of our deale! 
group as a whole were 75 percent 
higher in the first 11 months of 
1957 than in the same period 
1956, reflecting an increased volume 
of business. 

“The return on invested capi 
of the American Motors’ dealef 
group increased 55 percent ove 
1956 and is higher than the averag 
for Big Three dealers,” he con 
tinued. 

Retail sales of 35,668 units weré 
reported for the three-months pe 


riod, compared with 26,327 in the 


quarter a year ago, a 35 percen 
rise, Sales to dealers increased 5 
(Continued on Page 45, Col. 5) 
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Dealer Forum 


by Robert M. Finlay 


ERE are some observations 

from students of the auto busi- | 
ness who gathered the other day) 
at the 4ist annual NADA conven-| 
tion at Miami Beach: 

A 30-year GM dealer: 

“Somehow since 1955 the factory 
field man has been robbed of his 
authority. The secret of getting 
things done in a big organization 
is to delegate authority commen- 
surate with responsibility. 

“Now everything is handled 


Detroit.” 

For good or bad, there is no 
mystery as to how this happened, 
though. Remember the squawks 
about the $500-a-month road agents 
telling the million-dollar dealers 
how to operate? 


* af * 


Beating Area Penalties 


OMMENT of another veteran 
Adealer at the breakfast featur- 
ing W. E. Holler, former Chevro- 
let sales chief: 

“Territory security? They say 
Chevrolet was the only factory 
that enforced it, but Chevrolet, 
hard as it tried, didn’t do too well. 

“We beat 85 percent of the 
claims brought against us and 
paid off on 15 percent. After all, 


Dealers Sell State 





|to advertise our price 





600 Chevy Units 
On $400 Subsidy 


DETROIT.—Chevrolet dealers) 
have submitted low bids on about 
600 new cars and State Police 
cruisers ordered by the State of 
Michigan purchasing department. 
A spokesman for one dealer said| 
the bidders received a factory 
subsidy of $400 per car. 

Dealers awarded contracts 
clude: 

Mack-Gratiot Co., Detroit, more 
than 400 autos, including at least 
18 police units; VerHoven- 
Woodward Chevrolet, Inc., Detroit, 
100 police cruisers, and Greening 
Auto Co., Breckenridge, six station 
wagons. 

Ted Ewald, of Mack-Gratiot, | 
said the firm would supply 342 two- | 
door, eight-cylinder Biscaynes at | 
$1,433 and 44 four-door Biscaynes 
at $1,470.90. Prices of other Bis- 
cayne models varied with the 
equipment ordered, he said. | 

VerHoven-Woodward will get $1,-| 
664.59 for each two-door, eight-| 
cylinder Delray. The station wagons | 
will cost the State $1,633.82. 

Factory subsidies similar to Chev- 
rolet’s have been assailed by dealer 
groups in New York and Pennsyl- 
vania as unfair to dealers. 

These groups contend that the 
Practice allows government agen- 
cies to buy cars at below-dealer | 
costs and then dump them on the} 
market one or two years later at| 
Prices so far below current market 
levels they cannot be met by other 
dealers. 


in- 
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there were hundreds of ways to 
register cars. 

“I have spent a great deal of 
time thinking out these various 
proposals to ease the ills of the 
auto industry. Most of them seem 
to me to be against the public 
interest. 

“One way we could do it, though, 
is to eliminate the use of registra- 
tion figures. I know that this 
sounds radical, but registrations 
are at the bottom of most industry 
ills. 

“When the factory starts to 
prod the Ford dealer in my town 
because Chevrolet is getting a 
higher percentage of price class, 
he does a lot of things that he 
knows to be unsound. 

“He muddies up the local market. 
“This goes on all over. If it 
weren’t for the registration figures, 
we wouldn’t have the pressure to 
do unsound things.” 

* = + 


Ulcer Route 


Aa dealer commenting on 
factory relations: 

“The factory man can’t actually 
hurt you. All he can do is pester 
you to death. Every time you turn 
around, he’s there. Pretty soon you 
find yourself staying up nights 
wondering what he'll be asking 
about next.” 

= = = 
ee proposals for ad- 
vertised car prices, a West 
Coast dealer commented: 

“Our line group discussed a plan 
leader at 
$2,600. It was voted down because 
most of the dealers were selling 


AY WIRTH, of Great Falls, 

Mont.: “Big need in our indus- 
try is for integrity. Dealers are 
like the French. No trust any- 
where.” 

> > > 

DSEL dealer: “Most of the 

dealer discontent goes back to 
engineering and manufacturing 
goofups. Already we've had 32 serv- 
ice bulletins for corrections. 

“The factory tries to make good 
with the dealer on this, but it 
drives dealers nuts. They just can’t 
keep some of those cars out of their 
shops.” 

+ = * 


No Slowup Here 


ND then there are the dealers 

who haven't heard about the 
business slowup yet. 

Like Leo E. Shirber, of Mo- 
bridge, S. D. Usually, the ranch- 
ers out his way hit either on a 
grain or a corn crop. This year 
they hit both, and are doing bet- 
ter than in years. 

(Some dealers say it takes about 


|nine months for a recession to 


reach into the far spaces of the 
Dakotas.) 

And T. S. McNeil, 
Ark., says his business is good. 
Business is diversified, including 
Munsingwear, Daisy Air Rifle, 
broilers. 


of Rogers, 


* * 


Bell Must Stay 


es BELL, executive vice- 
president of NADA, weathered 
the convention in good shape de- 
spite some opposition. A director 
who checked with colleagues on the 
opposition came up with an inter- 
esting report. 

He said that in the past NADA 
has not been used to its managers 
accomplishing anything of note. 
Some dealer leaders accustomed 
to log-rolling and personality, 
and were a little embarrassed by 
Bell getting things done. 

Another source of discontent: 
Factories that had been pricked 
once too often passed the word to 
dealers who would listen: “Bell 
must go.” 

But, according to this director, 
Bell will stay. 

« 


* 


Lx HERMAN, manager of the 
Wyoming dealer association, 
says Wyoming business is off in 
(See DEALER FORUM, Page 42, Col. 4) 
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Most Think Worst Is Over... 


Views on Downturn 
Studied in Survey 





: Burned-Out Dealer 


Sells Cars from Tent 

KANSAS CITY. — Sites Bros. 
(DeSoto), whose showrooms and 
service department were de- 
stroyed by fire, has erected a 
large tent on its used-car lot at 
4901 Troost and is set up to sell 
new cars again. 

The company said it has ar- 
ranged with other Chrysler Corp. 
dealers to service its new cars 
and that it is giving each buyer 
$50 in cash to get his new-car 
checkup. 


ANN ARBOR, Mich.—A survey 
of consumers’ attitudes on current 
business conditions has pointed up 
what many businessmen already 
know—consumers are worried 
about the current downturn and 
are inclined to postpone major 
purchases. 

The study was made by the 














Minneapolis Show Draws Crowd— 

Shown is part of the crowd which jammed the Municipal Auditorium in Minneapolis 
during the Upper Midwest Auto Show. Stage show was in progress when picture 
was taken; headliners included the Andrews Sisters and Dagmar of TV fame. Over 
156,000 persons attended the show during its 10-day run, setting a new attendance 
record. 


N. Y. Make Groups War 
On Deceptive Practices 


| see-it—now-you-don’t’ tricks have 
Staff Writer | put this business on its back .. . 

7 drive to restore dealer pres- “It is surely time for a change. 

tige through sensible advertis-| The dealer groups who now are on 

ing and sound merchandising this sound merchandising policy 


practices is not confined to the na- F 
tional level. Each week brings new | ®te to be commended. ~~ aoe 


reports of programs being con- | facturers who assisted 7 
ducted by state, city and line| Programs are to be congratulated. 
—ee hie Elsewhere in auto advertising, 

One o e moves Was | Dick Lewis, a Pontiac - Cadillac 
mentioned by the Automobile | dealer in Olympia, Wash., ob- 


Merchants Assn. of New York. | 
| served that “the many fine little 
The association sald Ford, Chev- | +. .ien cars must be quite be- 


rolet and Buick dealers in the wildering to the shopper—what 


area have agreed to outlaw all 
gimmicks, lo wballs, highballs, | With so many names, origins and 
unique features.” 


bushing and “would-you-takes.” 
It is doubtful that Lewis’ ad 


The three roups are tin 
. . ae erased any of the confusion, but it 


large blowups of prices of models 
and equipment in their showrooms, |™ust have drawn many a chuckle 
from readers who scanned the de- 


and Chevrolet and Ford merchants 
have decided to do no individual 
local advertising of new cars. Olds- | 
mobile dealers are considering a} 
similar program, AMANY said. 


” * * 


By John K. Teahen dr. 


(Continued on Page 42, Col. 3) 


; HIS return to sound merchan- 

dising is long overdue,” the 
trade group commented. “The in- 
flated list prices, the fabulous dis- 
count offers and all the ‘now-you- 


Ex-Dealer Loses 
Ford Suit Appeal 


CHARLOTTE, N. C.—A former 
Lincoln-Mercury dealer’s appeal of 
a $1,019,462 antitrust suit against 
Ford Motor Co. was denied last 
week by the U. S. Fourth Circuit 
Court here. The ex-dealer, Miller 
Motors, Inc., of Winston-Salem, 
was expected to ask the U. S. 
Supreme Court to review the case. 

Miller has accused Ford of vio- 
lating the antitrust laws through 
“domination” of its business and 
insisting that the dealership join a 











Survey Research Center of the 
University of Michigan in late 
November and December and 
was tabulated in January. 


Perhaps more significant than 
consumer attitudes on the current 
state of the economy were three 
other«findings: 

1. A majority of consumers think 
of the downturn as something in 
the past, looking for 1958 to be as 
good or better than 1957. 


2. Consumers may be more wor- 
ried than a study of the cold facts 
would indicate—while almost half 
feel that business conditions have 
declined in the last year, more than 
three-fourths report that their own 
income has improved or held 
steady during the year. 

3. Those with incomes of $5,000 
or more a year are more opti- 
mistic about the coming year 
than are consumers generally. 

On the first point, the Research 
Center said: “Further reassurance 
may be derived from the finding 
that in the opinion of a substantial 
proportion of consumers the reces- 
sion is something which has al- 
ready occurred rather than a pros- 
pective or threatening develop- 
ment.” 

Concerning the second point, this 
observation was made: “Further- 
more, there are ample indications 
in the survey that the recent de- 
cline in the level of consumer opti- 
mism and confidence is due more to 
unfavorable economic news than to 
adverse personal experience.” 

On the net result of the survey, 
the Research Center said: “Most of 
the attitudinal indicators are still 


|} somewhat above the level which 


they registered during the slight 
recession of 1953.” 


The percentage of consumers 
with plans to buy a new car in 
the coming year was found to be 
lower in the most recent survey 
than in the surveys made in late 
1956 and 1955 and much below 
the level of the 1954 survey. 

The percentage with plans to buy 
used cars, which moved upward in 
surveys conducted in 1956 and the 
spring of 1957, dropped more 
sharply than for new cars. 

To a question on whether this is 
a good time to buy large household 
items, 39 percent said yes while 27 

(Continued on Page 45, Col. 3) 


Putnam to Head 


Boise Association 


BOISE, Id.—Robert Putnam has 
been elected president of the Boise 
Automobile Dealers Assn. He is a 
Dodge dealer. 

Other new officers are Waldo 
Thurber (Chrysler), vice-president, 
and Carl Wiehle (Volkswagen), 
secretary-treasurer. 





cooperative advertising fund and 
buy certain accessories. 

In rejecting the dealer’s allega- 
tions last March, Chief District 
Judge Roszel C. Thomsen held in 
a lengthy decision that no prece- 
dent existed for awarding a ter- 
minated dealer damges because of 
factory domination. 





A Class in Auto Mechanics— 


You couldn't prove it by this group that women are the weaker sex, These women 
are attending a three-week mechanic school conducted by Cliff M. Averett, Inc. 
(Cadillac-Buick), Columbus, Ga. The women attend the ‘‘classroom" two nights a 
week and are taught the fundamental mechanics of automobiles. The dealership 
attracts women to the school by sending out personal invitations and by using 
television and radio announcements explaining the purpose of the school and what 
it covers. No attempt is made to sell anything during the classes except goodwill. 


ee 


ee ee 
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Cash, Trips Offered .. . 
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8 Makes Try Dealer, 


Salesmen’s Contests 


(Continued from Page 1) 


drawing to be conducted in each 
region. There is a $1,000 first prize, 
$750 second prize and $500 third 
prize. 

* * . 


Edsel 


A= get $50 to more than 
$200 per car under a three-part 
program that is scheduled to run 
until March 31. 

For sales of units in dealer in- 
ventory before Dec. 1, the factory 
pays $100 for a Ranger, Pacer or 
station wagon and $150 for a Cors- 
air or Citation. 

On cars built after Dec. 1, the 
payment is $50 for sale of a 
Ranger, Pacer or station wagon; 
nothing for a Corsair or Citation. 

For sales of units in dealer in- 
ventory more than 60 days as of 


Ad Agency Drops 
Lincoln Account; 
May Seek Buick 


DETROIT. — Young & Rubicam, 
Inc., resigned the Lincoln advertis- 
ing account last week, and reports 
circulated that the firm is seeking 
the Buick account, 

Should the agency land the Buick 
plum it would be trading an ac- 
count estimated at less than $5 mil- 
lion for one with gross billings of 
about $24 million. 

Young & Rubicam took over Lin- 
coln advertising in mid-1955, shortly 
after Lincoln became a separate 
division. It later added Continental. 
The agency stayed on the job when 
Lincoln and Mercury were reunited 
last September and quit a few days 
after Edsel was absorbed to form 
the new M-E-L division. 

Late last week, a new Lincojn 
agency had not been appointed. An 
M-E-L spokesman said, however, 
that Mercury and Edsel advertis- 
ing would not be affected. Mercury 
is handled by Kenyon & Eckhardt 
and Edsel by Foote, Cone & Beld- 
ing. 


First Ford Dealer 
Marks 55th Year 


SAN FRANCISCO. — William L. 
Hughson, 89, founder of the first 
Ford dealership, was honored at a 
luncheon on his 55th anniversary 
as a Ford dealer. 

Hughson was appointed a Ford 
dealer on Jan. 15, 1903, five months 
before Ford Motor Co. was incor- 
porated. A handshake with Henry 
Ford sealed the bargain. 

Telegrams offering congratula- 
tions came from Henry Ford II; 
Arthur S. Hatch, member of the 
Ford Dealer Policy Board; Walter 
J. Cooper, general sales manager of 
Ford Motor Co., and the Universal 
Underwriters. 


Nov. 30, there is an additional pay- 
ment of $15 for Rangers, Pacers 
and station wagons and $20 for 
Corsairs and Citations for each 
month the car was in stock in 
excess of 60 days. 

« * + 


Mercury 


MONTH-LONG contest for 

salesmen and sales managers 
ends Jan. 31. Dealerships in each 
district have been grouped on the 
basis of size and/or sales targets. 
Cash awards will go to the winners, 
determined by percentage of new- 
ear deliveries against the dealer- 
ship’s sales objectives. 


Twenty percent of a dealership’s 
prize money will go to the sales 
manager, with the rest being di- 
vided among the salesmen in direct 
ratio to their January deliveries. 

Dealers can win vacation trips 

in a contest which ends March 10. 
There will be three winners in 
each district, also determined by 
percentage of sales against the 
dealership’s objective. 


| 

Winning dealers from the East) 
and their wives will be entertained | 
at Greenbrier, White Sulphur) 
Springs, W. Va. Western winners | 
and their wives will visit the 
Broadmoor Hotel, Colorado 
Springs. 





*- * * | 


Pontiac 

NTIAC’S “Pride of Accom-| 
plishment” contest, which ends!) 
June 30, is for dealers only, al- 
though incentives for salesmen | 
may be added. 


Dealers have been divided into 
25 groups on the basis of volume. 
Quotas have been established, 
and the retailers compete against 
their quotas. There will be two 
winners in each group. 


The leaders and their wives will | 
receive vacation trips to Hawaii, 
and the second-place finishers and/| 
their wives will visit Puerto Rico. 
All winners will receive matched | 
watches and the Knudsen trophy. 


The sales manager of the top| 
dealership in each group will get | 
$600, and the sales manager of the) 
second-place deal will get $400. 


Ford Prospects Offered | 


‘Around the World Gifts | 


DETROIT. — Ford dealers here| 
report that a factory promotional 
idea aimed at owners of 1954-55-56 
models has increased floor traffic. 
The scheme is tied in with the 
“Around the World” test drive of 
the 1958 Ford. 

Owners are sent letters inviting 
them to the showroom to see and 
drive the 58 Ford. Those who re- 
spond are permitted to select a 
gift—such as a bon-bon dish, coffee 
spoons or silver pastry forks—from 
one of countries visited on the 
“Around the World” test. 
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Gimmick at Detroit Show— 


Visitors to the Edsel exhibit at the Detroit Auto Show were offered the opportunity 


of having their picture taken in an Edsel. 


Each picture, taken by Edgar Carlson and 


Betty Allen, were delivered in an attractive cover. An_ estimated 3,500 pictures were 
taken during the show which ended yesterday (Jan. 26). 





‘Chow Down’ at NADA Convention— 


Getting together during a chuck wagon breakfast at the Roney Plaza hotel, Miami 
Beach, déring the NADA convention are, seated, from left, William C. Hamilton, 
NADA executive, Washington; William C. Davis, Bismarck, N. D.; H. A. Lanpher, 
Providence. Standing: Cowgirl June Reynolds; Frederick M. Sutter, Columbus, Ind., 
immediate past president of NADA; Dean Chaffin, Bozeman, Mont., NADA president; 
Cowgirl Yvonne Baver, and Jim Gavagan, manager, auto & truck merchandising, 
Saturday Evening Post. Post sponsored the breakfast. 





°58 Car Sales 


Rate 


Exceeds Jan. Average 


(Continued from Page 1) 


contest rebate is the only factor 
keeping cars turning over at the 
moment. 

Dealers have been pleased by 
customer interest shown in new 
models at auto shows across the 
country. Again they point out that 
there is no lack of acceptance — 
that the reluctance to buy appears 
to be largely of economic origin. 

Helping hold up overall sales 
figures have been imported cars, 
which are selling at a rate nearly 
double that of a year ago—that 
is, they are averaging 19,000 a 
month currently, as compared 
with 9,500 in early 1957. 

Furthermore, the increase in 
imported-car sales is being spread 
among many more dealers now, as 
compared with the situation a year 
ago. 

> : 7 

A= from the impetus furn- 

ished by contests, shows and 
imported cars, dealers in some lines 
have had little trouble in moving 
their new units. This has been 
particularly true of Chevrolet, Olds- 
mobile and Rambler, and to a 
lesser extent for Ford and Buick. 


No dealer is ready to throw in 
the sponge. One of the most cheer- 
ing factors, from the dealers’ point 
of view, has been the cutbacks in 
production. If they are able to work 
through the winter months without 


NIADA Launches 
Campaign to Add 
5,000 Members 


WASHINGTON. — The National 
Independent Automobile Dealers 
Assn. will launch a nationwide 
membership drive Feb. 1. 


The goal, according to NIADA 
President C. E. Pitts, is 5,000 new 
members by June 1. 

For the purposes of the drive, the 
the country will be divided into six 
regions, each headed by an area 
chairman. The chairmen are: 

East: George Conard, Huntington, 
W. Va.; South: Wendell Jarrard, 
Pensacola, Fla.; Midwest: Samuel 
S. Goodman, Detroit; Southwest: 
Ray Williams, Fort Worth; Rocky 
Mountains: Carroll Kopfer, Denver, 
and Far West: Ab Pearson, Ever- 
ett, Wash. 

The West Coast is considered 
an especially good area for develop- 
ment, and Pearson will be assisted 
by Edward Bookout, Bakersfield, 
Calif., and Richard Rafferty, Fres- 
no, Calif. 

Foreign-car dealers also will be 
encouraged to join the association. 
Many NIADA members already 
handle imports, according to the 
NIADA. 





adding appreciably to their stocks, 
dealers feel that spring may cure 
virtually all of their sales ills. 
Dealers have also been helped 
in some cases by a reduction in 
floor-planning costs. 

A pickup in the used-car market 
is also bound to help new-car sales, 
they feel. Used cars have started to 
move again, with the return to the 
market of wholesale buyers, many 
of whom had withdrawn from the 
market for nearly 60 days. 

* > 7 


AYvanAce prices in the whole- 
sale market moved upward 
again last week, according to AuTo- 
motive News’ index, with the aver- 
age gain amounting to $26. This 
brought the overall average price 
to $1,004 — the first time in three 
weeks it had been above $1,000. 


Adjustments and new averages 
were: '58s, up $128 to $2,861; ’57s, 
up $28 to $1,729; '56s, up $17 to 
$1,173; ’55s, up $1, to $902; 54s, up 
$16 to $608; ‘53s, up $11 to $369; 
52s, up $8 to $228; "Sis, down $3 
to $162. 


S. Calif. Dodge Dealers 
Elect Coffing 58 President 


LOS ANGELES.—L. A. Coffing, 
L. D. Coffing Co., Santa Ana, has 
been elected president of the South- 
ern California Dodge Dealers Assn. 
for 1958. Other officers are: 

Arthur H. Van Wyk, Van Wyk 
Motors, Inglewood, vice-president, 
and Stephan B. Newton, San Fer- 
nando Valley Motors, San Fer- 
nando, secretary-treasurer. 





Ford Demonstrates— 


William C. Ford, styling vice-president, 
Ford Motor Co., explains some of the 
fine points of the new four-passenger 
Ford Thunderbird to. Show Manager Mike 
Murphy and a model at the 29th Annual 
Auto Show of the National Capital Area. 
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Mechanic Training 


Backed by Makers 


3 Universities Get 


$145,000 in Grants 


DETROIT.—The automotive in. 
dustry has approved grants of | 
funds totalling $145,000 to three 
universities for scholarships and } 
research aimed at relieving the | 
nationwide shortage of well-trained | 
auto mechanics, Harry A. Williams, 
managing director of the Automo. 
bile Manufacturers Assn., an- 
nounced last week. 

Williams said the three institu. 
tions receiving funds are Wayne 
State University in Detroit, the 
University of Illinois and the Uni- 
versity of Michigan. 

The announcement was made at 
a luncheon news conference at- | 
tended by officials of the three uni- | 


versities, representatives of the 
American Vocational Assn, and l 
: 


© ONT 4 ead Abita «oils ie 


service managers of auto manu- 
facturing companies. 

Williams stated that the purpose 
of the new grants is two-fold: To } 
encourage capable students to pre- 
pare themselves to teach auto me- 
chanics in vocational schools, and 
to learn, through research, the 
qualities and aptitudes that make 
a good candidate for mechanic 
training. 

Grants of $2,500 each to Wayne | 
State University and the University 
of Illinois are to finance scholar- 
ships to students studying to be | 
auto mechanics teachers. i 

Funds totalling $14,000 have been 
approved for use by the University ) 
of Michigan in conducting a seven- 
year research project to establish 
criteria for determining the quali- 
fications of a good mechanic. 


Colbert Claims 
16144% of Sales for 
Early January 


NEW YORK. — President L. L 
Colbert said Chrysler Corp. cap- 
tured 16.5 percent of the auto mar- 
ket in the first 10 days of January, 
compared with 14.5 percent for No- 
vember and December. 


He declined to comment on 

Chrysler’s profit 

outlook for 1958, 

but he declared: » 
“I think 1958 can 
and will bea 
good year in the | 
automobile indus- 7 
try. How good! 
depends on how) 
well we do our? 
job of getting 

people to buy.” 


Colbert said 
Chrysler is study- 
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L. L. Colbert 


ing the small-car field but has 
reached no decision. 

The studies deal with two sides 
of the question, he said—selling 
European-made autos or the possi- 
bility of making what would be 4 
newly designed, American-built 
small car. 

He said Chrysler might make 4 
decision before the end of 1958 on 
what to do about European-made 
cars. “We know there’s a substan- 
tial market now, but we also know 
there is a tremendous amount of 
competition,” he said. 


Chevrolet to Build 
In Memphis 


DETROIT. — Chevrolet has an- 
nounced plans for a new zone office 
and warehouse building in Mem- 
phis to serve operations in a tri- 
state area. 

The structure, which will contain 
82,200 square feet of floor space, 
will go up on a 10-acre tract on 
the south side of the city. 

Scheduled for completion late in 
1958, the one-story structure will 
serve as Memphis zone office for 
Chevrolet and as a General Motors 
Parts division warehouse for 432 
Chevrolet, Pontiac and Oldsmobile 
dealers in Arkansas, Western Ten- 
nessee and Northern Mississippi. 


. 
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Cash customer? Today, the genuine article—like the dodo bird 


and the electric automobile—is almost extinct. Smart 
automobile salesmen recognize “I'll pay cash” as a danger sign, 
not a sales sign. Too often, the customer means he’s off 

to arrange his own financing and all-to-often that’s the last you 
see of him... out the door never to return! Not so when 


you control the deal, with Associates one-stop finance 





and insurance plan. Here’s the easy way to convert “bogus” 
ling cash customers into “bonus” new or used car sales for 


built you. Ask the man from Associates today—he’s got the facts. 





INDIANA 





SOUTH BEND, 





pi. ASSOCIATES INVESTMENT CO. — ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO. 
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s Even GM’s No Match for UAW... 





Romney Calls for Union Curb 


By Frank Gawronski 
Staff Writer 

reapers ROMNEY, president of 
American Motors, last week 
declared that labor has amassed 
such power that “there is no auto 
company that can bargain on equal 
terms with the United Auto Work- 

ers, including General Motors.” 
Speaking before 
the Michigan Con- 
ference of Pastors in 
Ann Arbor, Romney 
called for legislation 
to break up the con- 
centration of power in unions as 
antitrust laws have done it in in- 

dustry and business. 


Romney spoke to the clergymen 
the day after Walter Reuther, UAW 


Judge Dismisses 
Wiper Patent Suit 
Against Trico 


BUFFALO.—A patent infringe- 
ment claim against Trico Products 
Corp. of Buffalo was struck down 
in a decision by Federal Judge Jus- 
tin C. Morgan. 

The decision dismissed claims 
against Trico by John W. Ander- 
gon, Gary (Ind.) inventor, Ander- 
Co. and Productive Inventions, Inc., 
of which he is a substantial owner. 
The suit has been referred to as a 
$17 million patent suit. 

Trial of the nearly five-year-old 
suit, which has received widespread 
attention in legal circles and the 
auto industry, was held at a cost 
estimated at close to $750,000 and 
about 1,200,000 words of testimony 
were taken. 

The action involved claims by 
Anderson based on a patent issued 
to him in 1952 for a flexible wiper 
designed for curved auto wind- 
shields. He claimed ideas and tech- 
niques in the patent had been pre- 
empted illegally by Trico. 

Anderson announced plans to ap- 
peal the decision, objecting to some 
of the testimony admitted in the 
trial. Two other cases regarding the 
wiper remain to be tried, Anderson 
added. 

Judge Morgan's decision: 

1. Invalidates the patent issued 
to Anderson. 

2. Strikes down all claims by An- 
derson involving patent infringe- 
ment. 

3. Dismisses a counter-claim by 
Trico involving the so-called “un-| 


clean hands” contention that the 


president, addressed the conference 
and defended his profit-sharing 
plan as “practical, peaceable, eco- 
nomically sound, morally right and 
socially responsible in light of the 
needs of the whele country.” 
Referring to Reuther’s profit- 
sharing demand soon to be sub- 
mitted to the auto industry, Rom- 
ney said “General Motors looks 
like a sitting duck for the UAW.” 


He said collective bargaining 
power today is almost as unbal- 
anced in favor of the unions as it 
once was in favor of industry. 


“Union power is now consolidated 
in such a way that whatever the 
union gets from General Motors, it 
can get from other companies— 
plus,” Romney said. “As a result, 
we have witnessed the death of 
many small tool and die firms in 
the Detroit area, many of whom 
now pay 50 cents above the GM 
hourly rate. 

“Wage claims based on GM’s 
profits and Harlow Curtice’s pay 
set off a pattern chain reaction 
among the auto industry and busi- 
ness generally. I'd like to know 
what set of economic facts justify 
my company’s paying higher wages 
than GM, as we do.” 

+ > 


Cuts Own Pay 


OMNEY said that he had cut 

his own pay 40 percent to try 
and help put American Motors in 
the black. 

“I've never had a bonus, either,” 
he added. 

The AMC leader credited Reu- 
ther for making “as significant a 
contribution as any man in cor- 
recting the imbalance of power 
between labor and management.” 

He said Reuther’s early work 
was “a needed corrective” to man- 
agerial abuse and maldistribution 

of economic power. 

“There's no question about the 
necessity for labor to organize,” 
Romney said. 

“But union power today is not 
like it used to be. It is now or- 
ganized on an industrywide basis, 
and is rapidly being organized on 
a national basis. As a result, in 
1955, the UAW was able to get an 





11 percent increase in wages. This 
increase is obviously 
and completely out of line with 
anyone’s estimate of increases in 
productivity.” 

Romney said he was “unalterably 
opposed” to industrywide bargain- 
ing by auto makers “so long as 
there is any hope of stopping the 
inflationary spiral 
way.” 

= = * 


Michigan Jobless Up 


—— Michigan unem- 
ployment has increased by 
94,000 since Dec. 15 and now ap- 
proaches the postwar peak of 350,- 
000 in the 1949 recession, according 
to estimates by the Michigan Em- 
ployment Security Commission. 


The Jan. 15 jobless figure was | 


estimated at 325,000—about 11 


percent of the state’s labor force. | 


That compares with 231,000 Dec. 
15. 

In the Detroit metropolitan area, 
unemployment increased from 135,- 
000 Dec. 15 to 190,000 Jan. 15. The 
new figure represents 12.4 percent 
of the area’s labor force. 

Automotive layoffs accounted for 
much of the increase, but MESC 


said retail and service trades also| 


were hard hit. 

The election of John D. Leary as 
personnel vice-president, succeed- 
ing Robert W. Conder, who has 
assumed new responsibilities for 
health reasons, has been announced 





R. W. Conder 4. D. Leary 


inflationary | 


in any other) 
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Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 


(Copyright, 1958, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday and Friday.) 


Jan. 22 


(Weather was wet and cold, Sold 
63 percent of 265 cars offered.) 
BUICK—'57 Special Hardtop, $1,950*, 

$1,800*; Century Hardtop, $1,900*. 

"56 RM Hardtop, $1,385* (ps): Spe- 

cial 2-dr., $1,375*, $1,105*, $1,050°. 

"55 Special club coupe, $1,100*; 2-dr., 

$1,000, $900, $795*; Hardtop, $970*; 

Super 2-dr., $1,060", $820*. '54 RM 

Hardtop, $750* (ps). '53 sedan, $230. 
CADILLAC—’57 coupe de Ville, $3,475* 

(ps); conv., $3,425° (ps); (62) 

sedan, $3,165*. 
CHEVROLET — ‘57 Two-ten, station 

wagon, $1,715*; Bel Air 2-dr., $1,- 

655*; conv., $1,640°; Hardtop, $1,- 

625* (ps); sedan, $1,295. ‘56 Two- 

ten station wagon, §$1,370*; conv., 

$1,275*. ‘55 Bel Air sedan, $800, 
$725. '55 Bel Air Hardtop, $900*. °54 

One-fifty station wagon, $575; Two- 

ten 2-dr., $560; Bel Air sedan, $550*. 

‘53 station wagon, $650; 2-dr., $385*. 

"52 2-dr., $205*°. 
CHRYSLER—'54 NY 

$590* (ps). ‘53 NY 

(ps). 

DeSOTO—'56 Fireflite Hardtop, $1,350* 

(ps). "54 FireDome sedan, $425. °53 


coupe, 
sedan, 


$775*, 
$350° 


FireDome sedan, $350*. 

DODGE—'56 Royal sedan, $1,050*; 
Coronet Hardtop, $890. ‘53 Coronet 
coupe, $200; sedan, $120*. ‘52 sedan, 
$325. 

FORD—'5S Fairlane (8) 500 Hardtop. 
$2,400* (ps). "57 Ranch Wagon, $1,- 
690* (ps), $1,475*, $1,305; Fairlane 
(8) Hardtop, $1,550°, $1,500*; 2-dr 
sedan, $1,615*, $1,530*, $1,455°. ‘56 
Fairlane (8) Hardtop, $1,275*, $1,- 


220*, $1,200°; station wagon, $1,090*, 
$1,060*; Custom sedan, $965, $945*, 
$840, $795, $755*. '55 Fairlane conv., 
$760°; Custom 2-dr., $750*, °54 Cus. 
tom sedan, $570*; Main 2-dr., $405, 
$365. "52 Main 2-dr., $225. 

MERCURY—’57 Montclair Hardtop, 
$2,035* (ps); Monterey Hardtop, $1,- 
740°; 2-dr.. $1,510. °56 Monterey 
Hardtop, $1,325*, $1,250*; sedan, $1,- 
300° (ps). '55 Monterey sedan, $1,- 
095*; Custom sedan, $780*. 54 
Monterey Hardtop, $850*, $615* (ps). 
"51 sedan, $195*. 

OLDSMOBILE—’57 (98) Hardtop, $2,- 
225* (ps); (88) Super conv., $2,035* 
(ps). "56 (88) Hardtop, $1,350*. ‘55 
(88) sedan, $1,085*, $1,020*; Hard- 
top, $1,060*; (98) sedan, $1,410* 
(ps). '53 (88) Super 2-dr., $420*. 

PACKARD—’53 Clipper sedan, $410* 
(ps). 

PLYMOUTH—’57 Savoy Hardtop, $1,- 
600°; Plaza sedan, $1,205. '56 Plaza 
2-dr., $760*, $605. "55 Belvedere sta- 
tion wagon, $1,090*; 2-dr.. $725*; 
Plaza sedan, $525, $485. °54 Savoy 
2-dr., $415; Belvedere sedan, $410; 
Plaza 2-dr., $250. '53 station wagon, 
$380; Hardtop, $280; conv., $215, 

PONTIAC—'57 Star Chief sedan, $2,- 
000°. °56 Chieftain 2-dr., $1,200*, 
$1,000. °54 station wagon, $650; 
sedan, $620* (ps). 

RAMBLER—’56 station 
400°. '55 2-dr., $600. 

STUDEBAKER — ‘56 Champion 2-dr., 
$785. '55 Commander Hardtop, $675°*. 
‘53 sedan, $105. 

MISCELLANEOUS 
Sunroof, $1,160 
$215. 


wagon, $1,- 


"57 Volkswagen 


"51 Ford pickup, 


‘Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions Are on Pages 34, 36, 37, 38, 40 





Is There a Silver Lining 
In Cloud Over Edsel? 


By William Carroll 
Staff Correspondent 
OS ANGELES.—To some econ- 
omists and business paper 
journalists that dark cloud hover- 
ing over 1,166 Edsel dealers is an 
omen of tragedy. To others it con- 
ceals a silver lining ready to pay 


by Chrysler Corp. Conder will con-| of like a drunken slot machine 


tinue as a vice-president on the 
staff of E. C. Row, administrative 
vice-president. 
Leary, who was promoted from 
(Continued on Page 44, Col. 4) 


Build Smaller U. S. Autos, 
New York Mayor Urges 


DETROIT. 


plaintiffs filed a false affidavit with | President George Romney was|cars available for the mayor to 
happy last week to reply to New| test. An out-of-town trip prevented ing the gun in early September, 
4. Directs that each of the con-| York Mayor Robert F. Wagner’s| wagner from accepting the offer. 


the Patent Office. 


tending parties pay its share of | 
trial costs. 

Wiping out the heart of the An-| 
derson claim, Judge Morgan wrote: | 
“The court ... has no choice but) 


to find that the grant of Letters 
Patent to John W. Anderson on 
May 6, 1952, was erroneous and 
that the patent is invalid.” 


Golden Hawk Girl— 


Connie Hines, Studebaker-Packard 
Corp.'s “Golden Hawk Girl,” is shown in 
the S-P area at the 41st annual NADA 
convention in Miami Beach holding a full- 
page advertisement published in Automo- 
tive News. The booth was visited by many 
dealers and much interest was expressed 
in S-P marketing Mercedes-Benz automo- 
biles in this country. S-P gave a reception 
for its dealers and the press the night 
before the convention closed. 


request that U. S. auto makers 
build smaller cars. 

“We're already doing it,” he said. 

The Big Three issued no for- 
mal reply to Wagner, but the 
auto giants studied his letter just 
as intently as they are studying 
the overall small-car question. 

Ford and General Motors mar- 
ket small cars built by their foreign 
subsidiaries. Chrysler Corp. has no 


-|marketing or manufacturing link, 


but is probing both sides of the 
situation. 


Romney wrote Wagner: “I can 
assure you that American Motors 
automobiles are not going to get 
longer and bulkier, and that we in- 
tend to continue our successful 
concentration on compact and 
smaller cars. 

“American Motors is the only 
American manufacturer building 
automobiles that meet the specifi- 
cations laid down by your con- 
ference.” 

Wagner wrote in his capacity as 
chairman of the Metropolitan Re- 
gional Conference, which has criti- 
cized big cars. 

He said that in the last 10 
years, bigger cars have reduced 
parking-lot space by 15 percent 
and, compared with pre-World 
War II days, have caused a 40 
percent loss. 

In addition, he reported, these 
cars have reduced curb space in 
cities, made the 20-foot metered 
parking spaces inadequate and 
worsened highway and street jams. 

“We ask,” he said, “that the auto- 
mobile industry begin giving 
thought to the economic problems 


asked AMC’s New York zone office! will display a capatity of 70 cars and a 20-stall service area. 





“Two Ramblers can be oper- 


| AUTOMOTIVE 
| ferences with nearly a dozen deal- 





ated for the cost of the official | 


car you are now driving,” Rom- 
ney said. 
“No doubt the City purchasing 


| department would be interested in 
the reduction of cost to the City) 


of operating smaller and more eco- 
nomical cars, thus benefitting the 
taxpayer as well as 


gestion and parking problems.” 


Rooftop Display Area— 


taking the) 
leadership in reducing traffic con-| 


for those dealers with enough 
money to hang on a little longer. 

At least that’s the muddied pic- 
ture in Southern California, where 
News held long con- 


|ers, ‘phoned a dozen more, talked 


with bankers and discussed the 


| Edsel picture with the division's 
| district managers. Here are the 
findings in a week-long investiga- 


tion of what is really happening to 
Edsel—in a market considered 


— American Motors|to make three of the company’s| representative of the U. S. 


It all begins with Edsel’s jump- 


a considered management deci- 
sion hung around an elaborate 
and successful public relations 
campaign to excite public interest 
in the latest from Ford Motor 
Co. Dissenting voices, question- 
ing the early release date, were 
drowned out in a flood of press 
comments on the car and ham- 
mering of feet beating the 
carpets to death in every Edsel 
dealer’s showroom. 


As one man said, “I never saw 


|so many people in a showroom in 





Maurice E. Buerge, left, and Carlton W. Walker, right, of Walker-Buerge Ford, 
of cities and regions that result | West Los Angeles, Calif., explain features of their new $350,000 building to William 
from automobile size and design.”| H. Klein, Ford Los Angeles district sales manager. The new facility has a unique 

Romney told Wagner he had_| rooftop new-car display area. Approximately 20,000 square feet in area, the building 
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my life, just to look at a new car.” 
He’s been in business 40 years. 
= = = 
But what happened? Dealers, 
sure the car would be in short 
supply, had set a product mix that 
was half Ranger-Pacer and half 
Corsair-Citation. The few stripped 
cheapies were hidden on the back 
lot, showrooms groomed with 
Citations and packed Pacers. 
Salesmen eager for the top buck 
quoted the highest-price models, 
did little to sell the car on the 
basis of anything except its new- 
ness. Sharp buyers noticed that 
Edsels were brother and sister to 
Mercury and Ford, wondered why 
the price was so high, and were 
seldom told that a Ranger could 
be had for $2,400. 


Sales figures tell the story of 
that first exciting month when 
Edsel dealers were moving cars 
at washout grosses ranging from 
$453 to $776. The 68 Los Angeles 
district dealers sold a total of 874 

(Continued on Page 41, Col. 1) 


S-P to Handle 
Globe-Union’s 


New Batteries 


DETROIT.—Studebaker- 
Packard’s parts and accessories 
division will become national dis- 
tributor for a new line of Globe 
batteries, according toan announce- 
ment by S-P and Globe-Union, Inc., 
Milwaukee. 


The batteries will be sold prin- 
cipally through S-P dealerships. 
Key dealers will be chosen with 
area rights and will distribute to 
sub-dealers. Batteries turned out by 
Globe-Union’s 16 plants will be 
warehoused and distributed by 
S-P’s 21 parts depots. 

An S-P spokesman said the ar- 
rangement with Globe-Union will 
permit dealers to compete for 
“some of the business lost to non- 
dealer accessory retailers.” 

An important phase of the pro- 
gram is Globe-Union’s development 
of four basic battery models, which 
it says will fit almost the entire 
range of battery applications now 
requiring 14 physical sizes. This, 
say the two firms, speeds turnover 
and cuts down on cost of stocks 
and amount of space needed for 
inventory. 


The sales program will be 
launched to auto dealers under the 
name “MOST,” which stands for 
“Maximum Opportunity for Sales 
and Turnover.” 
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“Since De Soto wntroduced the Firesweep, 





MY PROFITS ARE UP 42% 





—reports H. E. Baher, President, H. £. Baher, Inc., Alhambra, California 





“The Firesweep has opened a whole new volume “The Firesweep line includes every body style, which, 


market for our dealership,” says Mr. Baher. “We're together with very competitive prices, has helped us 
making many more conquest sales, especially to go after more fleet business. Just recently we 
people moving from low-priced cars to the lower- delivered a fleet of new Firesweep 4-door sedans 
medium-priced Firesweep. to the city of Alhambra. 


H. E. Baher and hundreds of other dealers from coast 
to coast have discovered the tremendous profit-through- 
volume opportunity offered by the fast-moving and 
competitively-priced De Soto Firesweep—backed by a 
continuing, retail-slanted advertising and promotion 


effort. One more reason why in '58, more than ever... 





“By bringing in more traffic, the Firesweep has made 
our salesmen’s floor time much more productive, too. 
And its combination of style, features and price has 
turned many would-be ‘lookers’ into buyers. This 
car is hard to resist!” 


it pays 
to be a 
DESOTO dealer! 
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Weather Hurts D. C. Turnout... 


Detroit Dealers Hail 
Early Show Crowds 


By John E, Walsh 
Staff Writer 


ETROIT dealers were bubbling 

with enthusiasm last week as 
attendance for the first six days 
of the 45th annual auto show hit 
90,194, almost 1% times greater 
than last year’s 41,956 for the cor- 
responding period. 


Dealers were confident the in- 
creased interest would be reflected 
in a sales spurt. Many said they 
had closed deals on the floor and 
made good contacts. They also 
reported an increase in traffic at 
showrooms during the exposition, 
which closed yesterday (Jan. 26.) 

The best previous six-day turn- 
out was recorded in 1954, when 
152,242 attended, It was the first 
show following World War II 
and, show officials said; many of 





6,293,659 


them probably were lured by a 
stage show which featured top 
entertainers. There has been no 
entertainment since the 1956 
show. 

The preview Friday, Jan. 17, 
drew 30,000 visitors, double last 
year’s turnout. Attendance dipped 
to 12,259 on opening day, Saturday, 
Jan. 18, jumped to 22,313 on Sun- 
day and then slumped again to 
7,390 on Monday and 8,073 on 





Cleveland Dealers Meet 


CLEVELAND. — The Cleveland 
Automobile Dealers Assn. will hold 
its sixth annual membership and 
awards dinner Thursday (Jan. 30) 
at the Hollenden Hotel. Dr, R. C. 8S. 
Young, of the University of 
Georgia, will speak on “Why I Am 
An American.” 


was up to 10,159. 
+. > * 

AD weather was blamed for a 

decrease in attendance in 

Washington. The nine-day show 

drew 87,247, compared with slightly 

more than 100,000 the previous year. 

But exhibitors were pleased with 
the results, according to Maurice 
J. Murphy, executive vice-president 
of the Automotive Trade Assn. Na- 
tional Capital Area, sponsor of the 
show. 

He said salesmen reported clos- 
ing many deals on the floor. 
Plymouth dealers said they took 
75 orders during show hours, he 
added. 

“On the whole we are pleased,” 
Murphy said. “Without special en- 
tertainment we didn’t expect the 
crowd we got, and from a sales 
point it was the best show we've 
had in several years.” 

Producer Ted Bentley said 141,- 
603 persons attended the West 
Coast’s first foreign-car show in 
Los Angeles. More than 300 autos 
from eight countries were on dis- 


play. 
> > > 


Amore the highlights of the 
Detroit exposition were Chrys- 
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Two-Way Display— 





This unusual Christmas display was featured in the showroom of Don Lorenz Buick, 
Inc., in Greenfield, Mass. In addition to its Holiday greeting, the exhibit was designed 
to help General Motors celebrate its 50th anniversary. President of the dealership is 
Donald N. Lorenz, son of Harold T. Lorenz, a veteran Buick dealer in Lansing. 





ler’s $15,000 Crown Imperial limou- | 
sine, custom-built by Ghia of Italy, 
and the Wells Fargo, a Buick| 
Limited convertible which will be 
given to Dale Robertson, star of 





TV GUIDE’s January 4th issue sold 4,910,203 single copies and 1,383,456 by 
subscription for a total estimated net paid circulation of 6,293,659 copies. It was the second 


successive issue to sell over 6 million copies. 


This achievement was forecast publicly by TV GUIDE last April. Its realization 
is nonetheless a matter for pride. It is the sixth such ‘‘million milestone’ for TV GUIDE 


in less than five years as a national magazine. 


This is history being made. Such a publishing story has never before been 
written, nor has any publication ever been accorded so dramatic a public acceptance. 


TV GUIDE is proud that so many families welcome each issue to their homes. 


It is particularly gratifying that most of them go out each week and buy TV GUIDE at 


full cover price at their favorite supermarkets, drugstores, or newsstands. No other maga- 


zine in America exerts such no-markdown magnetism on its readers. 


Advertisers value this magnetism, just as they value TV GUIDE’s seven-day 
readership in each TV GUIDE home. These factors guarantee to them more total audi- 
ence exposure at far less cost than can be assured by any other magazine. Consequently, 


the records show 75% gain in advertising revenue for 1957. 


TV GUIDE’s growth has only begun. Its circulation horizons are still distant. 
Its fullest value to advertisers has yet to be explored. One fact is clear—TV GUIDE 


reaches deep into America, to where sales success is determined. No advertiser can afford 


to overlook such an opportunity to display his wares. 


AMERICA’S TELEVISION MAGAZINE 





Ie 


GUIDE 


the TV show Wells Fargo, after the 
show season ends. 

The up-swept look in millinery 
fashions blended with the swept- 
wing look in autos at the Dodge 
exhibit. Photographers with Polar- 
oid cameras gave visitors pictures 
of themselves at the wheel of an 
Edsel Citation. 

Foreign cars were given three 
times as much exhibit space this 
year and the decision proved a 
wise one. Show officials said 
interest in the imports was far 
greater this year than in the 
past. The Mercedes-Benz and 
British cars drew the biggest 
crowds. 





| 
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An attendance of 60,187 was” 


reported at the Grand Rapids 


(Mich.) show (Jan, 13-18) in Civic © 


Auditorium. A new car was given 
away each night. 

A display of sports cars from U. 
S., Great Britain, Germany, and 
Sweden was held in the T. Easton 
Co., Ltd. department store in 
Toronto. 

> > > 

— shows will open this 

week, in Rochester, N. Y. at the 
War Memorial Exhibit Hall (Feb. 
1-8), in Louisville at the State Fair 
Exposition Center (Feb. 1-9), and 
in Toledo at Civic Auditorium 
(Feb. 1-9). 


“Fashion on Wheels” is the 


‘ 


| 
| 
| 


theme of Louisville’s first auto 


show since 1935. More than $1 mil- 


lion worth of American and foreign © 


cars will be exhibited, according to © 
Lew Ullrich, managing director of © 


the Greater Louisville Automobile 
Dealers Assn., sponsor of the show. 

Entertainment will be provided 
by Tony Pastor’s orchestra, the 
Hilltoppers quartet and several 
stage acts. Cash door prizes will 
be awarded each night and a new 
car will be given away on clos- 
ing night. 

Autos will share the spotlight 
with boats, sports equipment and 
homes in Toledo. Show officials 


said some factory exhibits will be © 


shipped to Toledo from the Detroit 
auto show. 


Progress Noted 
In Drive to Close 
Wednesday Night 


BROOKLYN, N. ¥.—The Brook- | 


lyn and Long Island Auto Dealers 
Assn. has issued a progress report 
on its “Wednesday Night Closing” 
campaign for dealerships. 

The association found that the 
idea has been adopted by 49 per- 
cent of the dealers in Queens 
County, 52 percent in Kings County, 
71 percent in Nassau County and 
79 percent in Suffolk County. 

It also was reported that the 
Nassau and Suffolk Counties Chev- 
rolet Dealers Assn. has voted to 
back the program. 

The Brooklyn-Long Island group 
urged dealers to help in the cam- 
paign. “Let us know who is and 
who isn’t closed,” the association 
asked. “Let us know what they say. 
Help us to keep an accurate sur- 
vey of Wednesday night closing.” 


Dealers Reelect Ryan 


BILLINGS, Mont.—R. G. Ryan 
has been reelected president of the 
Billings New Car Dealers Assn. 


George Israel is the new vice- 
president, and Harold Ruth was ™ 


renamed secretary. 
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EXAMPLES 





Planning for tomorrow - Producing for today! 


Since the earliest days of the industry, Bendix foresight 
in product design and development has contributed 
materially to automotive progress. 


For example, Bendix* power braking and power steer- 
ing, two of the industry's most popular new car features, 
are the results of years of research and engineering by 
Bendix specialists in these important fields. 


Today Bendix engineers are likewise busy planning 


TYPICAL 


and developing new and better products to meet the 
needs of the years ahead. 
It is because of this foresight the automotive industry 


looks to Bendix for components that continue to lead 


in public acceptance and dependable performance. 
*REG. U.S. PAT. OFF. 


BENDIX civrsion. SOUTH BEND sorana 


Export Seles: Bendix international Division, 205 East 42nd Street, New York 17, N. Y. 
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Bendix Power Brokes Bendix Power Steering 


BRAKES @ POWER STEERING @ POWER BRAKING @ CONSTANT VELOCITY OMIVERSAL JOHITS @ HYDRAULIC REMOTE CONTROLS 
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Capsule Comments 


NADA is seeking permissive territory-security legislation 
from Congress. 
Bypassing government trustbusters. 
o * * 
General Motors is re-appraising its dealership force in the 
light of the growing move to the suburbs. 
A “back to nature” movement in auto dealerships, too? 
* * > 


Chicago Auto Show sets new attendance record of more 
than 518,000 and shores up dealer hopes for a market re- 
vival. ! 

One thing’s sure: There’s no lack of spectator interest. 
* * * 
. NADA plans further study of Albany Dealer M. H. Yager’s 
proposal for 30-day billing on new cars and trucks. 
The plan to reduce inventory costs got strong support 
at NADA convention. 
* + * 


Walter Reuther’s new economic package calls for a profit- 
sharing plan as the primary economic innovation. 


Walter won’t be happy until he gets a membership in 
the Automobile Manufacturers Assn. 


* * * 

NADA and the auto manufacturers have increased by 
one-third their financial contributions to the Inter-Industry 
Highway Safety Committee. 

NADA’s target is to triple annual car loanouts to driver 
training classes. 
* * * 


Factory subsidizing of new-car sales to state governments 
is denounced by ATAM. 
The pressure mounts for correction of a major griev- 
ance. 
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Coming 
Events 


Dealer Conventions 


Feb. 23-24—Louisiana Automobile Dealers 
Assn., Inc., Roosevelt Hotel, New 
Orleans. 

March 13-14 — Northern California Motor 
Car Dealers Assn., Fairmont Hotel, San 
Francisco. 

Apr. 10-1!—Illinois Automotive Trade 
Assn., Springfield, Il, 

Apr. 21-22—Nebraska New Car Dealers 
Assn., Sheraton-Fontenelle Hotel, 
Omaha. 

April 27-29—Automobile Dealers Assn. of 
Alabama, Buena Vista Hotel, Biloxi, 
Miss. 

May 57 — Joint Convention, Washington 
State Automobile Dealers Assn. and 
the Motor Dealers Assn. of British 
Columbia, Empress Hotel, Victoria, B. C. 

May 8&9— Oregon Automobile Dealers 
Assn., Eugene Hotel, Eugene, Ore. 

May 11-13— Idaho Automobile Dealers 
Assn., Lewiston, Ida. 

May 11-14—3éth annual convention, Auto- 
motive Engine Rebuilders Assn., Shera- 
ton-Park Hotel, Washington, D. C. 

mer 12-13—Pennsylvania Automotive Assn., 

adden Hall Hotel, Atlantic City, N. J. 

May 18-20— Texas Automotive Dealers 
Assn., Galvez Hotel, Galveston. 

June 89—Automobile Dealers Assn. of 
Indiana, Mirott Hotel, Indianapolis. 
Aug. 17-18—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, Sa- 

vannah. 

Sept. 7-9—Colorado Automobile Dealers 
Assn., Antlers Hotel, Colorado Springs. 

Sept. 7-9—Wyoming Automobile Dealers 
Assn., Lander, Wyo. 

Sept. 14-16—Michigan Automobile Dealers 
Assn., Pantlind Hotel, Grand Rapids. 


Auto Shows 


Jan. 23-28—Tampa Auto Show, Fort Hes- 
terly Armory, Tampa. 

Jan. 25-Feb. Baltimore Auto Show, Bal- 
timore. 

Jan. 25-Feb. 2—Houston Automobile Show, 
Houston. 

Feb. 1-86—Toledo Auto Show, Civic Audi- 
torium, Toledo. 

Feb. 1-8 — Rochester Automobile Show, 
a Memorial Exhibit Hall, Rochester, 


Feb. 1-9 — Louisville Automobile Show, 
State Fair Exposition Center, Louisville. 

Feb. 34—St. Petersburg Auto Show, 
Roller Rink, St. Petersburg. 

Feb. 8-16—Milwaukee Auto Show, Mil- 
waukee. 

Feb. 9-15—Hornell Auto Show, New York 
State Armory, Hornell, N. Y. 

Feb. 10-1S—Denver Automobile Show, 
Denver iseum, Denver. 

Feb. 15-24—Columbus Automobile Show, 
Franklin County Veterans Memorial 
Bidg., Columbus, O. 

-. 9a-Greems Auto Show, Syracuse, 


Feb. 19-23—Autorama, State Armory, 
Hartford, Conn. 

Feb. 21-23—Cheyenne Auto Show, Frontier 
Pavilion, Cheyenne. 

March 1-9—Kansas City Auto Show, Mu- 
nicipal Auditorium, Kansas City, Mo. 
March 69—Asheville Auto Show, City 

Auditorium, Asheville, N. C. 
March 13-14—Brockton Auto Show, State 
Armory, Warren Ave., Brockton, Mass. 
March 26-30—Iimported Auto Show, Civic 
Auditorium, Seattle, 

March 26-30—West Texas National Auto 
Show, Municipal Coliseum, Lubbock, 
Apr. 5-13—International Auto Show, New 
York Coliseum, New York. 

ee 


General 


Feb. 3-6—3ist Annual National Automo- 
tive Accessories Manufacturers’ Expo- 
sition, Navy Pier, Chicago. 

Feb. 20-23—Pacific Automotive Show, Pan 
Pacific Auditorium, Los Angeles. 

March 31-Apr. 2—Canadian Automotive 
Wholesalers’ & Manufacturers’ Assn., 
Winnipeg, Man. 

Apr. 23-25—i958 Spring Booth Conference 
of Automotive Wholesalers and Manu- 
facturers Representatives, Bon Air Hotel, 
Augusta, Ga. 

May 1-8—American Society of Tool En- 
qresers, 26th Annual Meeting and Tool 
how, Convention Center, Philadelphia. 

May I1-!4—Annual Convention, Automo- 
tive Engine Rebuilders Assn., Sheraton- 
Park Hotel, Washington, D. C, 

May 15-18—National Truck, Trailer and 
Equipment Show, Great Western Exhibit 
Bidg., Los Angeles. 


20 Years Ago... 


Automotive Cartoon 


Of the Week 


ll I] | 


“We expect fo be able fo hang on fo this service 
manager—he's a crackerjack!” 















Plea on Imports 

I am taking the liberty of for- 
warding to you an open letter of 

appeal to European auto makers. 

I have no desire to pull down, 
destroy or unduly castigate the 
American automotive industry. Nor 
do I desire to flood the domestic 
market with imported products re- 
gardiess of merit! Our conditions 
and way of life evolved the Ameri- 
can automobile; Europe’s condi- 
tions, circumstances, etc., evolved 
their products. They differ dras- 
tically and there is room here for 
both. The letter follows: 

An Open Letter to All European 
Automotive Producers, Their Amer- 
ican Subsidiaries and/or Importing 
Distributors: 

The following suggestions are 
based on 49 years of familiarity 
with and keen interest in automo- 
biles of all nation’s and some small 
knowledge thereof. 

The suggestions are tendered 
because of a sincere desire to see 
the acceptance of your products 
continued and enhanced and also 
because I see trends developing 
that will harm and damage your 
companies’ reputations and ef- 


The Big Stories 


A Graham was declared the winner of the 1938 Gilmore-Yosemite 
Economy Run sweepstakes class. The Graham traveled the 314 miles 
of the run with a ton-mile score of 55.92 miles per gallon and an 
actual average of 25.77 miles per gallon. Willys, in the four-cylinder 
class, covered the route with an actual-miles-per-gallon mark of 30.5. 

Nine top figures of the automobile manufacturing and sales financ- 
ing world conferred with President Franklin D. Roosevelt at the 
White House this week in 1938 and, upon emerging, went on record 
as in agreement with the chief executive that high pressure sales 
and excess credit extension “are bad business al] around.” 

Car and truck production in the United States and Canada was set 
at 63,518 units this week, compared with 64,041 units in the previous 
week and a total of 73,163 in the corresponding week of 1937. 


—From the files of Automotive News. 





‘Stop Americanizing . . . 
Tria is an open forum for the dacunsion of any_mublect of intrest to out 





the assurance that it will not be 


forts and, equally, those of your 
American representation. 


Please remember that the only 
real link between yourselves and ~ 
the buying public, whose dollars 
keep all of us in business, is the | 
retail dealership. It is, therefore, of © 
the greatest importance that your ~ 
retail distribution be accomplished 
through outlets chosen with the 
greatest of care and that they be ~ 
accorded the same fair treatment — 
and protection you expect them to 
give to both you and their clientele. 


I am not a reformer nor a phil- 
anthropist. I am a realist and know 
from experience that fairness, eth- 
ics, really good SERVICE, genuine 
interest in both product and cus- 
tomer well being—all with a smile— 
pay off in the long run while the 
“big buck fast deal” lasts only a 
short time and harms everyone 
connected with it. 


My suggestions are: 
A. Stop “Americanizing” 


B. Do not permit yourselves to 
become greedy! Don’t overpro- 
duce. Don’t fall for sales and mer- 
chandising promotions and 
schemes that will ruin this mar- 
ket and, possibly, your company. 
Automobiles should be sold only 
through outlets capable of servic- 
ing them properly, not through 
department stores, mail order es- 
tablishments, appliance stores and 
so on, ad infinitum, ad nauseaum. 


C. Don’t diminish quality. An 
overwhelming majority of those 
who have bought and those who 
are prospective buyers of your 
products know, appreciate and want 
quality. Quality of concept, mate- 
rials and workmanship. Don’t un- 
derestimate us. 

D. Don’t build one quality for 
home consumption and another for 
export. Build the BEST you can. 

E. Choose your importing distrib- 
utors with care and divide the 
country into areas of a size your 
distributors can best serve. 

F. See to it that a sufficiency of 


(See LETTERBOX, Page 16, Col. 5) 


your 
products! One of the numerous rea- 
sons for buying is they’re different. 
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Highways & Safety... 
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Winter Driving Advice 
Offered at D.C. Parley 


ye driving advice, ranging 
from observations on the effi- 
ciency of snow tires and tire chains 
to tips for safe motoring, were 
offered by W. F. Milliken, a dele- 
gate to the 37th annual meeting 
of the Highway Research Board in 
Washington. 

Milliken, of Buffalo, is head of 
the motor vehicle dynamics de- 
partment at Cornell Aeronautical 
Laboratory. He is a member of 
the National Safety Council’s 
committee on winter driving and 
participated in the tests held at 
Clintonville, Wis. 

He reported on a statement con- 
cerning stop-and-go traction facts 
which was issued by the committee. 
The group is made up of 30 re- 
search authorities from all fields of 
automotive engineering, traffic 
safety and law enforcement. 

> > * 


EGARDING snow tires, the re- 

port said that the “better” ones 

are a help in loose snow and slush, 

but that snow tires “are not much 

better than regular tires on ice 
or hard-packed snow.” 


The statement continued: Ea 
treatments of some types, known 
as ‘winterizing’ give a small 
amount of tractive advantage on 
icy surfaces which might mean the 
difference between moving and not 
moving.” 


Turning to tire chains, the 
committee reported: “Reinforced 
tire chains, which have each link 
of the cross chain reinforced by 
projecting teeth or cleats, cut 
breaking distances in half on 
both snow and ice... . 

“They increase traction to start 
or climb hills up to seven times 
over that with regular tires on ice 

. outpull regular tires nearly 
four times on packed snow ... 

“Regular or round wire link| 
chains provide good stop-and-go 
traction on snow and ice, but their 
side-skid resistance is poor com- 
pared to that of reinforced tire | 
chains.” 





> > > 
INCERNING the effect of tem- 
peratures, Milliken said the 
difference between zero degrees| 
and 30 above can increase skidding | 
distances at 20 m.p.h. by more than 
100 feet. 

“Tests prove,” he said, “that a 
car with new tires going 20 m.p.h 
on glare ice may stop in 114 feet 
at zero degrees, but the same car 
at the same speed takes 235 feet 
to = La 30 above. 

reinforced tire 
the braking distance oe 





Braking distances on loosely 
packed snow at 20 m.p.h. were re- 


Courses Slated 
At Penn State U. 
On Motor Safety 


A course in Motor Fleet Main- 
tenance Apr. 28-May 3 will lead off 
the 1958 schedule of short courses 
and conferences in motor trans- 
portation and safety at Penn State 
University, University Park, Pa. 

Other features announced by 
Prof. Amos E. Neyhart, administra- 
tive head of the Institute of Public 
Safety, are: 

Advanced Techniques in Motor 
Fleet Management, Apr. 30-May 1. 

Traffic Officers Training School, 
May 5-16. 

Top Management Conference, 
June 5-6. 

Motor Fleet Supervisor Course, 
Sept. 8-12. 

Trainers of Commercial Drivers, 
Sept. 22-26. 

Occupational Safety Conference, 
Sept. 24-26. 

Efficient Terminal Management, 
Sept, 20-Oct. 3. 

Traffic Problems Conference, Oct. 
29-30. 

Three courses in Effective Fleet 
Operation also will be held at off- 
campus locations. They are now in 
Progress at Harrisburg and are 
scheduled at Pittsburgh starting 
Feb. 24 and New Castle, Feb. 25. 


222 en 


ported as: Regular tires, 60 feet; 
snow tires, 52 feet; regular chains, 
46 feet; reinforced chains, 38 feet. 

On glare ice, the report said, the 
average stopping distances at 20 
m.p.h. were: Regular tires, 195 feet; 
snow tires, 174 feet; regular chains, 
99 feet, and reinforced chains, 77 
feet. 

e * > 
T= report offered the follow- 
ing tips for winter driving: 

1. Be prepared for poor tractions. 

2. Keep windshield and windows 
clear. 


3. Get the “feel” of the road by 





trying the brakes while driving 


slowly and away from traffic. 

4. Follow at a safe distance. 
“Without chains it takes three to 
12 times as long to stop on snow 
and ice as on dry pavement,” the 
report said. 

5. Pump the brakes. 

Single copies of a report entitled 
“How to Go on Ice and Snow” may 
be obtained free by writing the 
i Safety Council, Chicago 
11, I. 


> * * 


Tax Increase for Roads 
Sought in West Virginia 


Increased highway-user and gen- 
eral taxes to provide $37 million in 


| additional annual revenue for an 


expanded highway construction 
program were recommended by 
Gov. Cecil H. Underwood to the 
West Virginia legislature. 

The total recommended by the 
Governor was $13 million less than 
State Road Commissioner Patrick 





C. Graney had said is needed. 
Underwood said he thought the dif- 
ference would be realized in a short 
time through the increased yield of 
existing taxes. r 

> > 


Curtiss Appointed 

The American Road Builders’ 
Assn. has appointed C. D. (Cap) 
Curtiss to the newly created posi- 
tion of special assistant to the 
executive vice president. Curtiss 
retired Jan. 1 as commissioner of 
the U. S. Bureau of Public Roads. 
He had been with the bureau 28 
years. 

> 7 * 


Dealer Gives Car to School 
Dumas Milner Chevrolet, San 
Antonio, has presented a 1958 
Chevrolet to the Schertz-Cibolo 
school for use in instructing stu- 
dents. 


= * > 
Peterson Gives Car 
George C. Peterson, Dodge dealer 


11 


in Waukegan, Ill., has given a car 
to Warren Township High School 
for use in a driver training course. 
Peterson is a member of the high 
school’s board of education. 

7 


Women’s Clubs 


To Study Traffic 


A nationwide study of traffic 
signs, signals and markings and 
related accident information has 
been announced today by the Na- 
tional Federation of Business and 
Professional Women’s Clubs. 

Hazel Palmer, national president, 
made the announcement as she ac- 
cepted the first installment of a 
$10,000 grant from President J. O. 
Mattson of the Automotive Safety 
Foundation to finance the program. 

The study program will be con- 
ducted through the organization’s 
3,300 affiliated community clubs in 
the U.S. Alaska, Hawaii and 
Guam. 
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NOW-—a truck governor that regulates 
road speed—not engine speed 


For the first time, truck fleet operators 
can get accurate, predetermined econ- 
omy results with all trucks by having 
all trucks operate at road speeds which 
have proven most economical. The new 
Holley roadspeed governor is driven 
relative to rear wheel speed instead of 
relative to engine speed. It can easily 
be calibrated for any truck gear ratio 
and has been successfully tested over 
thousands of miles of road conditions. 


The Holley roadspeed governor can be 
used in conjunction with the engine 
speed governor. Thus, if the vehicle is 
running in one of the lower gears and 
the engine reaches its governed speed 


before reaching the predetermined mile 
per hour setting, the engine speed gover- 
nor controls. In the event that road 
speed is reached prior to the engine 
rpm maximum setting, as in high gear, 
the roadspeed governor controls. 


The roadspeed governor offers fleet 
operators a complete governing system 
designed to allow maximum horse- 
power under extreme load conditions 
and yet providing pinpoint control of 
road speed for maximum economy. 


For more information on the Holley 
roadspeed governor, simply send a re- 
quest on your letterhead. 


For more than half-a-century 
original equipment manufacturers 
for the automotive industry. 


1-8 









The new Holley road speed governor, 
engineered to regulate actual road speed, 
is designed to eliminate mechanical trouble 
and prevent malfunctioning. 
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Meet The New 
MBLER AMERICAS 


The New 100-Inch Wheelbase Rambler 
Challenges “Big Car Concepts” 


ry 

Doday, American Motors adds 
the Rambler 
family of cars that provides a 


American to a 
modern and different concept in 
automobiles. 

This five-passenger 100-inch 
wheelbase Rambler American is 
the smallest model of the mod- 
ern, compact Ramblers. 

Like the other Ramblers, it is 
much more than just “another 
new car.” 

Every Rambler is a ringing 
declaration of independence for 
the U. S. motorist. 

Over the years, automobile 
design, selling and advertising 
has clamped an iron mold of 
big car conformity on the U. S. 
public and created a “big car 
complex.” 

The 1958 models of other- 
make U. S. cars continue this 
concept. As a result, their small- 
est cars are now as big as their 
biggest cars used to be. 

Even so, among these ever- 
larger cars, there has been no 
comparable increase in ease of 
entry, passenger convenience 
and roominess. As more metal 
has been added on the outside, 
these cars have outgrown park- 
ing spaces, traffic lanes, owners’ 
garages, and become increas- 
ingly costly to operate. 

This “big car complex” is be- 
ing smashed by Rambler. 

In 1950, the first efficient, com- 
pact Rambler was introduced. 

It was the result of a funda- 
mentally different product phi- 
losophy ... . a product phi- 
losophy that rebelled against 
the “big car complex” and re- 
turned to the fundamental 
yardsticks of car value: 


1. Dependability 2. Passenger 


We Have the Product for the Expanding Compact Car Marke: 


space 3. Economy 4. Performance 
5. Comfort 6. Handling 7. Con- 
venience 8. Safety 9. Style 


A New and Better Way 


This new and revolutionary 
Rambler philosophy was made 
possible by the development of 
a new and better way to build 
an automobile—with body and 
frame one all-welded unit which 
completely surrounds the pas- 
sengers, instead of the out-dated 
method of bolting a body on a 
separate frame with most of the 
strength below the passengers. 

This is the new, better way 
used to build anything that 
moves—jet planes, streamlined 


trains and modern buses—every- 
thing except 1958 passenger cars 
built the old-fashioned way. 






AMERICAN MOTORS CONSTRUCTION 
TWICE AS STRONG—SAFER—ROOMIER 


ORDINARY CONSTRUCTION USED ON OTHER CARS 
Others are Following 


Automotive engineers of other 
companies know this new and 
better method is the coming 
thing in automobiles, too. Until 
this year, only American Motors 
cars offered single-unit con- 
struction. 

However, when Ford decided 
to build a completely new body 
plant for 1958 Lincoln, Con- 
tinental and Thunderbird pro- 
duction, they equipped it to 
build these higher priced, pres- 


tige models with modern single 
unit construction. 

When will the rest of the in- 
dustry adopt single-unit con- 
struction? 

The change in cost of con- 
verting production facilities to 
the new method is staggering. 

When costs were much lower 
than today, it still cost Ameri- 
can Motors $40 million. For our 
competitors to change over, the 
estimated cost runs into billions. 


Top Resale Value 


Both the national authorities 
on the value of used cars—the 
Red Book National Market Re- 
ports and the N.A.D.A. Official 
Used Car Guide, report that 
Rambler has outstanding resale 
value in the low price field. 


Two Alternatives To Big 
Cars 

Today the thoughtful buyer 
who revolts against cars that 
are bigger and costlier to oper- 
ate and maintain has two op- 
tions—the small European car 
or a Rambler built by American 
Motors—American designed 
and American built. 

Small European cars do give 
economy and maneuverability, 
but they have a high noise level 
and are built to meet austere 
foreign standards of room and 
comfort . . . less than the aver- 
age American wants for his con- 
stant travel. 


**The Best Of Both” 


Here again our product phi- 
losophy resulted in the modern, 
common sense Rambler solution 
which combines the big car ad- 
vantages of room and comfort 
with the small car advantages of 
economy and maneuverability. 


That 


Thus 


Americans the “best of both.” 


Rambler alone gives 


AVERAGE ‘58 U.S. CAR 


eae 
PASSENGER 
ROOM 


215 INCHES LONG 


PASSENGER 
ROOM 


160 INCHES LONG - 


Even our new Rambler Amer- 
ican meets American standards 
of room and comfort for five 
passengers and provides its high 
economy without sacrificing 
good quiet performance. 

The 1958 Rambler line in- 
cludes four different price ranges 
starting with the Rambler Amer- 
ican, with the lowest advertised 
delivered price of any American- 
built car. In fact, all Rambler 
models are priced below com- 
parable competitive models. 
There are four different engines 
and a wide variety of models to 
suit individual tastes. 


FEATURES? Pushbutton 
automatic transmission, lowest 
priced all-season air condition- 
ing, power brakes, power steer- 
ing, power windowlifts, push- 
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button transistor-powered 
radios and many other acces- 


sories and features. 


EXCLUSIVES? Reclining 
Seats, Twin travel beds, only 
low-price cars with Single Unit 
Construction. 


TO “LAST LONGER” 

NOT “LOOK LONGER” 
Rambler gets an exclusive all- 
over rustproofing—the body is 
completely submerged in primer 
paint, not just sprayed. 

This process inhibits rust and 
assures both longer life and 
higher trade-in value. This is 
another American Motors first 
... another step in building cars 
to “last longer” rather than to 
“Look Longer.” 


Rambler Success No 
Accident 


The results: Sales of compact 
Rambler are going up. 


Since the introduction of 
the 1958 models in October, 
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857 New Rambler Dealers 


Astute automobile dealers 
across the country are seeking 
the Rambler franchise. 857 new 
dealers have joined the Rambler 
ranks in the past year alone. 
And every. week brings more 
and more applications from pro- 
gressive automobile men who 
realize that Rambler offers un- 


New Rambler American, foreground. In background, Ambassador V-8 Four-Door Hardtop by Rambler, Rambler Rebel V-8 Cross Country, Rambler 6 Sedan 


QUICK FACTS ABOUT THE ADVANTAGES 
OF A RAMBLER FRANCHISE 


Only Rambler dealers can sell a car for as little as $40.10 
per month. (New Rambler American.)* 


Rambler dealer profits per car are far above the average of 
the industry. 


Rambler has the fastest sales growth in the industry— 
(December sales 101% above one year ago.) 


New Rambler American has the lowest advertised delivered 
price of any American-built car. 


The 1958 Rambler line completely blankets the low-price 
field. 


Only Rambler dealers can sell a car that gives the best of 
both— American big-car room, ride and comfort. European 
small-car economy and handling ease. 


*\t's true! You can sell a New Rambler American 2-Door Sedan at the full suggested factory delivered 
price, equipped with Reclining Seats, White Sidewall Tires, and Windshield Washers—including finance 
charges at 6% on a 36-month contract, one-third down, for $40.10 a month. This, of course, does not 
include freight, insurance or state and local taxes. 


MAIL THIS COUPON TODAY! 





Director of Dealer Development 
American Motors Sales Corporation 
Detroit 32, Michigan 
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AUTOMOTIVE WASHINGTON 





Revenue Loss Worries 


U.S. More Than Job Cut 


By William Ullman 


Washington Correspondent 


ee who view the Federal Government as a kindly 
combination of Santa Claus and Mr. Fixit were pulled 
up sharply this month. As the Department of Commerce re- 
vealed that U. S. production and personal income in 
December slumped for the fourth month in.a row, Washing- 


ton leaders displayed more 
concern over revenue losses 


than job losses. 

The December drop in income 
was the sharpest since it started 
to go down in September. It fell 
to an annual rate of $343 billion— 
a full $4 billion below the record 
rate achieved last August. Produc- 
tion was down 7 percent below the 
record high set in December, 1956. 


And the Department of Labor re- 


First 
Inside 


Pictures 


OF MOTO-MATED 
BEARING PLANT 


THAT HAS 


HELD DOWN YOUR 
BEARING COSTS 





ported that more workers were 
drawing unemployment insurance 
during the last week in December 
than at any time since February, 
1950. 


The reports were far from cheer- 
ing, and there were few indications 
that the trend would be reversed 
this month. But official Washington 
continued to worry over prospects 
for an unbalanced budget in fiscal 


1959. Recession means lower tax 
income for Uncle Sam. 


Layoffs and production cut- 
backs mean far more than this 
to the average American, of 
course, but leaders do not seem 
inclined to do anything about the 
slump right now. One reason for 
this apathy is President 
Eisenhower’s view of the reces- 
sion as a temporary setback and 
his faith in an upswing by mid- 
year. 

The Adminis- 
tration does 
have a plan on 
the books for 
meeting recession 
if the boom 
doesn’t arrive on 
schedule. Heart 
of the plan is tax 
reductions and 
stepped-up Fed- 
eral spending for 
defense and big 
public works 
projects. 

The President is on record 
as saying he would prefer deficit 
financing to higher taxes if it looks 
as if the budget won’t balance. 

According to some observers, 
however, the Administration’s re- 
covery recipes would have no im- 





mediate effect on an ailing econ- 
omy. 
aa © = 


Administration Gambling 


 ” LEADERS wait until July to 
take action, it might take 
another six to 12 months for tax 
relief and higher spending to bol- 
ster business. Furthermore, Con- 
gress will be leaving for home, It 
looks as if the Administration is 
putting all its chips on the hope 
for a boom by July. 

Secretary of Treasury Robert 
Anderson reiterated this position 
when he testified before the 
House Ways and Means Commit- 
tee during tax change hearings. 
“I can conceive,” he said guard- 
edly, “of situations where we might 
appropriately consider the stimulus 
which could come from a lighter 
tax burden.” 


But that time is not yet here, he 
testified. Over and over he stated 
his belief that business conditions 
would improve without any tax 
relief at all. 

In spite of questions, Anderson 
declined to say how long the slump 
would have to continue before the 
Administration would change its 
mind. It is presumed that the na- 
tion would have to go through 








1. Here’s where the Timken® tapered roller bearings are made that have saved 


auto makers big money —kept their bearing costs down in the face of rising costs. And 
the revolutionary high-speed production techniques used in Bucyrus promise to keep 
costs down with further standardization on Moto-Mated bearing sizes. 





2. Mated to auto industry's 
needs. The new Timken Moto- 
Mated bearings are completely rede- 
signed to meet the big change in cars. 


related parts too. 





5. Standardization breeds savings. You can see in 


the graph (right) how Timken Moto-Mated bearings have 
held the line against the automotive industry’s rising costs. 
Standardization on fewer sizes and longer production runs 
have made this possible. Call your local Timken bearing 
engineer and let him help you redesign your bearing appli- 
cations. The Timken Roller Bearing Company, Canton 6, 
"Ohio. Cable address: ““T'imrosco”. 


3. Auto makers saved automat- 
ically when they switched to the new 
Moto-Mated bearing sizes. Saved in 


to you. 


4. The more bearings we produce 
in our Moto-Mated plant, the more 
production economies we can pass on 








Meeting the big change in cars with the big change in bearings 





TRADE-MARK REG. U. S. PAT. OFF. 
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BEARINGS 
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several more months of recession 
before the White House would cal] 
for tax action. 

* 


An Unsolved Dilemma 


= Treasury Secretary said he 
didn’t think the time had ar. 
rived where damage to the econ- 
omy outweighed the Government's 
need for revenue. But he did 
nothing to solve the dilemma of 
how an injured economy can sup- 
ply enough money to keep the 
Treasury healthy. 

It is clear that business will 
have to climb out of its doldrums 
on its own, without much more 
than a pat on the back from 
Washington. 

The AFL-CIO has asked Con- 
gress to cut taxes now for low and 
medium-income individuals, offset- 
ting resulting revenue losses by 
closing so-called “loopholes” in tax 
laws. 

Testifying before the Ways and 
Means Committee, Stanley H. Rut- 
tenberg, the organization’s research 
director, listed the “special tax | 
privileges and loopholes” he said 
had been written into the laws over 
recent years. 

> = = 

Dividend Relief is Hit 
— other things, Ruttenberg 

recommended repeal of the 
“special tax relief granted to divi- 
dend income” in 1954, and he asked 
that taxes be withheld on payments 
of dividends and interest. These 
two moves would bring in an addi- 
tional $700 million a year in rev- 
enue, he claimed. ’ 

He also testified that $1 billion 
more in taxes would flow into the 
Treasury if Congress tightened the 
capital-gains tax structure by 
lengthening the holding period of 
long-range gains and increased the 
25 percent tax rate. 


More Road Funds Provided 


N 1956, Lousiana and Montana 
became the 26th and 27th states 
to earmark highway user tax reve- 
nues for highway purposes through 
constitutional amendment. 

In spite of this sign of pro- 
gress, however, 1956 was also the 
worst year in U. S. history as far 
as highway fund diversion is con- 
cerned. 

According to the Bureau of Public 
Roads, more than $325 million was 
siphoned out of state auto tax 
receipts for nonhighway purposes. 
This was 15.4 percent more than 
the amount diverted in 1954, and 
10 percent more than in 1953, the 
second highest year on record. 

7 ” 


Road Costs Soaring 


O miles for a million was the 
highway story in December. 7 
Federal Highway Administrator © 
Bertram D. Tallamy announced 
that construction work was com- 
pleted on 46 miles of the Federal 
Interstate System in December at 
a total cost of over $22 million. 
Contracts were awarded during 
the month for construction of 118 
more miles of the 41,000 mile sys- 
tem. These are estimated to cost 
nearly $64 million. 


> . > 

Report Made on Banks 

NEW look at banks and credit 

institutions has been released 
by the National Bureau of Eco- j 
nomic Research. The paper has the 
imposing title of “Financial Inter- 
mediaries in the American Econ- 
omy Since 1900,” and it was written 
by Dr. Raymond W. Goldsmith. 

The term “financial intermedi- 
aries” was chosen by Goldsmith 
to include all institutions which 
receive the savings of individuals, — 
business and Government, and 
channel them to others needing © 
funds. 

His study includes banks, savings | 
and loan associations, insurance 
companies, finance companies, 
credit unions and all the other 
money middle men. 

In 1900, the report finds that the 
financial group held about one- 
ninth of national assets. The share 
increased slowly and regularly. 

By 1929, the assets of financial 
institutions represented one-sixth 
of all U. S. assets, In 1945, they | 
reached a high of one-fourth, but a 
moderate decline brought the share | 
to one-fifth in 1952. 

Despite the worry about the 
power of bankers in the 19th 
Century, there were only about 1,- 
000 financial institutions in the 
U. S. in 1850, the report says. By 
1900, there were 21,000, and by 1952 
there were 45,000. Assets rose from 
$19 billion in 1900 to almost $560 © 
billion at the end of 1952. 





quality used car 


Se ee eee 


OLDSMOBILITY STARTED HERE with the 1955 model that launched the big swing to Olds. 


Most feature full mene equipment for your driving ease and safety. You can expect low 


prices and low mileage on these exciting 55 Rockets— biggest sellers in past Olds history. 


ay 


Used car buyers now face a most pleasant prospect! 


Booming sales of the 1958 Oldsmobile enable your Oldsmobile 
dealer to offer great deals on °54, °55, ’56 and °57 Safety-Tested 
Used Oldsmobiles now being taken in trade. 


Available in a wide variety of colors and models, most of these 
used Rockets are one-owner cars with low mileage and full factory 
equipment. Nearly all have famous Hydra-Matic Drive, radios and 


eaters. And most of them have power steering, power brakes and 
other power features as modern as today. 


, . Never before h ices be ably low and attracti 
Late model used Rockets offer buyers easiest step om toll Vidhan taal ca. Has ee SE oe 


credit Oldsmobile a new high in popularity and an envied reputation for 


cased out of the ordinary into an Olds... because next —_— awality, performance, engineering and styling leadership. 


eo Now is the time to see your local Authorized Oldsmobile Quality 


Inter- best thing to a new Rocket is d used Rocket Olds Dealer, while his stocks are complete and selections good. 


ore OLDSMOBILE DIVISION, GENERAL MOTORS CORPORATION 


1954 ROCKET ENGINE OLDSMOBILE, with its smart modern look, is priced to let every 1956 ROCKET ENGINE OLDSMOBILE, packed with extra-value features, offers the 
used car buyer get out of the ordinary into an Oldsmobile. This model introduced _ beauty, comfort and class of a late-model Olds at a surprisingly modest ‘price. Chances 
the Panoramic windshield and distinctive two-tone styling, both still up-to-the-minute. are, your dealer has the body style you want. Check his big used car selection today. 
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Cash Budget Shows: 
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U.S. Spending Boom 
To Erupt This Year 


By Kenneth C. Kelley Jr. 
Staff Writer 

tL full story on Federal spend- 

ing is not contained in the re- 
quested expenditures and estimate 
of revenues which President Eisen- 
hower submitted to Congress earlier 
this month. 

Of even greater importance in 
gauging the role of Federal spend- 
ing in the total economy is another, 
less publicized 
item—the cash bud- 


NEWS 
get. 
OF The cash budget is 
FINANCE the statement of all 


the money the Fed- 
eral Government takes in during 
any fiscal year, including such im- 
portant items as Social Security 
payments, which are not part of 
the Government's regular tax in- 
come. 
Expenditures in the cash budget 
include outlays from the Govern- 





ment’s trust funds such as the 
Social Security fund. 

Another of the trust funds 
covers the Federal highway pro- 
gram. Taken together, trust fund 
activities are big business. A total 
of $15.2 billion is expected to be 
spent from trust funds during the 
current fiscal year. 

Since the cash budget reflects all 
income and spending by the Gov- 
ernment, it is considered a more 
reliable guide to the effect of Fed- 
eral activities on the economy. 


In addition, the amount of money 
asked by a president for any fiscal 
| year has a way of having little or 
|no connection with the amount the 
Government finally spends in that 
year. 


= * = 
Pitfalls of Budgets 
1. President asks for one thing, 





some expenses can go up and reve- 
nues can go down, departments 
can spend up their money before 
the end of the fiscal year as the | 
Post Office Department did by the| 
spring of 1956 and then come back 
to Congress for more money (sup- 
plemental appropriations), pro- 
grams can be approved but the 
money not spent in a fiscal year 
($39.9 billion in approved programs 
is expected to be carried Over at 
the end of the next fiscal year) and 
trust-fund income in excess of 
trust-fund expenses can be bor- 
rowed to pay general expenses. 
With all of these pitfalls in the 
way, the citizen is left with a 
confused notion of what the Gov- 
ernment is doing when he reads 
the annual budget message and 
only a rather hazy picture when 





he looks at the cash budget. In- 


deed, there are some who say that 
no one actually knows what the 
Government is doing until it is 
done. 

However, despite some limita- 
tions, a look at the cash budget for 
this fiscal year and next does give 
some hints on what effect Federal 
spending might be expected to have 
on the economy. 

One thing is clear, if the current 


Congress gives him another,' estimates on spending in the rest 


She'// help you close the sale... 

















Sell upholstery 


when you show her the beauty 
and high-fashion styling in 


~ 


ae 





upholstery of Du Pont Nylon 


® longer wear 


help close sales! 


* 4°", 
e® 2%, 0% 


of DU PONT 








You'll make friends fast . . 
show all the women who come into your 
showroom the beauty, the smart, high-fashion 
styling of upholstery of Du Pont nylon. 
Point out to all your customers the 


brings to upholstery . . 





“Hi Frank, how’s business?” 





of this fiscal year hold up—the big 
boost in Federal spending is com- | 
ing this fiscal year, not next. 


= = = 
Increase of $5 Billion 
ASS spending from the cash 
budget was $80 billion last year. 
In this fiscal year, which ends next 
June 30, spending is pegged at $84.9 





when you 





all-season comfort of woven fabrics 
point out all these other advantages, too: 


® easier care 


® wider selection of colors, textures 
®@ nylon upholstery stays newer longer 


Use all the sales extras Du Pont nylon 


. see how they 
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BETTER THINGS FOR BETTER LIVING 
- THROUGH CHEMISTRY 


. 


\ 
NYLON 


billion. In the following fiscal year, 
spending is expected to rise to 586.7 
billion. 

Chief reason for concentration of 
increased spending in this year ig 
that some $6.6 billion in supple. 
mental appropriations are being 
sought from Congress to carry the 
Government to June 30. 

These requests for additional 
funds should set something of a 
record for undoing the work done 
by Congress last year to cut Govy- 
ernment spending. It shows once 
again that budget-cutting always 
makes headlines but frequently 
saves nothing. 

With Government spending shoot- 
ing up this year by $5 billion and 
going another $1% billion higher 
next year, the effect can be nothing 


other than a huge shot in the arm 


for the total economy. 
* * . 


Upturn Seen by March 
» LINE with rapid Federal 
spending in the next five months, 
an insurance executive expects a 
business upturn to come earlier 
than most other observers. 
Dr. Gordon W. McKinley, di- 
rector of economic and invest- 
ment research for Prudential 


Insurance Co., has said the econ- | 


omy will be moving upward in 

March. 

He said that Government spend- 
ing would be increased at all levels, 
housing outlays would be up and 
consumer spending in 1958 would 
be $11 billion above the total for 
1957. 

McKinley said 1958 might not be 
a boom year but “those economists 
who have predicted a decline in 


total spending for the full year” 


1958, compared to the full year 


1957, are going to turn out very | 


wrong.” 
* > > 
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Earnings Double, Sales Rise 


For Continental Motors 


In the fiscal year ended Oct. 31, 
Continental Motors Corp. and con- 
solidated subsidiaries earned $3,- 
583,301 on sales of $136,230,208, 
according to C. J. Reese, president. 

Earnings were $1,604,924, and 
sales were $125,429,819 in the pre- 
vious fiscal year, Reese said. 

= * > 


American Airlines Reports 
°57 Profits Down $9 Million 


American Airlines, Inc. reported 
preliminary net earnings of $10,886,- 
000 for the year ended Dec. 31, 
compared with $19,573,000 for 1956. 

Revenues for 1957 totalled $305,- 
956,000, an increase of 4.9 percent 
over the $291,772,000 reported for 
1956. 


Letterbox 


(Continued from Page 10) 


parts is present in each and every 
area. 


G. Don’t strive for too great vol- 
ume; you'll be legislated against 
and the result will be unfavorable 
to you and your distributing organi- 
zation. 


H. Don’t set up, or permit to be 
set up, retailing by the American 
method of “competitive penetra- 
tion” which results in price cut- 
ting. Instead, use the “cooperative 
saturation” plan which is heal- 
thier and more profitable to all 
concerned, including the con- 
sumer. 


I. In the interest of gaining a 
fair share of the U. S. market (and 


dollars), producers should (if neces- § 


sary) bring pressure to bear on gov- 
ernments to equalize taxation on 
export items to the end that their 
products have equality of price op- 
portunity here. For example: It is 


my opinion that Italian motor cars, © 


although unquestionably superb, are 
too high in price because they cost 
too much to bring out of Italy. 


J. Don’t, I implore you, succumb 


to the temptation to send us tinsel © 


trim; thin, weak, unattractive “pa- 
pier mache” grilles; yearly mode's; 
too small cars; too large cars, too 
“Americanized” cars. 

Please just be yourselves and re- 
spect us at least as much as you 
do your own people in your home- 
lands. —Jutes R. Srernserc, Spang- 
ler’s Imported Cars, Temple, Pa. 
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‘Engineering - Production - Materials 


A Monthly Section Describing and Interpreting Technical Developments 





by Joseph M. Callahan 





Retiring Meade Moore 


Recalls Birth of the Nash 


| gene F. MOORE, an engineer- 
- ing midwife at the birth of 
the first Nash 40 years ago, is re- 
tiring this month 
months after the death of the 
Nash. 

During those four decades, 
Moore held 18 positions, the last 
one being automotive engineering 
and research vice-president of 
American Motors. 


In addition to watching closely 
the rapid evolution of the U. S. 


automobile, Moore is credited with | 


bringing about three major 
changes: Pres- 
surized fresh air 
heating and 
ventilation, 


construction and 
the compact car. 

Recalling the 
background of 
the first Nash 
car, he said 
Charles Nash had 
retired as presi- 
dent of General 
Motors in 1916 and soon after got 
backing to buy Jeffrey Co. in Keno- 
sha, Wis. 





Meade Moore 


Checked Nash Drawings 


OORE continued, “Eric Wal- 

berg was made chief engineer 
and I was about the second kid he 
hired — in February, 1917. 

“Work on the new car had just 
begun and I more or less had the 
responsibility for checking and 
getting the approval of all draw- 
ings. But, we brought out a car 
in the fall of that year; that’s 
how fast we could work in those 
days. 

“Everybody brought out their 
cars for the New York Auto Show 
in early January. I sometimes wish 
we could get back to that. Nobody 
tried to take unfair advantage of 
anyone then; it probably wouldn’t 
work today.” 

Moore said the entire Nash engi- 

(Continued on Page 26, Col, 1) 


Engineering New Products 
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— just a few) 


single-unit body) 


Automobile Proving 


| Around the Bend— 


View of the south turnaround of the six-lane divided three-mile straightaway on 
the General Motors Proving Ground near Milford, Mich, northwest of Detroit. The 
straightaway is used for testing maximum performance of cars. This turnaround rises 
100 feet above the level of the straight roadway. In addition to its banked curves, 
it provides a 14 percent up-grade for deceleration and a 12 percent down-grade for 
acceleration. This type of design permits high speed at entrance and exit, with 


moderate speed at the summil. 
> * % 





Engineers Put In Big Year 


At Proving Grounds 


NGINEERS of the five auto- 
making corporations learned 
more about their products and 
their competitors’ products last 
year at their eight proving grounds 
than ever before. 
It wasn’t because the 25,835,675 
test miles travelled in the proving 


grounds was a record or because} 


more money was spent, but it was 
a combination of the following 
situations: 

1. The great expansion (over 
300 percent more acreage) in 
automotive proving grounds in 
the past five years had ended and 
all the proving ground staffs 

were able to use all of their new 

facilities for the first time. 

2. A growing emphasis—particu- 
|larly at GM and to a lesser degree 
at Chrysler—on the use of analog 
and digital computers, permitting 
engineers to acquire much more in- 
formation with less road testing. 
| 3. A trend toward the use of more 
| scientific and electronic instru- 
ments to acquire the test data on 
the test tracks and in the proving 
ground garages. 

4. More testing of European cars, 
particularly those made by the 
European affiliates of GM and 
Ford, as well as some other best- 
sellers such as Volkswagen and 
Renault. 


| 


* * * 


N EXAMINING these situations 

individually, one is struck by the 
fact that four of the industry’s 
eight proving grounds were com- 
pleted since 1952 when GM’s Desert 
Proving Ground (2,274 acres and 
75,000 square feet of building space) 
was Opened near Mesa, Ariz. 

This was followed by the open- 
ing in 1954 of Chrysler’s En- 

* ” * 


Buildings 


Year Area Area 

Proving Ground Location Opened (Acres) (Sq. Ft.) 
General Motors Milford, Mich. 1924 3,985 425,000 
GM. Desert Mesa, Ariz. 1952 2,274 715,000 
Ford’s Michigan Romeo, Mich. 1956 3,880 160,000 
Ford’s Arizona Kingman, Ariz. 1955 3,840 120,000 
Ford Dearborn Area - Dearborn 1935 360 25,400 
Chrysler Engineering Chelsea, Mich. 1954 4,000 73,000 
American Motors Burlington, Wis. - 1945 360 10,000 
Studebaker South Bend 1926 800 39,000 
TOTALS 19,499 927,000 


gineering Proving Grounds (4,000 
acres and 73,000 feet of building 
space) at Chelsea, Mich.; by the 
1955 opening of Ford’s Arizona 
Proving Ground (3,840 acres and 
120,000 feet of buildings) at King- 
man, Ariz., and the opening in 
1956 of Ford’s Michigan Proving 
Ground (3,880 acres and 160,000 
feet of building space) in Romeo, 
Mich. 

| In addition to this growth, the 
|main GM Proving Ground (3,985 
| acres and 425,000 feet of buildings) 
at Milford, Mich., has more than 





| tripled in size in the last seven 
years. 
Completed in 1924 under the 


| direction of Alfred P. Sloan jr. and 
|Charles F. Kettering, this proving 
|ground is the oldest and most 
|highly developed in the industry. 
It’s about 45 miles from downtown 
| Detroit. 
> . > 

EXT oldest is the Studebaker 
Proving Ground (800 acres and 
| 39,000 feet of buildings) which was 
opened in 1926 some 12 miles west 
of South Bend. Ford’s Dearborn 
Test Area (360 acres and 25,400 
feet of buildings) was opened in 
1935 and American Motor’s Prov- 
ing Ground (360 acres and 10,000 
feet of buildings) began operating 
in. 1945 at Burlington, Wis. 

Of the industry’s 19,499 acres 
of proving grounds, Ford Motor 
Co. has the largest percentage 
with 8,080 acres at its three 
facilities, followed by GM with 
6,259 acres at its two proving 
grounds. 

However, GM has more building 
space and more miles of test roads 








—a total of 79 miles compared with 
( Continued on Pace, 20. Col, 1) 


Grounds 













Lenth of 
Main Test "57 
Em- Milles of Track Test Miles 
ployes Test Roads (Miles) Traveled 
1,000 63 3.8 9,732,287 
55 16 5 760,388 
300 30 5 5,700,000 
85 26 5 1,500,000 
262 14 2.6 3,143,000 
400 41 4.7 4,000,000 
27 6 1.25 500,000 
22 19 3 500,000 
2,151 215 30.35 25,835,675 
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By Joseph M. Callahan 
Engineering Editor 


HE automotive “era of suspen- 

sions,” inaugurated last year 
by Cadillac and following the 
engine and transmission eras, re- 
ceived its most thorough chronicl- 
ing to date at the Society of Auto- 
motive Engineers’ 4ist annual 
meeting in Detroit this month. 
Some 5,000 engineers attended. 

Participating in a symposium 
on air suspension systems were 
representatives of five auto 
makers Buick, American 
Motors, Ford, Chevrolet and Olds- 
mobile. Sponsor of the sympo- 
sium was SAE’s passenger - car 
activity. 





was easily the hit of the winter 
SAE meeting, with 800 to 900 per- 
sons jamming into Detroit’s Stat- 
ler Hotel ballroom for it. Originally, 
there was only seating for about 
600. 





One SAE member said that the) 


“air bags” were the hit this year, 
| sat as fuel injection was last year. 
> aa e 
T° PREVENT too much duplica- 
tion, speakers were instructed 


to describe briefly the mechanics of | 
their systems and then to discuss | 


one or two specifically assigned 
aspects of air suspension. 

While the speakers differed on 
many points, most of them agreed 
that the principal advantages of 
air suspension are: 

1. It provides a long-needed 
true variable rate spring, with 
spring rates that can be made 
high enough for a good ride on 
a rough road and low enough 
to provide a stable ride on a 
smooth road. Air suspension is 
able to “wed” these two appar- 


ently opposing characteristics in | 


the same spring. 

2. It provides constant leveling 
that automatically keeps the car 
level regardless of the load in the 
ear or the roughness of the road. 

3. It provides a level ride while 
under way, with no perceptible 
pitch. 

4. The ability of the suspension 
to keep the car at a constant 
height keeps headlights on the 
road—a valuable safety feature. 

> > > 

EHIND the blossoming of air 

suspension is the auto indus- 
try’s continuing need for new ob- 
solescence-producing features plus 
the value that air suspension has 
in lowering the silhouette because 
it reduces the axle and wheel travel 
under the body. 

Opening the symposium was a 
paper titled, “The Air Poise Sus- 
pension—Buick’s Solution to the 
Air Ride Problem,” by Forest Mc- 
Farland, E. G. Peckham and Eric 
Dietrich, all of Buick. 

The paper was delivered by 
McFarland, who said something 


Wilson Tells Engineers 


To Avoid Politics 


PONTIAC. — Charles E. Wilson, 
former secretary of defense, said 
that engineers shouldn’t get in- 
volved with politics because they 
are too honest. 

Wilson, an engineer who became 
president of General Motors, said, 
“I don’t think engineers are trained 
for politics. They have' too much 


The air suspension symposium | 


2 Air Suspensions 


Detailed by Makers 
At SAE Convention 


outstanding in ride development 

was long overdue because U.S. 
car suspensions had changed 
very little in basic design in the 
20 years following the introduc- 
tion of independent front suspen- 
sions in the early ’30s. 

He declared, “Since Buick Motor 
division has laid emphasis on a soft 
and comfortable ride for years, 
it is only natural that development 
of any systems embodying a defi- 
nite improvement in ride would be 
of great interest.” 
| Commenting that the instaila- 
tion of air suspension in the Buick 
was relatively easy because this 
car previously had both front and 
rear coil springs, McFarland said 
is was necessary merely to en- 
large slightly the openings in the 
front-spring frame cross-member 


to install the front air springs 
|with the same general linkage 
| arrangement. 


Enlarging the openings slightly 
(Continued on Page 28, Col. 1) 


cM Anticipates 
Growing Use of 


Shell Casting 





| SAGINAW, Mich. — Shell casting, 





| 


a revolutionary method of mak- 
ing iron castings that was devel- 
oped in Germany during World 
War II, will eventually be used for 
making all small automotive cast- 
ings. 

This statement was made to 
about 75 engineers, designers, 
foundry experts and writers who 
attended the Casting Design Con- 
ference held here by GM’s Central 
Foundry division. 

The conference, which is the 
second of about six such one-day 
meetings, was held mainly to 
acquaint the division’s customers 
with some of the things its en- 
gineers have learned about casting 
in the 40 years of its existence. 

> * * 

HELL casting gets its name 

from the wafer-like thickness 
of the mold used. It’s about 3/16 
to 9/16 of an inch thick, compared 
to the four-to-six inch “green sand” 
mold which has been used for 
decades, Shell molds usually weigh 
less than 10 percent as much as 
comparable green sand molds. 

Instead of using the regular 
foundry sand mixture which has 
clay and water as binders, a 
shell-mold is made by mixing a 
fine dry sand with phenolic resin 
and applying it to a pattern 
heated to approximately 450 
degrees Fahrenheit. 

The resin melts and flows be- 
tween the grains of sand. This, plus 
the curing of the pattern, produces 
a hard and smooth mold which is 
precisely as accurate as the pattern. 

om * . 


Guat. casting’s outstanding 
advantage is the resulting 
greatly improved dimensional 
accuracy which makes it practical 
to cast complicated designs which 
otherwise would require expensive 
machining operations. 

Major drawback to the shell- 
mold process is its higher cost, 
from 10 to 40 percent, which is 
mainly due to the use of the 
ex resin. 


pensive 
respect for truth and fact to be| Developed in Hamburg, Germany, 


successful politicians.” “ 





(Continued on Page 19, Col, 1) 









McClintock Cart Designed 
For Assembly Line Work 


Shown in use is the economical McClin- 
tock parts cart. Convenient for assembly 
line work, the double-decker cart (model 
PCX-400) has a working surface large 
enovgh to hold a variety of containers for 
small ports. The lower platform holds 
larger components. 

For easier loading and handling there 
are no corner posts, while the top and 
bottom corners are rounded for safety 
against personnel injury, it is claimed. 
Constructed of tubular steel, carts are 
fitted with four ball-bearing swivel casters 
for extreme manevverability. McClintock 
Mfg. Co., Industrial Sales Dept., 802 West 
Whittier Bivd., Whittier, Calif. 

eS 8 - 
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Cylinder Cleaning Machine 
Announced by Magnus 


Automatic cylinder head cleaning 
said to be accomplished at low unit cost 
through the use of a Magnus Gyro-Ver- 
tical Aja-Lif cleaning machine combining 
vertical and rotary agitation of the work. 

The machine is designed for optional 
agitation of the work below the liquid 
with a 3-to-5-inch stroke, at approximately 
160 up and down motions per minute; 
er a 6-to-10-inch stroke at 60 up and 
down motions per minute; or a 25-to-30- 
inch stroke which raises and lowers the 


platform in and ovt of the solution on 
each stroke. Magnus Chemical Co., Inc., 
Garwood, N. J. 

* ¢+ *@ 
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Hydraulic Power Cylinders 
For Nonshock Installations 


A line of squarehead hydraulic power 
cylinders, has been announced by Anker- 
Holth Division, Wellman Engineering Co., 
2723 Connor St., Port. Huron, Mich. 


The cylinders are made for service at 
2000 PSI, or 3000 PSI in .nonshock in- 
stallations. All cylinders are tested out at 
4500 PSI before delivery. They are made 
to JIC standards. The line comes in bores 
from 1% through 12 inches and is avail- 
able in all mountings, standardized for 
interchangeability. 

a” aoe 


Kaiser Makes Alloy Tube 
In Wide Range of Sizes 


Aluminum alloy drawn tube, in a wide 
range of specifications, is now available 
to industrial users and manufacturers from 
Kaiser Aluminum & Chemical Sales, Inc., 








j 
| 





919 N. Michigan Ave., Chicago 11, Ill. 

The Kaiser extrusion plant at Hale- 
thorpe, Md., with four draw benches now 
in operation, is producing round, square 
and rectangular drawn tube, The round 
product is available in sizes ranging from 
¥%" O.D. to 44%," O.D., with wall thick- 
nesses from .025" to .250"" depending on 
alloy and temper. The square and rec- 
tangular products similar 
size range. 


encompass a 





Feeder-Driver Developed 


For Socket Set Screws 


A piece of production equipment which 
will automatically feed and drive stand- 
ard socket set screws at rates up to 1800 
per hour has been introduced by Socket 
Screw Division, Bristol Co., Waterbury, 
Conn. 


The machine will handle standard, un- | 


modified socket set screws in either hex 
or multiple spline socket types, and with 
any of the standard points, it is 
claimed. Screws in diameters down to 
No. 2 wire size and up to %-inch 
diameter can be driven, with lengths 
down to and shorter than the diameter 


(“square™ screws). 
* * * 


Rosette Strain Gages 


Foil-type, rosette strain gages, known 
as SR-4, and said to have higher sensi- 
tivity and stability than similar, earlier 
gages, are being marketed by electronics 
and instrumentation division, Baldwin- 


Lima-Hamilton Corp., Box 201, Waltham, 
Mass. 





Twin-Are Welding Machine 
Performs Four Operations 
A high production automated 


sub- 
merged twin-arc welding machine that 
performs controlled welding operations on 
both sides of extra large production parts 
has been announced by Expert Welding 


Machine Co., 17144 Mt. 
Detroit 12, Mich. 

The machine is said to perform four 
reinforcement welding operations along 
the edges of both sides of long, hollow 
rectangular bulidozer push beams. These 
beams are 12 feet in length and have a 
cross section of 8 by 8 inches. The ma- 
chine is designed to accommodate a wide 
variety of large production parts. The 
machine welds at a rate of 80-inches per 
minute. 


Elliott Ave., 
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Engineering and Production 
New Products 





AMP Multiple Connector 
Is Self-Anchoring 


AMP-Lok, a self-anchoring multiple con- 
nector, has been introduced by AMP, Inc., 
Harrisburg 20, Pa., for through-panel ap- 
plications. 

According to the manufacturer, the unit 
obsoletes other types of multiple con- 
nectors because the contacts with the 
mountable and disconnect units are identi- 
cal, self-cleaning, and recessed for safety; 
it is polarized to eliminate circuit error; 
it is designed to accommodate a wide 
| spread of panel thicknesses, and if per- 
mits finger-tip engagement and dis- 


engagement, 
* * 


Wilton Drill Press Vise 
Features Push-Pull Action 


A drill press vise that combines rapid 
action with unlimited takeup has been 
developed by Wilton Tool Mfg. Co., Inc., 
Schiller Park, Il. Incorporated in the vise 
is Wilton’s patented Rapid Titan Nut, 
which engages and disengages the screw 
automatically. 

The threads are brought into contact 
with the screw by rotating the vise handle 
in the tightening direction. The screw 
is released for free sliding action by 
turning the handle counter-clockwise. The 





screw is threaded its full length and 
diameter. The vise is 4%-inches wide, 
has a solid base, and can be turned 


on edge for accurate 90-degree drilling. 
The vise is only 2%-inches high, but has 
a full 1%4-inch jaw depth. 

_ oe 





Electronic Inspection Unit 
Feeds, Segregates Pistons 


A four-station cybernetically controlled 
electronic inspection machine which avto- 
matically feeds, gages and segregates 
automotive engine pistons has been intro- 
duced by Arlin Products, Inc., 13541 
Auburn Ave., Detroit 23, Mich. 


The unit automatically inspects piston 
pin holes for alignment, distance of bored 
holes to piston face, outside diameter 
for dimensional size between predeter- 
mined points, bore diameter and auto- 
matically prints proper size definition on 
the piston face. Production rate is said 


to be 1,800 parts per hour. 
‘ewe 


Manual Starter Designed 
For Single-Phase Motors 


A manual motor starter, with a ~plug-in 
heater that can be inserted in a matter 
of seconds into the front of the unit, has 
been developed for use with such equip- 
ment as grinders, conveyors, hydraulic 
presses, blowers, and mixers by the 








General Electric Company's General Pur- 
pose Control Dept., Schenectady 5., N. Y. 
Designed for use with single-phase 


fractional horsepower motors up to one 
horsepower, the starter is smaller than the 
model it replaces. Compact enough to fit 
any standard gem or handy box, the unit 
can also be installed in the same mount- 
ing space used for the model it replaces 
or for other manual starter designs. 
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Loading-Unloading Device 


Used to Automate Grinders 


An automatic loading and unloading | 
device which can be used to automate | 
standard grinders in transferring work to | 
and from each grinder has been an- 
nounced by Machine Tool Division, Wickes 


Corp., 515 N. Washington, Saginaw, Mich. | | 


The transfer unit includes its own hy- 
drauvlic and electrical equipment, and is 
tied into a grinder by a terminal for 
synchronized operation. The loading - 
unloading unit is built to handle two 
75-pound automotive crankshofts simul- 
taneously. The unit is designed to straddle 
the grinder being serviced, with a load- 


ing station at each side. 
* > > 





Pinned Cylinder Made 
Of Heat Treated Steel 


Robert A. Main & Son, Inc., 257 Pascack 
Rd., Paramus, N. J., is now producing steel 
pinned cylinders with heat treated steel, 
pointed pins in many combinations of 
pin spacings and pin angles. 

These steel cylinders are for use in 
many types of perforating, punching, 
tearing and picking operations. The 
cylinders can be designed so they can 
be repinned, if necessary. Spike rolls can 
be made in any combination of diameters 
up to 30 inches and lengths up to 22 
feet. 








Engler Hour Meter Features 
Reduced ‘Unwind Time’ 


Engler Instrument Co., 250 Culver Ave., 
Jersey City 5, N. J., has announced a D. C. 
hour meter to fit existing panel mounting 
holes. It measures 2-7/64 inches in 
diameter and 2% inches in depth. 


This instrument is said to offer greater 
accuracy in that the unwind time has been 
greatly reduced so that it is now under 
one minute. This feature practically elimi- 
nates the need for the expensive electric 
brake. 








Spherical Rod End Bearings 
Manufactured by Carter 


Spherical rod end bearings, with self- 
lubricating sintered metal balls and full 
spherical race of hardened steel ground 
to match boll curvature, are now being 


| manufactured by Carter Engineering Co., 


Ferrysburg, Mich. 
“Alinabal” construction is patented and 


| is said to be particularly suited for link- 


ages with rotating or oscillating motion. 
Load is applied directly to the center of 
the ball, and distributed over the full 
race curvature, providing longer bearing 
cycling life and maximum radial and 
axial thrust load. The boll is available 
in sintered bronze or iron, oil impreg- 
nated, self-lubricated. Spherical race is 
hardened steel, precision ground. Bore 
sizes currently being manufactured and 
stocked are Y% to one inch in both male 


and female type. 
S b+ *@ 


Lift-Carry Transfer Unit 
Feeds, Unloads Stampings 


A standard lift-ond-carry type com- 
bination transfer feeding and vunloader 
unit for handling stampings in press- 
rooms has been designed and built by 
Press Automation Systems, Inc., 25418 
Ryan Rd., Centerline, Mich. 

This portable, plug-in automation pack- 
age unit can be adapted to handle a 
wide variety and sizes of stampings. The 
unit can be used to load and unload one 
press or it can be placed in a line of 
presses with a continuous transfer bor 
to provide a completely avitomated trans- 
fer line, it is claimed. 





Fuller Designs Brush 
To Clean Conveyor Chain 


Accumulated dust and dirt which sticks 


to the lubricating oil of overhead con- 
veyor chains can be automatically re- 
moved without work stoppage by a con- 
veyor chain brush designed and developed 
by the Machine Division, Fuller Brush Co., 
Hartford 15, Conn. 


The unit is mounted on the monorail 
supporting the chain conveyor, and the 
two brushes, powered by one one-horse 
power motor, pivot on the motor base and 
bear against the conveyor chain. The 
brushes may be swung away from the 
chain if only periodic cleaning is neces- 
sary. 
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For Small Parts... 


GM Sees Wider Use 
Of Shell Casting 


(Continued from Page 17) 


during World War II by Johannes| of the experimental and develop- 


Croning, shell casting was brought! ment department. 


to this country after the war. 
Among the first to develop a 
production-line system of shell 
casting was Ford Motor Co., which 
perfected its system in 1949. 
GM’s Central Foundry division, 
whose three plants and 8,000 
employes supply most of the iron 
castings which the individual GM) 
divisions do not make themselves, 
began producing shell castings in 
1952 on a small scale. 
Production has gradually 
increased and last year the 
division’s Saginaw plant made 
32,000 tons of shel] castings—about 
a quarter of its total production. 
The division also has plants in| 
Danville, Ill, and Defiance, O. 


SCUSSING shell casting, Elmer 

E. Braun, divisional works 
manager, said, “We think there is 
a terrific potential for the process. 
We've been working with GM 
Research to develop a better resin. 
We think there is a cheaper nome | 
down the road.” 

One of the largest production 
parts made thus far with shell | 
casting was the crankshaft for | 
the 1956 and 1957 Pontiacs. The | 
58 Pontiac crankshaft is a green 
sand casting but the ‘59 crank- 
shaft will again probably be a 
shell casting. 

Some other shell-cast parts) 
currently being made are universal- | 
joint yokes, power-steering hous- | 
ings, transmission drums, crank- 
shaft sprockets, bearing adjusters, | 
camshafts and rocker arms. The 
shell castings can be made of grey 
iron, malleable iron or Armasteel. 


C. Dale Evans, product develop- 
ment engineer at the Saginaw 
plant, said, “Shell casting is one of 
the greatest foundry developments 
in modern times. The time will 
come when all small castings will 
be made by the shell process.” 

> > . 

DMITTING that the initial cost 

of the shell casting is usually 
higher, he said that subsequent 
savings often reduce the cost of 
the finished part below that of a 
green-sand part. Besides lower 
machining charges, he said, the 
more generous use of lightening 
holes often reduces the weight of 
the part and cuts handling charges. 

“Each job,” Evans said, “must 
be considered individually. 
Generally, the cost of the sand- 
and-resin makes the production 
of large castings by this method 
prohibitive.” 

He noted that the molding 
material is a total loss after it is 
used once, and that pattern costs 
are three-to-four times greater 
because of the need for more 
accurate patterns. 

Harold G. Sieggreen, chief) 
engineer, said he considered the) 
following shell casting tolerances to 
be normal: .006 inches on a casting 
up to one inch; .012 inches on a 
1-to-2-inch casting; .018 on a 2-to- 
3-inch casting; .030 on a 3-to-8-inch 
casting, and .041 on an 8-to-12-inch 
casting. 





([HESE shell casting advantages 
were also cited: 

1. Less sand to be purchased and 
handled. 

2. Complete mechanization of the 
molding operation is possible for 
high-production runs. 

3. Relatively unskilled labor 
can be employed and working 
conditions are greatly improved. 

4. Since completed shell molds 
can be stored, stocks of molds can 
be built up to pour at a later time. 

5. Because the shell-mold surfaces 
are already clean and smooth, a 
minimum amount of finishing in 
the cleaning room is required. 

6. Elimination of costly coring 
in many applications. 

* * > 


He” the Central Foundry 
division uses Cobalt 60 in 
improving inspection procedures 
and design and in developing 


Proper gating was described by 
Donald F 


. Richter, superintendent 


Cobalt 60 works much like an 
X-ray machine by uncovering 
internal defects in the iron cast- 





Production Under Way 


At Grace Plastic Plant 


NEW YORK.—W. R. Grace & 
Co.’s polymer chemicals division 
announced that its high-density 
polyethylene plant in Baton 
Rouge, La. has completed its 
first weeks of successful opera- 
tion. Delivery of the product will 
commence shortly. 

The plant has an annual ca- 
pacity of 50 million pounds of a 
plastic resin known as GREX. 
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ings, although Richter said it was 
more powerful than a two 
million-volt X-ray machine and is 
capable of shooting through 12 
inches of metal. 


The Cobalt “pill,” which is about 
the size of a pencil eraser, costs 
about $1,000, although the rest of 
the required equipment, including 
a building with three-foot walls, 
runs the cost up to $20,000 to 
$25,000. The Cobalt has a life of 5.3 
years. 

= ? * 


OHN L. FLITZ, product develop- 
ment engineer, said that 
although traditionally automotive 
customers have been unwilling to 
pay for vehicle weight reduction, 
there is a growing desire to cut 
vehicle weight—sometimes to the 
point where the manufacturers will 
pay a little for less weight. 


He said that weight can be 


reduced by (1) reducing dimensions 
of the part, by (2) switching to a 
lighter metal and by (3) converting 
to a higher strength ferrous 
material. 


Flitz cited a recent case in which 





Casting Tested— 


A radioactive isotope known as Cobalt 
60 is used by the Central Foundry divi- 
sion of General Motors to inspect castings 
for internal defects. Charles Brown, radio- 
grapher, prepares to make a radiograph 


the division’s Armasteel was substi-|of a bearing housing. The Cobalt 60 is 


tuted in six parts for maleable iron | contained in the machine at left. 
with a weight reduction of 20.5) take 


pounds. 


It can 
“x-ray” pictures through as much 
as 12 inches of iron. 
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New Resistor Plug 
Stops Static, 
Champion Says 


TOLEDO.—Champion Spark Plug 
Co. said it has developed an im- 
proved resistor element for a new 
line of spark plus to meet the re- 
quirements of the two-way radio 
and still insure good engine per- 
formance. 

Champion said its resistor spark 
plugs were developed to retain a 
more stable resistance under high 
operating temperatures and high 
voltage. This reportedly permits 
adequate suppression of engine 
noise, and at the same time offers 
peak performance in engine opera- 
tion. 

In many resistor-type spark 
plugs rated at 10,000 ohms, Cham- 
pion said, resistance drops under 
increased engine temperatures, 
causing radio static. The stability 
of the new Champion resistor will 
suppress engine static as operating 
temperatures increase, the com- 
pany claimed. 

The new plugs are identified by 
the prefix “X,” as XJ-18Y, XJ-8 
and XN-12Y. 





itern from Automotive News — 


























Wheel alignment set 


$40.40 down, 
$8.27 a week 


MT-615 Anal-O-Scope engine analyzer 
$70.00 down, $14.42 a week 





Boost Profits by Purchasing 
New Tools and Equipment 
on a Time Payment Basis...” 


“dealers noted for their profitable shop operation 
claim that both the better workman and customers 
gravitate to the shop that is best equipped.” 


Automotive News, Sept. 16, 1957 
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AUTOMATIC TRANSMISS 
WORK ONLY ms 





2029-AT-S Automatic transmission tools 
$11.40 down, $3.09 a week 


es * TRADEMARK OF 


oS Ba SS. - Fe TF AT 
8082-A 28th Avenue ° 


MT-4000 
Automotive 
tune-up set 

$33.45 down, 

$6.87 a week 





Kenosha, cose 

















This article in Automotive News says you can boost profits 
with new tools and equipment purchased on a time payment 
basis. Snap-on says, “We can serve you on both counts.” 
First, Snap-on provides the most complete line of top-quality 
wrenches, mechanics’ hand tools and shop equipment in the 
industry — automatic transmission tools, valve refacers, elec- 
trical testing equipment, electronic engine analyzer, wheel 
aligning equipment, to mention a few. 


Second, Snap-on makes it easy for you to pay while you 
earn, through Snap-on’s popular, easy time payment plan. 


In addition, Snap-on gives you another big plus — con- 
venient, regular, personalized service from your Snap-on man. 
He knows tools, and he’s right there to deliver, demonstrate 
and stand behind the tools and equipment he sells. 


Now is the time to gear for big-profit repair business. It’s 
there for the shop that can handle it. See your Snap-on man 
for the latest and finest in money-making tools and equipment. 


All prices subject to change without notice. 


Ask about Whitworth 
and Metric fools for ser- 
vicing foreign cars. 
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Engineers Get Lowdown on All Makes .. . 


Big Year at Proving Grounds 


(Continued from Page 17) 


well into this phase, There’s a lot 


Ford’s 70 miles at its three grounds. | more to come. 


Chrysler is now finishing a four- 
mile stretch which will give it 41 
miles of roads. Studebaker has 19 
miles of these roads and AMC has 
6% miles. 

* > : 


General Motors 


ISCUSSING recent GM ad- 
vances, Louis C. Lundstrom, 
director of GM’s Proving Ground 
at Milford, said, 

“There is a def- 

inite trend here 

toward the scien- 

tific approach and 

away from the ex- 

perimental ap- 


“We run the cars on the road 
to determine the facts. Then we 
feed the facts into the computers 
at the GM Tech Center and the 
computer gives us the best and 
most positive solution.” 
Lundstrom said the computers 

provide the information with 
greater dependability and accuracy. 
He added that the computers are 
particularly valuable in speeding up 
the reduction of the data into us- 
able information. 


“It’s possible now to have test 
results almost as soon as the tests 
are completed, compared to the 
two-day wait we often had before,” 


proach. Formerly,|he said. “And, by the use of X-Y 


it was a ‘trial and 
error method, 
now it’s electronic 

work. 
“This trend be- 
L. C. Lundstrom gan after World 
War II and has gradually acceler- 
ated. Our operations aren’t con- 
verted completely yet; but we’re 


plotters, we’re able to construct 
curves of performance, not just in- 
dividual answers. 

“We usually start a test on the 
road to get a base line. This is 
fed into the computer with the 
known variables. Sometimes the 


gineering departments are going 
into this.” 
> * = 
oo an example of how an 
analog computer is used, Lund- 
strom said that sometimes an en- 
gineer will be looking for some 
undesirable characteristics such as 
a noise in a drive line—often a very 
complicated problem. 

To get the solution, the engi- 
neer feeds information into the 
computer about the various drive- 
line components — transmission, 
prop shaft, axle, etc—and the 
computer simulates the drive line 
and tells where the possible 
sources of trouble are, how to 
work on the problem and how 
much improvement is possible. 
“Computers make possible solu- 

tions that were unobtainable 
before,” he declared. 

Chrysler Corp. also reported that 
its computers are frequently used 
to analyze data and test results 
procured at its proving ground. 

Discussing the scientific instru- 


| Up and Over a Hill-— 


| A Chrysler Corp. car climbs a gravel-road grade at the Chrysler Proving Ground 


|in Chelsea, Mich. 
. + * 
“This is being developed by our 
|own instrumentation group; you 
|can’t buy it anyplace. We need 
equipment usable on all makes and 
|it must be developed and used 
| quickly. 
> ad * 
“T.VERY test and instrument is 
under constant study to im- 
prove it. I’m referring especially to 


computer will tell you which ap- | mentation now being used and/the electronic instruments which 


proach to take. All modern en-! prepared for use, Lundstrom said,| are used for the collection and| 


...-with the ATIIrE you need to 
do business profitably! 


HERE'S PROOF OF THE ‘58 PREDICTION! 


VORNADO'S 1958 


a 


reduction of data. We now have 
one faculty of the Proving Ground’s 
engineering staff working on elec- 
tronic instrumentation.” 

Although the number of test 
miles being driven has stabilized 
at the Proving Ground, he said 

| that the engineering work has 

| increased. The test runs have not 
been shortened, but now it’s pos- 
sible to get sufficient information 
by making one run where two or 
three were needed previously. 

In this connection, Lundstrom 
said there has been a sizable in- 
increase in the number of special- 
purpose roads at the GM facility. 
“And,” he continued, “we're still 
finding it necessary to build new 
roads. Between 1951 and 1957 our 
test roads increased from 25 to 63 
miles. We've added a truck test 
loop, a 7 percent test road, a longer 
north-south straightaway, ride and 
handling roads, a 16 percent test 
grade, a military hill durability 
course, a military level durability 
course and a rough track.” 
Approximately 1,000 acres were 
added to the GM facility in 1951. 
Called the Military and Heavy 
Vehicle Test Area, this area is 
mainly used now to test the heavy 
earth-moving equipment made by 
the Euclid division, acquired in 
1953 by GM. 

> > . 

WAS acquired after the start 

of the Korean War so that the 
Proving Ground roads would not 
be torn up by tanks and other 
tracked vehicles as they were dur- 
ing World War II. Units as large 
as 50-ton dump trucks are now 
tested in the area which has 17 
miles of test roads. 

In the Military and Heavy 
Vehicle Test Area are two 60 
percent grades—steepest at the 
Proving Grounds. The Govern- 
ment specifies that all military 


“" ” 
Seven Ss tar vehicles must climb such a grade. 
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MARKET +- BUSTER 
SALES PACKAGE! 


Everything you need to 
do business profitably! 


A full, beautifully styled line 
with improved performance 
and mechanical design! 


A new, completely flexible 
dealer inventory plan! 


A streamlined, effective war- 
ranty program covering local 
and in-transit situations! 


A broader, more complete 
training program covering 
sales, installation, and 
service! 


A stronger, broader national 
and local advertising 
program! 


A practical merchandising 
program covering pre-season 
and in-season sales! 


A new “no investment” 
purchase plan for qualified 
dealers! 


THESE SEVEN ESSENTIALS 
MEAN INCREASED VOLUME 
AND PROFITS FOR YOU! 


YOU'RE a 
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Asked to compare proving ground 
tests to lab testing, Lundstrom said, 
“The lab can sort out the promis- 
ing design faster, but these most 
promising designs must be tested 
on the road. You always bring cars 
out for the final test. 
| “Cars are so complicated today 
|} that many items are tested in the 
|lab for strength and reliability and 
| not individually road tested. The 
labs are used to test components. 
But many lab tests can’t duplicate 
road tests.” 

> > 

=e Proving Ground staff has 

two principal functions: (1) To 
conduct endurance and perform- 
ance tests on cars currently in pro- 
duction at GM divisions and their 
competitors and (2) to act as a 
landlord to maintain facilities for 
the five GM car divisions to con- 
duct their development work. 

In fulfilling these functions, the 
Proving Ground annually buys a 
large fleet of GM and competitive 
cars. A third of these are used 
for the annual durability test; a 
third are needed for a variety of 
annual engineering tests, and a 
third are loaned to the corpora- 
tion. 

The durability test consists of a 
gruelling 25,000-mile tour around 
the Proving Grounds in which the 
cars are subjected to considerable 
punishment on a 24-hour, five-day 
basis. To get the information 
quickly, the test begins as soon as 
possible after the new models are 
introduced. 

This year’s durability fleet in- 
cluded a Vauxhall, an Opel, 4 
Renault, and a Volkswagen. 

The drivers are parttime em- 
ployes, many of whom come back 
annually for the three-to-four- 

(Continued on Page 22, Col, 1) 
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440.00 


gross protit 
after the washout! 


How does this compare 
with your average profit? 
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60 ‘Jeep’ Truck 


Is your gross profit retention as much as $447.75 after the washout? That’s precisely 
the profit that actual washout sheets show many ‘Jeep’ dealers are averaging, per vehicle, 

in a year ‘round market! It’s the kind of profit potential that’s also open to you, as a 
franchised representative handling the famous ‘Jeep’ family of 4-wheel drive vehicles. 








Handle ‘Jeep’ vehicles exclusively or as an addition to your present line! Whether 
you handle ‘Jeep’ vehicles exclusively, or as an addition to your present line, they’re a great 
profit opportunity. If added to your present line, you don’t give up a thing! You retain your 
present operation and add the profit potential of the ‘Jeep’ vehicle franchise. You use the same 
physical facilities, and with little increase in operating expense, you add substantial profits. 







and Ses 








Here’s what you can do right now! Look into the franchise that’s showing a gross profit 
retention of $447.75 after the washout! Most of the customers for 4-wheel drive ‘Jeep’ vehicles 
are farmers and businessmen who have a definite job for these vehicles to do. There’s no 
wheeling and dealing competition down the street. Nearly 40.2% of all ‘Jeep’ vehicle sales are 
clean deals. What’s more, ‘Jeep’ vehicle resale value is far greater! And there are additional 


profits from the sale of a wide variety of special equipment. 







‘Jeep’ Utility Wagon 













~ Get the detailed facts and see what they can mean to you! Just fill out and mail the 

om coupon below. There’s no obligation. Do it right now! 

; a 

of 

la 

ra- POSS PS SH Ss ee steeseeereene*t to ae ea ae 

a i Dealer Franchise — 
d 

‘the The™ 7 f Department 

able i P Name ! 

day i Willys Moters, Inc. nee 7 4 1 

ion Toledo 1, Ohi 

a as ' ere ii Address____ a ot vi 

o> Without obligation, please i 

a. ® i have a rte ee ae City__ la it Sad bBaaeien 

. x - . | give me information about the 

all family of 4-Wheel-Drive vehicles 1 ‘Jeep’ family frattthiee, rte ant Nl lene 

ack © 

pur- . 4 

al 


e 
I 
i 
I 
I 
| 
! 
| 
i 
i 
i 
i 
i 
I 
I 
i 
i 
i 
I 
1 
{ 
I 
1 
i 
i 
i 
I 
i 
I 
I 
i 
i 
i 
i 
I 
i 
i 
i 
i 
i 
i 

































Lowdown on All Makes... 


Proving Grounds Get 
Nod from Engineers 


(Continued from Page 20) | 


month job. They get two “coffee| failures, and comparisons which 
breaks” and a lunch period in each| customers would make. 
eight-hour shift, and they make! The proving ground engineers | 
two reports daily. One report is/are careful to just gather the facts| 
mainly what they think and feel|in these and other tests, and not 
about = _ and the ro is about to analyze the facts. 

gas and oil consumption, noise,| , ‘ sae 
malfunctions and similar mechani- Cat com —, anes cua? 
cal items. a |a spokesman said. 


T THE conclusion of the dura-| Another important job of the 
bility test, which is run mainly Proving Ground staff is to conduct 


i are|Some 38 different static and dy-| 
lamuede tae ane ‘qgeend namic tests on the engineering test 
out on rows of tables. Each year fleet. Comprehensive tests are con- 
during a 30-day period in May and_| ducted annually and the informa- 
June, some 3,000 GM manufactur-|tion turned over to the GM 
ing and engineering representatives| management and the divisions. 
are invited to the “breakdown Driving safety has been a major 
display” to examine the parts. consideration in all the recent road 





In addition, more than 100 ex- | building at the Proving Ground. All 
haustive reports are compiled on | these roads have limited accesses, 
information revealed in the break- | their entrances are at low-speed 
down. These reports cover costs, | locations and there are wide clear- 


built for today’s engines...still modern tomorrow |! 


MAN ZEL. 


all-new repair stand 
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Proving Ground Headquarters— 
Nestled among the hills of Ford Motor Co.'s new Michigan Proving Ground in) Airport. In charge of this operation 


Romeo, Mich., is this one-story structure that serves as operational headquarters for 
the test area. A combined administration building and garage, it has 160,000 square 


: | Ford’s develop- 


development and testing of com- 
| ponents affected by high altitudes 


| and steep mountain grades. 
| * * + 


Ford Motor Co. 


ISCUSSING Ford’s new Michi- 

gan Proving Ground at Romeo, 
Robert W. Gaines, manager of the 
| facility, said it is 
now primarily 
used for dura- 
| bility testing, al- 
though some 
| performance tests 
jare held. Some 
development work 
|is also done here 
| by divisional engi- 
neers. 





mental testing is 
mainly done at 


R. W. Gaines 
the Dearborn Test Area, which is 
on the site of the former Ford 


| is Al Esper, a 40-year Ford veteran 
| who performed many engineering 


feet of floor space. Behind the building are parts of the test grades and hill dur- |chores at the bidding of Hen ry 


ability route. 
* 


ings whenever they reach hill tops. | other components which are af- 
GM’s Desert Proving Ground in| fected by heat and dust. 

Mesa, Ariz., is used by the divisions | 

various engineering committees for| Engineering Test Headquarters at 

special tests on air conditioning, | Manitou Springs, Colo. It is mainly 

heaters, radiators, carburetors and| used by the GM divisions in the} 


HEAVIER, WIDER ENGINES 


+ * * 


created the need for a sturdier 


repair stand. Manzel’s completely-new design not 


only meets this immediate requirement . . . but the dealer’s future 


UL 


the utmost 


‘ 


needs as well! The new Manzel Engine Stand represents 


in safety, accessibility and all- 


round usefulness. Mechanic fatigue was also an 


important consideration — for faster, 


more profitable service. 


FOR THE FUTURE, Manzel has designed a 
special “outboard support” as an optional item. 
When car engines of the future, or 


combined axle-transmission 
adaptations require a two-post stand, 
this new Manzel Engine Stand is 
quickly and easily adapted without 
modification, simply by sliding 

the support arm into place. 


@ If you haven't 
received our previous 
mailing, drop 

us a line for full 
details. 


Factory-authorized suppiler for FORD, EDSEL, MERCURY, LINCOLN, and CONTINENTAL 


GM also operates the Pike’s Peak | 


Ford. 


The Arizona Proving Ground at 
Kingman is also primarily used 
for testing durability, with Spe- 
cial attention paid to components 
| affected by weather extremes or 
| dust. 

Gaines, who worked for seven 
| years at the GM Proving Ground, 
| before joining Ford in 1946, said 
that one of his staff’s chief func- 
| tions is to conduct the annual cost- 
| durability program in which 23 
| cars and six trucks are driven 20,- 
| 000 miles each by fulltime company 
drivers. This year Ford’s German- 
| built Taunus is included in the run. 

At the conclusion of the cost- 
| durability run, all the vehicles are 
completely torn down for study by 
the interested groups. 

” > = 

ANOTHER annual program at the 
Romeo Proving Ground, which 
| is 35 miles north of Detroit, is the 
basic engineering tests in which 30 
|Ford and competitive cars are 
| driven 2,500 to 3,000 miles as soon 
|as possible after introduction to 
| quickly get performance and dur- 
ability information. 

First held in 1957, these “B. E.” 
| tests are used to get data on the 
cars’ fuel economy, brakes, ac- 

celeration, cold starting ability 

and many other items. There is 

no tear-down of these cars, how- 
| ever. 
| _ Gaines said that 90 percent of the 
| driving at the Proving Ground is 
| done for the car divisions, each of 
|which has a separate garage. 
| At the conclusion of the B. E. 
tests these cars are sent in small 
|groups on a 2,000-mile cross- 
|country evaluation trip to Atlanta 
and back through the eastern 
states. 

In this five-day trip each car 
carries two men, one from the 
| division and one from the testing 
group. The drivers change every 
|50 miles in an effort to get a com- 
pletely unbiased opinion on the 


cars’ performance. 
= = > 





IHE vehicles are evaluated 
| through a rating system in 
which the drivers report on the 
vehicles’ fuel and oil economy, ride, 
handling, noise, convenience, seat- 
ing comfort, visibility, convenience 
of controls and many other fea- 
tures. At the completion of the 
trip the drivers make full written 
reports. 

Said Gaines, “It’s still necessary 

to do highway testing—the divi- 

sions demand it. There are certain 

things—such as traffic—which 
can’t be duplicated on any prov- 
ing ground.” 

Of course, one of the major 
j}reasons for the construction and 
expansion of all the automobile 
proving grounds was the necessity 
to get off the public highways, 
| partly because of too much traffic 
| congestion and partly because of 
| official complaints. 
| Although this proving ground is 
still in the development stage, it 
already has cost over $10 million. 
The next improvements will prob- 
ably be a 1.6-mile north-south 
straightaway (‘to compliment the 
current 2.5-mile east-west road) 
and a Belgium block road for test- 
ing suspensions and bodies. 

Gaines said, “You need a straight- 
jaway in both directions because 
| the wind should be at right angles 
to your vehicle for best test results. 
Even if you run your test cars in 
both directions, the theory is that 
the wind is less of a factor if it’s 
(Continued on Page 23, Col. 1) 
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Engineers Get Lowdown on All Makes... 


Big Year at Proving Grounds 


(Continued from Page 22) 


at right angles. Also, another 
straightaway will permit us to 
handle more vehicles.” 

oa + aa 


oe proving ground formerly 
was the famous Hereford 
cattle farm of Edward F. Fisher, of 
the Fisher Body family, who re- 
portedly was surprised when the 
group of “eastern cattlemen” to 
whom he gave an option to buy 
turned out to be Ford engineers. 

Among the major expense items 
at the grounds are the 750,000 
gallons of gasoline purchased 
annually and the 100-odd proto- 
type cars which cost $25,000 to 
$50,000 each to build and which 
must be destroyed when the tests 
are completed. 

Gaines and four other proving 
ground officials reside inside the} 
proving ground. 

Ford Motor Co. also has a con- 
tinuing program for the develop- 
ment of more scientific instruments 
at its proving grounds. About $90,- 
000 will be spent for this purpose | 
in 1958. 





> ® * 


SPER said the Dearborn test} 

area was concerned with de-| 
velopment or prototype testing,| 
weight analysis, static testing as| 
well as cold room and wind tunnel | 
testing. 

He said that a new $2.5 million 
wind tunnel will be completed this 
year at the Dearborn facility and 
that it will have a velocity of 125 
miles an hour. | 

Discussing the weight tests,| 
Esper said that each year a new| 
fleet of cars is purchased from 

dealers, completely torn down and_| 
weighed. 

“These tests,” he continued, “tell | 
where you’re heavy and where} 
you're light in comparison to last 
year’s cars and! 
in comparison to 
your competitors’ 
cars. Economical 
production is| 
closely tied in 
with weight. | 

“In the past 
year we've also) 
done a lot of body 
dimension work 
on the Anglia and 
Prefect. There's a| 
lot of wrinkles in 
these small cars.” 

Noting that his staff is also in-| 
volved in Ford’s crash safety pro-| 
gtam, he said that 40 to 50 cars| 
have been rolled over and demol- 
ished thus far. : 

Esper commented, “You know, | 
it takes a pretty good device to 
roll over a car 100 percent the way 
you want to, particularly a 

Thunderbird. It will slide on its side 
and do all kinds of things. 

“But we've just completed a new 
roll-over device that will do the job 
exactly the way we want it to. 
Basically, it consists of a ramp with | 
just the right curvature and an air | 
cylinder that locks one brake.” 

Ford also has test stations at 
Jennerstown, Pa., for testing in hill 
country and at Colorado Springs, 
Colo., for high altitude work on 
Pike’s Peak. 


Chrysler Corp. 
HRYSLER’S Engineering Prov- 
ing Grounds near Chelsea, 
about 60 miles from downtown 
Detroit, is also in the process of 
development. 
This year four miles of blacktop 
Toad are being added within the 





Army Says 2 Paints Show 


High Resistance to Heat 


WASHINGTON.—Excellent resis- 
tance to the high temperature of 
a@ blast flame is reported for two 
of several heat - resistant paints 
tested by the Army. A report of 
the research has just been released 
to industry through the Office of 
Technical Services, U. S. Depart- 
ment of Commerce. 

A zinc -dust- pigmented dibutyl 
titanate resin type paint displayed 
Superior resistance to a short blast 
of flame similar to that produced 
during rocket firing. Resistance of 
an aluminum - pigmented silicone 
resin type was also excellent, but 
Was rated somewhat lower than 
that of the zinc DBT composition. 


Cn ee 


present high-speed oval. One lane 
will have the smoothest possible 
surface for use in vibration and 
sound tests. The other lane will be 
rough, containing several sections 
that are the exact duplication of 
nearby public roads. 

H. M. Bevans, chief engineer- | 
vehicle testing of Chrysler Corp., 
said the major functions of the) 


public introduction. Production 
quality is carefully observed. 

4. To thoroughly evaluate com- 
petitive cars as quickly as possible 
in a new model year and to com- 
pare them with equivalent Chrysler 
Corp. cars. 

5. To conduct continuous pro- 
grams to evaluate the cars’ per- 
formance. Among the things 





H. M. Bevans 


proving ground| checked on each car are fuel econ- 

|omy, acceleration, speed, floor pan 

1, To test ex-| temperatures over the muffler and 

perimental com-| many other items. 
* 


are as follows: 


ponents such as| 
engines, transmis- | 
sions, axles or| 


performance. 
2. To test hand-| grade. 
built prototype) 


Ww. twine of Hicks Motor 
Company 


THE HICKS MOTOR Co. in Covington, Kentucky. 


YNAMOMETER trucks are} 
pulled by the test cars to simu- 
brakes both for| late climbing any mountain grade 
endurance and and the test cars are pulled by the 
|trucks to simulate going down a} 


Bevans said, “The performance | 
cars which are| and cooling departments are | 
built about a year| equipped with the latest types of 
ahead of production and which 
usually incorpate the experimental | 
components previously tested. 

3. To test the first cars avail- | 
able from production, before | 


intrumentation, 
siderable electronic equipment. A 
great deal of development work 
is carried on with instrumenta- 
(Continued on Page 26, Col. 4) 
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Studebaker-Packard Test Facilities— 
| An aerial view of Studebaker-Packard’s 800-acre proving ground 12 miles from 


South Bend. The half-mile long “Studebaker” sign is formed by 4,025 evergreens. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire stcry every week throughout the year. 





THIS NATIONAL CASH REGISTER provides complete transaction and de- 


partmental control 


“Our Calional System 
Saves us'3,200 a year... 


returns 90% annually on our investment!” 
—Hicks Motor Company, Covington, Kentucky 


“Our parts and service business is a 
significant part of our overall opera- 
tion,” writes W. Irwing of the Hicks 
Motor Co. “By providing us with 
figures that are instantly available, 
our National System has greatly re- 
duced our operating expenses. 
“Our National records each trans- 
action — cash or charge — providing 
us with a complete record of all 
sales. And by classifying sales ac- 
cording to departments, our Na- 


tional Cash Register makes it 
possible for us to tell at any time 
which departments are making“a 
profit and which are not. 

“Our National System saves us 
$3,250 a year, returns 90% annually 
on our investment!” 





of the Hicks Motor Company 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


989 OFFICES IN 94 COUNTRIES 


Your business, too, can benefit from the 
time- and money-saving features of a 
National System. Nationals pay for 
themselves quickly through savings, 
then continue to return a regular 
yearly profit. For complete informa- 
tion, call your nearby National rep- 
resentative today. He’s listed 


in the yellow pages of your 
phone book. m= 
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FORD MOTOR COMPANY « THE AMERICAN ROAD, DEARBORN, MICHIGAN 7; f 
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yr Company 


FORD FAMILY OF FINE CARS CLEARINGHOUSE 








On January 15th, Ford Motor Company announced the formation of a new 
division—the Mercury-Edsel-Lincoln Division—to be known as the M-E-L 
Division. Because all Ford Motor Company dealers will be interested in this 
significant organizational development, we are reprinting the highlights of the 
announcement made to the press. 


A newly formed and expanded division of Ford Motor Company—designated the 
M-E-L Division—has been assigned responsibility for all the Company’s products 
in the medium-price, luxury and imported car markets, Henry Ford II, President, 
announced today: 


James J. Nance has been appointed Vice President and General Manager of the 
new M-E-L Division. He will have complete charge of four of the Company’s 
U. S.-made car lines and of the marketing of the English Ford line. Mr. Nance 
has been Vice President and General Manager of the former Lincoln and Mercury 
Division. 


U.S.-made products of the new division are the Continental, the Lincoln, the 
Mercury and the Edsel. The English Ford line—including the Anglia, Prefect, 
Consul, Zephyr and Zodiac passenger cars and Thames Van trucks—produced by 
Ford Motor Company, Ltd., of Dagenham, England, will be imported and 
marketed by the M-E-L Division. 


“Unified direction of the organizations responsible for the five M-E-L Division 
product lines will strengthen the profit potential of our dealers and assist in in- 
creasing the Company’s efficiency,” Mr. Ford said. “In the past year, changing 
competitive conditions have put new emphasis on the importance of both the 
medium-price and the imported car markets. 


‘As a full-line producer, Ford Motor Company is in excellent position to step up 
to the opportunities available to a company which has sufficient breadth and depth 
in its product lines to meet the increasingly varied requirements of the car-buying 
public in this country. 


“Under the direction of Mr. Nance, the M-E-L Division will be organized in 
such a way as to provide concentrated management attention to each of the five 
separate car lines while retaining the advantages and the efficiencies of a single 
top-level administration. 


“‘Each car line will be merchandised and advertised individually. The dealer 
franchise for each car line also will continue to be handled on an individual basis, 
as in the past. Assignment of the English Ford car line to the M-E-L Division will 
greatly enhance its ability to develop a national retail distribution pattern geared 
closely to current market conditions in every area of the country.” 
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neering 


Turnings e oe e By Joseph M. Callahan 


staff then consisted of|had a heck of a time with front-| there. 
about 50 people. Except for the | end shakes; the frame wasn’t stiff 





started monkeying around with 
it and found out we could, Mr. 
Nash said, “‘They’ll laugh at you 
if you drive around with your 
cowl open.’ 
| “But Mr. Mason was keen on the 
| heater. After the merger, he said, 
‘Go ahead, You’ve got something 


,” 





Comparing Nash and Mason, 


axle and a few other components | enough. We decided that there was | Moore said, “Mr. Nash was not an 
that were picked up from the|a better way to do it. So we worked | engineer and had little formal edu- 
Jeffrey, they designed the entire|out the unitized body and found| cation. He was a good, practical 
ear, including a transmission, and | that it doubled the stiffness of the|™an, but he always held us down 


an overhead - valve, 
engine. 
= > * 


Tooling Costs Under Million 


EVEN designed our own 

body,” he continued, “al- 
though that wasn’t much of a job 
in those days. We didn’t need a 
long period for styling then. In 
those days a car could be tooled 
up for less than $1 million; today 
it would cost between $30 million 
and $40 million.” 

Explaining how the unitized 
body evolved, Moore said he and 
Walberg began work on the proj- 
ect in 1936 and had come up with 
an X-type frame, much like the 


frame introduced on the recent | 


GM cars. 
“In those days,” 


he said, 


| 





| 
| 


“we | 


six -cylinder|X frame. We decided that that|in engineering. 


was the way to go. 7 7 _™ 
“Budd Co, had done work of this |‘Cyut Qverhead to Survive’ 
nature before—mainly in Europe— 
and we had them ‘cobble up’ a body 
for us. That’s when we acquired | 
Ted Ullrich, one of the country’s 
top body men: About this time 
(1937), Nash merged with Kelvi- 
nator and George Mason gave us| 
the go-ahead.” 
* 


‘We can’t buy material cheaper 
than anyone else; we have to pay 


the production” He probably 
couldn’t operate today. He held us 
down, but he was never arrogant 
| or mean. He just saw that we never 
Experts Were Wrong | wasted a motion.” 
ype ae rg to his development | Moore said Mason was one of 
of the fresh-air heater, he said| the most dynamic men he ever 
he began working with Charles| saw and that he was an ex- 
Perkins of Modine Mfg. Co. in the| tremely easy executive to work 
early '30s on the project. | with because he understood the 
“The experts said we didn’t engineers’ problems, 
have enough BTUs to heat a car “Mr. Mason was tolerant of us,” 
with cold air,” he said. “But we (he continued, “and realized that 


* + 





This Muffler of ALUMINIZED STEEL 
Gave 6 Years’ Service 





Trouble-free service like this makes customers happy—brings them back 


This is a standard-type muffler. The only thing 
different about it is that it’s made of Armco 
Avuminizep Steev. But that difference is the 
reason why this muffler lasted 6 years—far beyond 


When installed as replacements, mufflers made of 
this special aluminum-coated steel give car owners 
the trouble-free service that builds goodwill— 


brings customers back. 


the life of an ordinary carbon steel muffler. 


Of course, even mufflers made of Armco 
ALUMINIZED STEEL won’t last this long every time. 
But actual road tests indicate that they can be 
expected to outlast ordinary carbon steel mufflers 
more than two-to-one on the average. 


ARMCO STEEL 


ARMCO STEEL CORPORATION, 1308 CURTIS STREET, MIDDLETOWN, OHIO 


Ask for ALUMINIZED STEEL 


So next time you order mufflers, ask for those 
with parts made of Armco ALUMINIZED STEEL. 
They will help you build a reputation for top- 
grade muffler service. 


® 


RNG 





SHEFFIELD DIVISION ¢ ARMCO DRAINAGE & METAL PRODUCTS, INC. ¢ THE ARMCO INTERNATIONAL CORPORATION 


| 
“HS philosophy of success was, | 


the same for labor; so the way to| 
survive is to cut overhead to meet | 


| bassador, 
|Rambler six, the current Rambler) 





Bakelite Co. Quits 
Polyester-Resin Field 


NEW YORK.—The withdrawal 
of Bakelite Co., a division of 
Union Carbide Corp., from the 
manufacture and sale of polyester 
resins, effective Jan. 1, has been 
announced by J. D. Benedito, 
sales vice-president. 

“Bakelite Co.’s continued faith 
in the future growth of the rein- 
forced plastics industry, however, 
is exemplified by our large in- 
vestment in this area,” Benedito 
said. “We will continue to de- 
velop, manufacture and promote 
epoxy and phenolic resins for used 
in reinforced plastics — as evi- 
denced by our recently announced 
plans for a new epoxy resin plant 
at Marietta, O.” 





if we didn’t come up with an an- 


| Swer on Monday, we would have 


another Monday.” 

Down through the years Moore’s| 
main mechanical interest has been | 
engines, and he is generally) 
credited with designing the Am-| 
six-cylinder engine, the | 


V8 and an experimental air-cooled | 
four-cylinder engine. 
+ oe of 


Specialist in Heating 








| 10,000-mile endurance tour. 


|meter and odometer and other 
| components. 


H® ALSO has been deeply inter- | 
ested in heating and air condi-| 
tioning and is generally believed 
to be the first to combine heating | 
and air conditioning in a single) 
unit, 

A member of the Society of | 


Engineers Put 


——. 


Automotive Engineers for 4 
years, Moore said “I think it is a 
must for any young engineer to 
become a member of SAE to es. 
tablish himself in the industry 
and to make valuable contacts 
with the more mature engineers.” 
Commenting on the changes ip 
|engineering education in the past 
four decades, Moore, a graduate of 
Ohio Northern University, said “In 
|1917 we got a more fundamental] 
engineering training and not ag 
much specialization as they get 
| today. I think it’s the job of our 
| educational system to teach basic 
| fundamentals. 

“By the time the kids get out of 
these automotive engineering 
schools today, the textbook is out 


of date. If they’d teach these 
|fellows the fundamentals, we'd 
}soon teach them our specialty.” 

* + * 


| He'll Stull Advise AMC 


—-= he is formerly re- 
tiring, Moore intends to “keep 
active” as an American Motors 
consultant and with a number of 
other engineering projects. 

Commenting that he may do 
some college lecturing, he said 
“ve always maintained that 
more engineers should make 
themselves available to our uni- 
versities to give the young men 
the benefit of their years of ex- 
perience.” 

At present Moore is undecided 
whether he’ll live in Phoenix, Ariz. 
or La Jolla, Calif. The vacancy left 
by his departure will not be filled 
by American Motors. 





In Big Year 


At Proving Grounds 


(Continued from Page 23) 


tion to improve the speed and 
accuracy of the results.” 

He asserted that truck develop- 
ment and testing is carried on at 
the Proving Grounds in the same 
general manner as car testing. The 
truck programs also include off-the- 
road testing for four-wheel-drive 
vehicles. 


The basic testing program at the 
Chrysler facility is a rigorous 15- 
part routine of cars selected at 
random from the final assembly 
lines. 

Within this basic test pattern, 
Chrysler engineers conduct nearly 
200 individual studies, including a 


Next is the performance test in 
which the engineers test braking 
ability, engine characteristics, ride, 
carburetor efficiency, gasoline oc- 
tane requirements, fuel economy, 
cold starting ability, the speedo- 


Studebaker-Packard 


T= Studebaker Proving Ground, 
has a three-mile main test 
track and a wide 
variety of sand, 
gravel, clay and 
blacktop roads 
for learning in a 
few weeks what 
the average 
owner experi- 
ences in years of 
driving. 

Under the di- 
rection or Arthur 
E. Hunt, some 








& © os 500,000 test miles 
were driven last year at the 
facility. 


Acfeature of this proving ground 
is a planting of 4,025 evergreen 
trees which form the word “Stude- 


U. S. Gets Record Load 


Of 263 New Triumphs 


PORT NEWARK, N. J.—A record 
cargo of 263 new model Triumph 
sedans and estate wagons arrived 
here last week aboard the S. S. 
Grel Marion. 


Alan F. Bethell, president of 
Standard-Triumph Motor Co., Inc., 
N. Y., said “This is the largest all- 
triumph shipment ever received at 
an East Coast port, and the first 
of charter shipments arranged to 
guarantee a volume of 2,000 units 
a month for our new sedan and 
estate wagon.” 


lis reminded of 


|statement from 


baker.” The sign is a half mile long 


and the letters are 225 feet wide. 
. * . 


American Motors 
MERICAN MOTORS’ Proving 


Ground at Burlington, Wis., is | 


the scene of a series of annual 
tests on AMC prototype cars before 
production begins. 

The vehicles are subjected to 

a gruelling 7,500-mile run over 

the facility’s 6% miles of roads. 

AMC engineers feel that this run 

is equivalent to 100,000 miles of 
ordinary driving. 

These cars are test driven about 
500,000 miles a year, including 
highway testing. The company also 
has a research lab in Detroit for 
advanced engineering work. 

Al E. Berg, chief proving ground 
engineer, says, “Our main purpose 
is to break down what Kenosha 
(Wis.) builds up.” 

At all the prov- 
ing grounds one 


the following 


GM: 

“A proving 
ground is some- 
thing that grows. 
It is not some- 
thing that can be 
built overnight to 
meet a _ present 





A. E. Berg 
condition. It must be constantly 


changing to keep a year... two 
years ... five years ahead of the 


cars on the street. A proving 
ground is the vanguard of auto- 
motive progress.” 

* > - 





A Bumpy Road— 


A '58 Rambler moves down a replica 
of the Belgium biock road at the Ameri- 
can Motors Proving Ground in Burlington, 
Wis. This road road tests the car's shock 
absorbers, springs and other components. 
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From gorgeous grills to titillating taillights, 
the *58’s have uncorked their Sunday punches 
— hotly competing for every sale. 


But don’t let this stressing of the newest and 
most glamorous cost you sales in the end. 


It can—if in the din of battle you forget that 
prospects will spend part of their lives JN those 
’58 beauties and (once you remind them of 
that) will go strong for basic comfort features. 


Chief among basic comforts is AIRFOAM — 
greatest selling word in cushioning. 


To Mrs. Prospect, AIRFOAM suggests the richest 
luxury of the finest homes. 


To Mr. Prospect, AIRFOAM brings dreams of his 
best-loved easy chair. 


And no matter what a car’s other features may 
be—it takes AIRFOAM to complete the picture of 
the truly modern. 


This hands you a triple-barrelled sales-nailer- 
downer—more important than ever in this most 
competitive of automotive years. 


So — when you’ve wowed your prospects with 
everything your line offers, get into the home- 
stretch with AIRFOAM. That brings home the 
bacon—plenty of bacon—plus plenty of green- 
stuff that’s even better! Goodyear, Engineered 
Products Dept., Akron 16, Ohio. 
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Extra 
Trade-in 
Bonus 
For Dealers! 












in addition to helping you sell cars now, 
AIRFOAM will increase your profits come 
trade-in time. How? By retaining its shape 
and protecting upholstery so cars come back 
to you in more salable condition. What bet- 









ter way to assure more rescles—AT BETTER 
PRICES—than by selling AinFOAM now? 






Alrfoam—T. M. The Goodyear Tire & Rubber Company, Akros, Ohio 


MADE ONLY BY WW\— GOODSYEAR 


THE WORLD'S FINEST, MOST MODERN CUSHIONING 
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Five Air Suspensions 


Detailed by Makers 


(Continued from Page 17) 


in the frame’s rear-spring cross- 
member permitted installation of 
the rear air springs, he said. 

+ > > 


Air Returns to Valve 


E CONTINUED, “The air com- 

pressor is located on the engine 
and is driven by the engine through 
a belt. It supplies air to a pressure 
tank, which in turn delivers air 
through the pressure regulator 
valve in the manual control valve 
to the three height control valves. 

“Air from the height control 
valves returns to the manual 
control valve, and is then routed 
back to the air compressor inlet. 
The entire operation described 
above is routed through copper- 
clad steel tubing, except for the 
lines from the compressor to 
tank, tank to manuel override 
valve and from this valve to com- 
pressor inlet and air cleaner; 





these lines being rubber hoses.” 

He said that operating pressures, 
which vary with load, are in the 
neighborhood of 100 PSI for a five- 
passenger load, depending on the 
model. This system produces a 
spring frequency of 43 cycles per 
minute in the front and 52 in the 
rear, regardless of the load with 
the car in the vicinity of design 
height. McFarland explained that 
since the frequency is proportional 
to the square of the stiffness of 
the air springs divided by the mass, 
the product is_ substantially 
constant. 

Describing the Buick air suspen- 
sion’s control system, he said, “Air 
is furnished by a two-cylinder com- 
pressor driven by the engine 
through a V-belt at 115 times 
crankshaft speed, delivering air 
up to 290 pounds per square inch 


pressor passes through a check 
valve to a high-pressure storage 
tank of approximately 820 cubic- 
inch volume, located at the front 


of the chassis. 
+ + 


+ 

“T.ROM the storage tank, the air 

is conducted to a reducing 
valve in the manuel override valve 
set at 145 PSI to maintain a con- 
stant pressure supply in the sys- 
tem. This constant pressure con- 
trols the rate of response of the 
air springs.” 

McFarland said that the manual 
override valve, besides limiting air 
in the system to 145 PSI, also 
raises the car over four inches 
when a knob under the instrument 
board is pulled. 

“This operation,” he explained, 
“causes a valve plunger in the 
override valve to shut off the 
exhaust line to the compressor 
and opens the exhaust lines of 
the height control valves to the 
145 PSI air normally reaching 
the valves through the inlet lines 
only. 

“The air through the exhaust 
lines raises the exhaust valves off 
their seats and fills the air springs 
with 145 PSI air, overruling the 
height control valves’ normal func- 
tion. This causes the air springs to 
lift the car up against the rebound 


stall pressure. Air from the com-| bumpers over four inches in front 
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and approximately 5% in the rear.” 
He said that this was useful in 
abnormal conditions such as pull- 
ing through mud holes, deep snow, 
high crowned roads, or loading the 
car on unusual lift hoists. This 
gives a hard ride, of course. 
McFarland concluded, “The fear 
expressed by those in the past that 
frequencies as low as described 
could not be employed has now 
been shown to be groundless. The 
reason is that we don’t operate 
in them, as they are only in the 
center band of the ride; and even 
if we should, the shock absorber 
control would prevent repetition of 


cycles at those frequencies.” 
* * * 


Rambler System 


ESCRIBING the Rambler air- 

coil-spring suspension, Wallace 
S. Berry, director of automotive 
research for American Motors, said 
that the rubber companies have 
been testing air springs for 20 
years and that Ralph Isbrandt, 
AMC’s director of engineering, 
demonstrated an air-ride car to 
him in 1938, 

Berry declared, “The ad- 
vantage of riding on air was 
obvious even then, particularly 
for cushioning severe bumps, but 
independent front suspension had 
just come into general use and 





Join the profit parade now! Quaker State Super Blend sets 


the pace for year-round sales, profits and performance. This 
superb SAE-10W-30 HD oil assures the most dependable all- 
weather lubrication for your customers, and it builds biggest 


profits for you! 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 


Member Pennsylvania Grade Crude Oil Association 





seemed to fulfill the need for 
improvement in the ride of cars 
of that era. 


“Recently, however, requirements 
of the engineer and stylist to 
lower the center of gravity of the 
Passenger car as much as possible 
have again aroused interest in the 
air spring. This feature of an in- 
creasing (spring) rate would re. 
duce the axle travel required under 
all load conditions—a definite ad. 
vantage to the designer in keeping 
the car low.” 

He said that the Rambler was 
easily adaptable to air springs 
because it had been using four coil 
springs and that it was possible to 
test and evaluate a considerable 
number of systems. 

> * * 
ery air systems, he declared, 

did not materially improve the 
Rambler’s coil-spring ride and it 
became apparent that their most 
important advantage to AMC was 
their ability to maintain the car at 
a constant level at all times and the 

variable spring-rate characteristic, 

Asserting that studies revealed 
that the rear springs are most 
affected by extreme loads, Berry 
said that this “led to the decision 
to concentrate on the develop- 
ment of a system in which air 
springs are used at the rear 
wheels only. 

“It was felt that such a system 
would enhance our four-coil spring 
suspension by utilizing the air 
springs to the best advantage for 
leveling, and for maintaining es- 
sentially the same riding charac- 
teristics with the car either empty 
or fully loaded.” 

He added that this system also 
was less complex, had less parts, 
had maximum interchangeability 
with the coil springs, was easier to 
manufacture and service, and im- 
portantly, cost the consumer less. 

Berry continued, “A Goodyear 
Rolling Lobe Air Spring was de- 
signed to go inside the rear coil 
spring, thus paralleling the charac- 
terists of the air spring with the 
steel coil spring. 

> > : 

Weight Rides on Springs 
“Most of the weight of the 

empty car is carried by the 
steel springs having the relatively 
low rate of 60 pounds per inch for 
the sedan and 96 per inch for the 
station wagon.” 

Explaining how the system 
works, he commented, “A single 
levelling valve is mounted near 
the center of the body above the 
rear axle. With the car empty, 
20 PSI pressure exists in the air 
spring and each air spring sup- 
ports about 100 pounds. The steel 
spring supports 500 pounds. 

“As load is added, a leveling 
valve senses the change and in- 
creases the air pressure so that the 
air spring carries the additional 
weight of passengers and baggage. 
In a loaded station wagon, the air 
pressure in the springs may be over 
100 pounds per square inch. 

Berry said that the principal 
function of the leveling valve was 
to admit or exhaust air when the 
load was changed and that the 
duration of the suspension disturb- 
ance caused by normal road bumps 
is not sufficient to affect the car's 
height. 

“The exhaust port of the leveling 
valve,” he continued, “is connected 
to a pressure-limiting valve which 
keeps the pressure of the air spring 
from getting below 18 PSI. This 
prevents the spring from being en- 
tirely deflated if the body is jacked 
up to change the tire or to lubri- 
cate the chassis. 

* > o 

“IN SHIPPING new cars, the air 

is released from the system. 
Since most of the load is on the 
coil springs, the car can be trans- 
ported without any air in the sys- 
tem. In an emergency, the car can 
be driven without any air supply. 
Running the engine for approxi- 
mately 30 seconds supplies ample 
air pressure.” 

Describing how an air-spring 
testing machine is arranged to 
simulate the rear suspension of a 
vehicle, he said that the vibrating 
load is varied to equal the spring 
mass of the car carried on each 
spring. The mass is vibrated 
through the range of the spring 
travel and a continuous record of 
the load, deflection, pressure and 
acceleration is taken on a six- 
channel electronic analyzer, he 
said. 

“This data,” he declared, “is then 

(Continued on Page 30, Col, 1) 
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IN THE 16-STATE Southern rural market where half of America’s farm 
families live and prosper, The Progressive Farmer is the first adver- 
tising buy—and here’s why — 


First in Readership 


The Progressive Farmer has 4,480,000 Southern rural readers, 760,000 
more than Farm & Ranch and 1,930,000 more than Farm Journal.* 


First in Preference 


Among farm readers of both magazines, 73.6% prefer The Progressive 
Farmer, 18.2% prefer Farm & Ranch. Among farm readers of all three 
magazines in the South, 68.1% prefer The Progressive Farmer, 17.4% 
prefer Farm Journal and 14.5% prefer Farm & Ranch.* 


in Influence 


Year after year, in scores of independent surveys, The Progressive 
Farmer has invariably been given the overwhelming vote by rural dealers 
and wholesalers as the magazine with greatest advertising influence on 
Southern rural families. 

Ask your own Southern distributors, dealers or their best farm customers 


which farm magazine they prefer. Your Progressive Farmer representative 
will arrange to defray the cost of your survey. 


in Advertising 

The Progressive Farmer continues to lead the farm magazine field in 
advertising linage and is second only to Farm Journal in advertising 
revenue. In 1957, advertisers invested almost 34 times as much in The 
Progressive Farmer as in Farm & Ranch— twice as much as in all the 
other five Southern farm publications combined. 


FOR MANY ADVERTISERS the South is the FIRST BUY today. And 
the FIRST BUY in the South is The Progressive Farmer—first by any 
test of the power and prestige of a magazine. 


THE SOUTH SUBSCRIBES TO 


The Progressive Farmer 


Advertising Offices: BIRMINGHAM e RALEIGH ee MEMPHIS ¢ DALLAS 
NEW YORK e¢ CHICAGO e LOS ANGELES « SAN FRANCISCO 
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Makers Detail Air Suspensions 


(Continued from Page 28) 


used to plot the dynamic character- 
istics of the suspension. The char- 
acteristics of the steel coil springs 
are mathematically added to those 
of the air spring and the riding 
qualities of the car predicted.” 

He said that the system uses a 
Bendix - Westinghouse compressor 
which supplies one cubic foot of air 
per minute at 150 PSI at 50 miles 
an hour. Maximum pressure of the 
system is 300 PSI. 

Berry concluded that the system 
gave good performance “with only 
16 air connections and a minimum 
of working parts. There are no 
electrical solenoids and wiring to 
complicate the system. Reliability 
and ease of service have been 
prime considerations in combining 
the principal benefits of air springs 
with the existing features of the 
unique configurations of spring sus- 
pensions used on American Motors 
cars.” Ss 8 8 


More Travel Space 


RESENTING the Ford paper 
was C. F. O'Shea, a Ford 


chassis engineer, who said that it 
has been long obvious that lower 
spring rates would give a softer 
ride, but that these springs require 
more wheel travel space which is 
counter to the trend to lower cars. 

O’Shea said the limitations of 
steel springs compelled Ford en- 
gineers to look for a fundamentally 
different suspension system that 
would have these features: 

1, A spring that could be fitted 
into the space provided for a 
normal coil spring. 

2. A leveling system that would 
provide for rapid leveling under 
load changes and yet provide slow 
leveling for a car in motion. 

3. A spring medium with a con- 
stant low rate and frequency in 
the ride range and with sufficient 
build-up of rate in the compression 
and rebound positions to provide 
adequate cushioning and satis- 
factory handling characteristics. 

Asserting that studies show that 
the air spring offers the best po- 
tential for ride improvement, he 
said, “Both coil and torsion bar 
springs have a higher constant 


rate with no buildup in compres- 
sion and rebound. 
* * * 

.— leaf spring is shown to 

have a high rate with some 
buildup in compression and rebound 
but this is due to shackle effect, 
and can be modified only slightly.” 

Commenting on an important dif- 
ference of the Ford system, O’Shea 
said it was of the “open” type in 
that air was taken from the atmos- 
phere, used and then exhausted to 
the atmosphere. 

He said this system was chosen 
over the “closed” system, which 
reuses the exhausted air, because 
it eliminates the complication of a 
low-pressure tank and its attendant 
air lines. He added that the Ford 
system has a 300-PSI pressure in 
the reservoir which is reduced to 
150-160 PSI. 

O’Shea continued, “The leveling 
valves are the brain of the Ford- 
Aire system. They provide dual 
or “slow-fast” type of leveling 
control. When the car is being 
driven or is standing with the 
doors closed and a height adjust- 





ment is required, air is directed 
to or from the springs through 
highly restricted passages in the 
leveling valves so that height 
changes occur slowly. 

“However, when the doors are 
opened for passengers to enter or 
leave the car, a solenoid valve is 
actuated. This pneumatically opens 
a relatively unrestricted bypass in 
each leveling valve through which 
the springs are filled or exhausted 
depending on the attitude of the 
car.” 

He said that adopting the air 
springs to the Ford front suspen- 
sion was relatively simple but that 
a completely new rear suspension 


was needed. 
= = + 


New-Matic Ride 


- THE next paper, R. W. Perkins 
described Oldsmobile’s New- 
Matic Ride suspension, as well as 
some of the production problems 
involved and their solutions. 

He said that the New-Matic Ride 
chassis included a new frame (not 
interchangeable with that used on 
steel-spring cars), four-link rear 
suspension, diaphragm-type air 
springs, height control valves, air 
compressor (mounted integrally 
with the power steering pump), oil 
and moisture separator, high pres- 
sure tank, low pressure tank, pres- 
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Famous tire valve operating principle 


known as the 


ACE OF STANDARDIZATION 


SCHRADER TIRE VALVES 


Ace of Standardization 
Schrader replaceable — 
interchangeable Valve Core 


Free floating tapering 
insert end gives “ball 
and socket” action 


The Schrader Valve Principle 
available for attachment 


for any rim 


hold this distinction in all industry because of 
Schrader quality, reliability, safety and performance 
... Since the first pneumatic-equipped vehicle 
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sure regulator and elevator valve 
unit and copper air lines through. 
out the system. 

“A rubber insulated four-link 
suspension,” he stated, “is used at 
the rear to hold the rear axle 
in position, a function normally 
performed by rear leaf springs. 
The rear air springs are mounted 
on the axle housing independent 
of the suspension links and in 
this manner used solely to control 
ride. 

“The upper suspension links are 
diagonally mounted to provide 
lateral control of the axle, and to- 
gether with the lower links absorb 
drive and braking torque and 
control fore and aft motions.” 

Perkins said that Oldsmobile’s ex- 
clusive closed system, which is 
designed to operate at 100 PSI, has 
a low-pressure tank which collects 
air exhausted from the springs and 
stores it for re-use. This minimizes 
the need for fresh air makeup, he 
said, and reduces the chances for 
contamination, moisture and dust. 


He said that when Oldsmobile 
decided to go in air suspension 
production, these goals were estab- 
lished: 

1. To produce a leak-free air 
suspension system that would 
maintain the car at its design 
height over long periods of time. 

2. The control system would have 
to perform satisfactorily under all 
conditions of temperature, altitude, 
humidity, road and passenger load- 
ing. 

3. Durability of the system must 
be at least equal to leaf springs. 

4. Design of the suspension com- 
ponents must be such that the 
parts could be easily manufactured, 
would be practical to assemble on 
an assembly line and would be easy 
to service. 

> > * 
—- said that special equip- 
ment was designed to check the 
operational characteristics of 
height control valves, elevator and 
pressure regulator valves, oil 
separator assemblies, air compres- 


|}sors and front check tees. 


“Leak testing,” he explained, “is 
accomplished mainly by the fix- 
ture of cavitation method whereby 
the part to be tested is totally 
enclosed within a cavity having 
approximately %-inch to %-inch 
clearance between the girth of 


| the part and cavity volume. 


“A stream of air is drawn from 


| the cavity past the part and into 
| an analyzing chamber of a Tri-Non 


nitrous oxide analyzing unit. The 
part being tested is pressurized with 
an air and nitrous mixture and 


|} should a leak occur, the presence 


of nitrous oxide is quickly detected. 
Each testing unit is calibrated to 
detect the maximum allowable leak 
rate.” 


Oldsmobile methods engineers, 
according to Perkins, devised a 
unique method of sub-assembling 
the pipe suspension components on 
a harness-like jig which is then 
lowered on the frame at the begin- 


|ming of the assembly line. 


Summing up this system, he said, 


|“Although the Oldsmobile Ne w- 


Matic Ride system may seem more 


| comprehensive than others, every 


feature designed into it has a def- 
inite purpose, all found necessary 
to meet Oldsmobile’s standards of 
performance, reliability and dur- 
ability during an extended period 


of over two years.” 
. + * 


Level Air Suspension 


HEVROLET’S Level Air Sus- 

pension was described in a 
paper by K. H. Hansen, J. F. 
Bertsch and R. E. Denzer, all 
Chevrolet engineers. 

Hansen, who delivered the paper, 
said that the Chevrolet system has 
self-dampening qualities for a 
gentle boulevard ride, as well as 
the proper absorption for secondary 
roads. 

A fundamental requirement, he 
stated, was that the suspension 
system have a high degree of 
production interchangeability with 
the conventional steel spring sus- 
pension because this results in 
low cost to the customer. To 
accomplish this, full-coil suspen- 
sion was adopted as regular 
equipment. 

He said that air suspension with 
its constant leveling feature has 
solved a problem that has con- 
fronted stylists for many years— 
that of making a car look as attrac- 
tive when fully loaded as when 
lightly loaded. 


The Bulletin goes home...delivers more copies to more people 


every seven days in Greater Philadelphia than any other newspaper 


In the prosperous 14-county Greater Philadelphia market, people 
spend $1,252,000,000 for cars and accessories each year. You 
can reach them in the home where the decisions to buy are made. 
Use the advertising columns of Philadelphia’s home newspaper— 
The Evening and Sunday Bulletin. And now your sales message 
can have the added impact of R. O. P. spot and full COLOR— 


evening and Sunday —seven days a week! 


The Bulletin exerts a powerful influence on the buying 
habits of its readers. Philadelphians like The Bulletin. They 
buy it, read it, trust it and respond to the advertising in it. 


The Bulletin is Philadelphia’s home newspaper. 


Advertising Offices: Philadelphia * New York * Chicago 
* Atlanta * Los Angeles 
* Seattle. Florida Resorts: The Leonard Company, Miami Beach. 


Representatives: Sawyer Ferguson Walker Co., Detroit 


San Francisco 


In Philadelphia nearly everybody reads The Bulletin 



















FILTERING MEDIA—An announcement 
from Wix Corp., Gastonia, N. C., tells 
about Wix-Knit, a special filtering media 
made of an exceptionally springy, highly 
absorbent yorn that is supported in the 
cartridge by a pure aluminum suspension. 
This combination of filtrant and suspen- 
sion prevents any tendency to mat, pack 
or channel; neutralizes acids; assures a 
high flow-rate, and retains even micro- 


scopic particles of contaminants with a 
minimum pressure drop, it is claimed. 
> * = 





STORAGE CABINETS—lyon steel cab- 
inets feature styling that includes rounded 
front corners, no bolt heads on front or 
sides, positive three-point locking device, 
polished chrome handle and built-in lock. 
Storage type has four shelves, adjustable 
every two inches without tools. Wordrobe 
type has full-width shelf at top for hats 
and packages; coat rod below shelf holds 
eight to 15 heavy coats on hangers. Ward- 
robe shelf is adjustable every two inches 
without tools. Combination type combines 
feotures of wardrobe and storage cab- 
inets. Overall dimensions of all three 
types are 36 inches wide, 21 inches deep, 
78 inches high. Lyon Metal Products, Inc., 
Avrora, Iii. 





SPARK PLUG TESTER—Champion Spark 
Plug Co., Toledo, ©O., introduced the 
series 800 spark plug cleaner and tester. 
The unit has a spark indicator rather than 
the old comparator type tester. Another 
improvement is an abrasive bag which 
automatically sifts ovt all of the worn 
abrasive dust. In addition to this bag, an 
automatic water trap to remove moisture 
from the abrasive has been included as 
standard equipment. Other features in- 
clude a more accessible‘ spark switch 
button, a streamlined cabinet, and a plug 
adapter to fit the three pronged power 
supply cord which incorporates a ground 
— ‘oe 


Remote-Control Mirror 


Introduced by Mercury 
Mercury has introduced an out- 
side rear-view mirror which it says 
can be adjusted by moving a small 
lever mounted on the instrument 
panel. 
It eliminates the need for reach- 


| control 





ing out the window or getting out 
of the car to adjust the mirror, 
Mercury said. The remote-control 
mirror is available at Mercury 
dealerships. 












THROTTLE CONTROL—Complete control 
of engine r.p.m. from any part of the 
vehicle and from up to 12% feet away is 
said to be possible with a remote throttle 
introduced by Allen Electric & 
Equipment Co., 2101 N. Pitcher St., Kala- 
mazoo, 
can be advanced or retarded 
or adjusted precisely and held at any 
engine r.p.m., it is claimed. A push button 
release built into the handle enables the 
operator to return engine speed to normal 
idle. An aircraft type control cable is 
long enough to permit one man opera- 
tion on all service jobs that require 
variable control of engine r.p.m. 





TIRE SPREADER—Temco, Inc., Canton, 
©. announces a tire inspection spreader 
specifically designed for use with tubeless 
tires. A mirror system allows the operator 
to view both sides of the spread tire 
at once. Protecto-Bead rollers do not 
strain, distort, or injure the bead sealing 
rings or inner liner, it is claimed. Power 
driven, the spreader rotates tire one full 
turn in 15 seconds, starting and stopping 
with a foot operated control. Tire Equip- 
ment Sales, P. O. Box 933, Akron 9, O. 

= 7s 
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G-81 


G38 


CAPS—Two non-vented caps said to be 
designed to prevent leakage on ‘58 
Chevrolets and Pontiacs being offered by 
Stant Mfg. Co., Inc., Connersville, Ind. 
The non-vented G-38 fenderwell type is 
of zinc plated steel with “floating seal" 
construction—fits size “A" with standard 
cams—for use only on cars having self 
vented tanks. The G-81 non-vented “‘press- 
to-lock" type is also for use only on cars 
having self vented tanks. Stant is also 
showing its G-80 “press-to-lock" type for 
same applications as G-50 and G-70; 
G-82 outside cam-type locking gas cap 
replacing G-54 stainless cap being dis- 
continued; R-16 13-15-pound pressure 
radiator cap with narrow ears for use on 
air-conditioned '52-'56 Chrysler Corp. cars 
and °56-"58 Hudson and Nash cars, and 
all '56-'58 Ramblers. 


Mich. With this tool the throttle | 
instantly, | 


AUTOMOTIVE NEWS, JANUARY 27, 1958 


NEW PRODUCTS 









TRAILER HITCHES—A line of Draw-Tite 
boat and utility trailer hitches is being 
prepared for use on 1958 model automo- 


One-piece construction is said to be the 
outstanding feature of these hitches. The 
| hitches are guaranteed to haul trailer 
loads up to 2,000 pounds gross weight, 
a safety factor approved by highway 
authorities. Other advantages of these 
custom-built hitches are said to include 
neat installation (only the bal! shows), 


and safe, three-point attachment to the 
car bumper and frame, strengthening the 
bumper. 


| adapter, model 100-A announced by 
Hunter Engineering Co., St. Louis, is said 
to offer even faster wheel balancing with 
Hunter's portable tune-in on-the-car wheel 
balancer. The Hunter adaptor fits 
American-made car wheels, 13 through 16 
| inches in diameter, as well as many 
foreign car wheels. The adaptor can be 
mounted in a few seconds, completely 
secured and locked in position, and its 
versatility eliminates the need for multiple 
adaptors to fit various wheel sizes, it is 
said. 








FLOOR MAT—Doan Mfg. Corp., 1771 
London Rd., Cleveland, O., is producing 
a station wagon auxiliary floor mat de- 
signed to fit the rear load deck of all 
make and model station wagons. Made 
of heavy-gauge rubber, the Doan mat 
is 45-by-48-inches in size. 

1 a 





BRAKE DRUM LATHE—Boarrett Equipment 
Co., 2101 Cass Ave., St. Louis 6, Mo., has 
announced that its Drum-Dokter Lathe 
is now available for coin meter opera- 
tion. This coin-operated Dru m-Dokter 
offers the jobber and distributor the op- 
portunity to place this equipment in the 
hands of the user on an easy purchase 
plan, or for continuous metered operation. 

a 


Insulating Window Glass 


Is Marketed by L-O-F 


A new all-glass insulating double 
window unit, GlasSeal Thermopane, 


biles by Draw-Tite Co., Belleville, Mich. | 


| the 


| on 


| reach 


| replacement, it is 





WHEEL ADAPTER—The Kwiklok wheel | 





time to 
like the one 
to be essential to break the filler loose. 
This wrench is part of Plymouth's official 
“1958 essential special service tool pack- 
age” but is available to all independents 
and mechanics under tool number C-3654 
from Miller Mfg. Co., 17640 Grand River 
Ave., Detroit 27, Mich. 


has been announced by Libbey- 
Owens-Ford Glass Co. 


The new unit is manufactured 
from two lights of L-O-F double- 
strength “A” quality sheet glass 
and has a nominal air space be- 
tween the sheets of 3/16 inch. Over- 
all thickness of the unit is slightly 
under a half-inch. 


CYUNDER HEAD 
ASSEMBLY 















































TAPPET TOOL—This photo shows how 
special Miller C-3631 puller can 
reach down through the cylinder head 
and engage the hydraulic valve tappet 
1958 Plymouth, Dodge and DeSoto 
cars. The manifold was removed in this 
picture strictly to show how the tool can 
the tappet for removal and 
stallation. Actually, only the cylinder head 
cover needs to be removed in order to 
remove a faulty tappet and install a 
claimed. Miller Mfg. 
Co., 17640 Grand River Ave., Detroit 27, 


| Mich. 





OIL FILTER WRENCH—Many of the 
1958 cars use an oil filter that must only 
be installed hand tight. When it comes 


however, a wrench 
illustration is said 


replace it, 


in the 


me e0 





INDUSTRIAL BALANCER—A lightweight 
precision electronic industrial balancer, 


with weight and size ranges for specific 
use in automobile and truck engine re- 
building, plant maintenance, quality con- 
trol 
been announced by the Alemite division, 
Stewart-Warner 
P’kway, Chicago 14, Ill. 


and short-run production lines, has 


Corp., 1826 Diversey 


Model 702 is capable of balancing to 


.004 inch ounces all rotating parts weigh- 
ing between one-quarter pound and 300 
pounds, with diameteral range of from 
one-quarter inch to 30 inches, it is said. 
The unit 
heavier balancers with weight limits to 
1,000 and 5,000 pounds and diom-ters 
from one inch to 68 inches. 


“fills the gap” between two 


in- | 
















BRACKETS—Wolter Haertel Co., 2840 
| Fourth Ave., Minneapolis, Minn., an. 
nounces production of 15-inch Adjusto. 
Deck brackets. These brackets readily 
adapt themselves to the automotive field, 
| it is claimed. When wooden shelving is 
| added, the shelves can be adjusted to 
| various heights. Component parts, which 
consist of vertical piping and adjustable 
brackets, are installed with normal tools, 
with no pipe threading or bolting. Eath 
bracket will support 2,000 pounds, it is 
said. Ceiling flanges are seven inches in 
| diameter, providing 38 square inches of 
contact with the ceiling. Floor flanges are 
4Y,-inch heavy cast iron fittings, which 
| will hold the 14-inch upright pipe with 
no threads. No need to bolt the fittings 
| to the floor. 





BRAKE COMPOUND—Dry mix brake 
lining compounds have been developed 
by Thermoid Co., Trenton, N. J., to pro- 
vide safer and longer wearing bonding 
segments, it is said. The materials, identi- 
field as “MDB" segments, feature a dval 
friction combination of lining for use on 
Thermoid BXM shoes. The higher friction 
lining is used on primary and reverse 
shoes and the lower friction lining is used 
on secondary and forward shoes. The use 
of a two friction combination tends to 
equalize the amount of work done by 





the various shoes and results in more 
even wear, it is claimed. 
a 





ENGINE STAND—aAutomotive Division 
of K. R. Wilson, Inc., Arcade, N. Y., has 
announced a conversion kit for the K. & 
Wilson No. 835 engine stand, With the 
kit, the stand can be modified to meet 
all immediate requirements for servicing 
of 1958 Ford engines and transmissions, 
it is claimed. Conversion kit No. 835- 
10CK includes the No. 835-WG-7 geared 
head. For those dealers who already have 
the geared head, a No. 835-10LH kit, aft 
lower cost, is available. 

Se “Ss 





MECHANIC'S TOOL—The Automotive 
Division, Snappy, iInc., Detroit Lakes, 
Minn., has introduced the Snappy Auto- 
Gun, a tool which is said to provide the 
mechanic with fast, positive control of 
an engine from under the hood or while 
the vehicle is on the hoist. It is. said to 
have 21 uses for general engine repcir 
and tuneups which include cranking, 
starting, stopping and testing. 
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By Martin L. Whitmyer 
Staff Writer 


In an effort to beat down any 
customer price resistance, several 
manufacturers are switching to the 
“low price” theme in their news- 
paper, magazine, radio, television, 
outdoor and direct mail advertis- 


we stok is trying to convince the 
potential buyer that “on a list 

cost basis a Buick costs only 59 
cents a pound;” Chevrolet is 
stressing the claim “lowest price 
of the low-priced three;” Pon- 
tiac’s latest newspaper ads refer 
to that car as “more advanced 
than the best of the low-price 3— 
for less money;” Ford claims it 
has the “lowest price car of the 
lowest price three;” Studebaker is 
referring to its three Scotsman 
models as “America’s lowest- 
priced three,” and both Plymouth | 
and Dodge have been showing | 
their lowest priced models in 
their television advertising. 

In addition, American Motors is 
continuing its economy pitch of 
the past few years on the theme of 
“both American car big roomy 
comfort and European small car 
economy and handling ease.” AMC} 
is also using cartoons lampooning | 
American “gas hogs;” a testimonial 
“love letters to Rambler” and a} 
poem by Ogden Nash. 

Edsel, newest car in the field, 
is going with “the lowest priced | 
car in the medium price field.” 

On the local level, many manu-| 
facturers are offering factory-| 
sponsored sales contests to help 
spur salesmen. 

American Motors is sending 85) 
dealer winners on a six-day vaca-| 
tion in Nassau, and Chevrolet is) 
giving a new ’58 model to each of | 
the top salesmen in 47 sales zones. | 

> * > 


Closed TV on Upswing 


The closed-circuit television com- 
munications industry grossed an | 
estimated $3,200,000 during 1957, a} 
substantial increase over the pre-| 
vious year, according to Nathan L. 
Halpern, president of TNT Tele- 
Sessions, Inc. 

In 1957, TNT provided closed- 
circuit services to 23 accounts, 
which produced gross revenues of 
$2,610,000, about 81 percent of the 
entire industry. 

“The past year,” Halpern said, | 
“saw a pronounced upsurge of in- 
terest in closed-circuit TV for busi- 
ness meetings, and the greater em- 
phasis on competitive selling in the 
business community points toward 
1958 being an even bigger year for 
closed-circuit tele-sessions.” 

> > > 


Mistaken Identity 
A recent letter received by 
Dinah Shore, reveals how closely 
La Shore has become identified 
with her sponsor on television. 
Mrs. J. E. Nitzschke, of Me- 
tairie, La., wrote that her 18- 





Affecting Factories and Dealers .. . 


Auto Advertising 






Indianapolis News and Grand 
Rapids Press. 


* * * 


ANA Appoints Gilbert 


Carlton Gilbert, director of ad- 
vertising for United States 
Rubber Co., has been appointed 
chairman of the Assn. of National 
Advertisers cooperative advertis- 
ing service. committee. He suc- 
ceeds Elmer Ward jr., executive 
vice-president and advertising 
director of Palm Beach Co. He 
will continue to serve on the 


committee. 
+ * 


Liggett Gets Heintz 


James C. Heintz Co., Cleveland, 
has announced appointment of 
Carr Liggett Advertising, Inc., as 


}its new advertising agency, effect- 


ive immediately. 

The agency, under the super- 
vision of Edwin J. Howe, agency 
vice-president, will provide adver- 








month-old daughter, Susie, had 
been taught to identify TV per- 
formers as men or women. 
During GM’s 50th Anniversary 
Show, Susie stood in front of the 
television set, correctly naming 
as “man” or “woman” such stars 
as Dan Dailey, Claudette Colbert, 
Eddie Bracken, et. al., as they 
appear. Came Dinah’s stint. 
“That’s a Chevrolet,” said Susie. 
* * 7 


Petersen Office Moved 


Petersen Publishing Co.’s Detroit 
advertising office has moved from 
1515 Book Building to 524 Book 
Building, according to A. M. Bene- 
dict, advertising director for the 
firm. 

Bill Callahan heads the motor 
city office, which is also headquar- 
ters for the Petersen editorial de- 
partment. 


* * * 


Fancett Succeeds Nute 


Robert V. Fancett has been pro- 
moted to director of the Dodge 
Truck News Bureau at Ross Roy, 
Inc., Detroit ad agency handling 
the Dodge truck account. 

Fancett succeeds Albert C. Nute, 
who retired Jan. 1 after 12% years 
of directing the news bureau. 

Prior to his appointment as 
assistant director of the truck news 
bureau, Fancett was on the edi- 
torial staff of the Detroit News, 
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tising, sales promotion and market- 
ing services for the Cleveland firm. 
Heintz manufactures tire retread- 
ing equipment. 

* 
Lucas Joins Berg Mfg. 

Berg Mfg. & Sales Co., Inc., Chi- 
eago, has announced the appoint- 
ment of E. J. Lucas as assistant to 
the president. 

In his new duties with Berg, 
Lucas will serve mainly in a public 
relations capacity, working closely 
with original equipment manufac- 
turers accounts, 

Lucas has been associated with 
transportation since 1918. He was 
with the Ford Motor Co. in both 


Louisville and Detroit for 10 years. 
- om - 


* * 


Names 

Jack B. Scarcliff, former West 
Coast manager of advertising and 
promotion, has been named sales 
promotion manager for Firestone 
Tire & Rubber Co., Akron. He suc- 
ceeds George G. Eckel, new man- 
ager of passenger and race tire 
sales. Robert H. Jackson, Akron, 
will assume Scarcliff’s West Coast 
duties. 
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| Highway Merchandiser— 


Poster realism keynotes this three-dimensional painted outdoor display near the 
| St. Lovis airport. Sponsored by Continental Cars Distributors, cutout models, extended 
| from the billboard, silhovette the MG, Austin-Healey and Morris. As a regional dis- 
| tributor, Continental serves BMC dealers in Missouri, Nebraska, Kansas, Kentucky 
‘and Tennessee. 







NEN AULT inc. 


425 Park Avenue, New York 22, N.Y. 
* Plaza 5-8700 


In Canada: 1427 Mountain St., Montreal 25, P. Q. 
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earlier, the average consignment 


Two-ten (6) 2-dr., $945, $900, Sess: | "50 (88) 


























~- EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M, Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill” Nagy 
“Michigan's Best’ : 
Phone: ARdmore 6-4720 








DENVER AUTO AUCTION 
(Denver's Oldest and Finest Auto Auction) 
475 So. Santa Fe Littleton, Colo. 
Ph: SU 1-6673 — Ed. G. Smith 

* Auction Every Friday at 12:00 Noon 


We Issue Auction Checks and Titles Are 
Guaranteed by Empire Auction Insurance 
Agency 








MISSISSIPPI 


JACKSON — Greater Jackson Auto 
Auction, Inc., Wilmington St., P. O. 
Box 8468, Wednesday, 12:30 P. M. 














CLASSIFIED WANT ADS 
BRING RESULTS 


CONNECTICUT 








NEW ENGLAND'S OLDEST AND BEST 
10 YEARS CONTINUOUS OPERATION 
Sale Every Wednesday at 11:00 


SOUTHERN AUTO SALES, INC. 
AUCTION 


Warehouse Pt., Conn. 





MICHIGAN 
























dealers. They meet at the dealer auc- 
tions of the nation . . . and on the 
pages of Automotive News. 


TWO BIG AUCTIONS EACH WEEK... 


You will reach both groups through 
an ad in Automotive News. 


MELVINDALE, MICHIGAN 
Checks and titles guaranteed 





Aug. 


Holiday, $1,395* 


Route 206 


Crossroads 
- «+ where they meet .. . buyers 6 Years OY 
and sellers . . . new and used car Conveniently located 1% mile from Detroit City Limits 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


ee se 


"57 "66 =°S7 "56 


Sept. 


added and '49s dropped in November, 1956, Prices of '58s added and '50s dropped in December, 1957. 
Figures alongside bars represent dollars. 
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: ARIZONA FLORIDA MISSOURI 
DAYTONA BEACH — Florida Auto 
We hove the | wholesale “outa ln a , AUCTION BARN, INC. 
os MARYLAND 3807 Easton Ave. 
PHOENIX AUTO AUCTION | BEL AIR AUTO AUCTION = tae, ee 
= "len digi cae Bel Air, Md. Phone Franklin 1-3845 
| tllegy of Menten Rate nation SALES EACH TUESDAY 
COLORADO te Titles Guaranteed AND FRIDAY 
— Every THURSDAY at Noon — We Isswe Our Checks end Insure Titles 
COLORADO AUTO AUCTION Phone Bel Air, Md. 994-1580 Owned and Operated by 
LITTLETON, COLO. oat DENVER | BILL McCRACKEN and 
Every Menday—11:00 ROY McMANAMA 
= a. Casselt—Carrell & Kepter MICHIGAN We Will Bey Your Used Cars 
Phene Denver: SUnset 11-7821 
Wire Colorado nate Ae Auction FAK a 
a — GRAND GAMES AUCHONE, NEW JERSEY 
On M2i—One Half ~ 4 west of Grandville, 


Crossroads of the East 


JUNCTION OF PENNSYLVANIA AND 
NEW JERSEY TURNPIKES 


N. A. D. E. 


Dual Lane Sale — 


WEDNESDAY, 11 AM. 


We issue auction checks, guarantee titles 


NATIONAL AUTO 
DEALERS EXCHANGE 


South, Bordentown, N. J. 
(Exit 7, N. J. Turnpike) - AXminster 8-1702 












Detroit's Barometer 
APTCO AUTO AUCTION 











WEDNESDAY AND FRIDAY AT 12 NOON 
19241 DIX-TOLEDO HIGHWAY (U. S. ROUTE 25) 


Phone Dunkirk 3-0150 


Oct. 


$1,365° 











600; 2-dr., $1,265. °54 Century 
$770°; 2- dr., $565; RM 4-dr., $600* (ps): 
Super Riviera, $690; Special 2-dr., 
CADILLAC—’58 (62) coupe, $4, 650, 


CHEVROLET—’'58 Bel Air (8) Haritop, 
$2,375*. °57 Bel Air (8) 2-dr., $1,620*, 
'56 Bel Air (8) 4-dr., $1,020; Two-ten 
(6) 4-dr., $990; 2-dr., $890. '55 Two-ten 
(6) 2-dr., $575. °54 Bel Air Hardtop, 
$675; Two-ten 4-dr., $560. 53 Two-ten 
2-dr., $355, $340. °52 4-dr., $350, $219, 

FORD—’57 Custom (8) 4-dr., $1,150. '56 
Main (8) 2-dr., $850; Custom (8) 2-dr,, 
$830. '55 Fairlane (8) Victoria, %980; 
Custom (8) 4-dr., $710. '53 Custom (8) 
4-dr., $455. °51 4-dr., $155, $120. 

MERCURY—’57 Turnpike Cruiser, $2,230, 
‘56 Monterey Hardtop, $1,200. '54 Mon- 
terey Hardtop, $725. 

OLDSMOBILE—’' 54 (88) Super 4-dr., 
’51 (88) 4-dr., $195. 

PLYMOUTH—’57 Belvedere 2-dr., $1,810*, 
‘55 Belvedere 4-dr., $715; Savoy 2-dr., 
$680. '53 Savoy station wagon, $505. ‘51 


$855, 


2-dr., $225. 
PONTIAC—'55 Chieftain 4-dr., $800*. ‘54 
Chieftain 4-dr., $485. °52 coupe, $170. 
"57 NEW YORK CITY 


Nov. 

(Skyline Auto Auction. Sale every Tues- 
day. Prices are for sale of Jan. 14.) 

(Bad weather holding used car market 
back in N, Y. area. Most dealers are 
confident of good spring used car busi- 
ness. Sold 69 cars out of 111 offerings.) 


(Copyright, 1958, by Automotive News) 





Market Trend | Was S084 eae, of Wate O55 per $788"; Sar. gees: Bet te) 2 a. 050°. a (98) tee Ge ot. ae, BUICK—’56 RM Sport sedan, $1,475* (ps); 
| cent were sold. $725; One-fifty (6) station wagon, | $745* (ps); (88) 2-dr., $750*. '53 (98) Super Riviera, $1,390°; Special Riviera, 
. ° . , bag *. . a , 2ivi- 
For the second week in a row, Prices marked with an asterisk | 900; 4-dr., $700*. | oan cada aa oS, | S en, at oe ee, ee 
the average price of used cars | indicate a unit equipped with an (ae NY 2-dr., $575*. '53 NY PACKARD — Si ry oats (8) coupe, |. *-4F. $605*; Special 4-dr., $405°. 
sold at wholesale auction showed | automatic transmission or over- | 1, Jono +54 (6) station wagon, $655*;| $790°, $785, $750; Savoy (6) 4-dr., | CADILLAC—'S6 (62) 4-dr., $2,150°. St 
an increase on Automotive News’ | drive, and (ps) indicates power | ““Firedome 4-dr.. $520°. $575*. ‘54 Savoy 4-dr., $530, $325°. '53 62) 4-dr., $460°. 
tndex. Last week's gain was 26. | steering. popar vss moyal (8) (tr, susoe, “a4 | lation Wwaton, 6900, "s200,"‘51 coupe, |CHEVROLET 88 Bel aie (ar. $1.15; 
* * * Royal 2-dr., $235. a : = ae eS “were 
Only 51s, which fell $3, failed | DYER. IND | F OR D — ‘57 Custom 300 4-dr., $1,490*; | PONTIAC—’57 Star Chief Catalina, $1,- A eae loon saan oa 
to participate in the upward ad- | se . Fairlane (6) 2-dr., $1,150°. '56 Thunder-| $05° (pe): Chieftain  Cateline. run | 2-d8., $1,150°, "55 Bel Air 4-dr., $300: 
= | (Len Pollak’s Dyer Auto Auction, Sale| bird, $1,975; Country sedan, $1,375*,| ‘56 Chieftain 2-dr., $895. °55 Star Chiet | env, $655; Tw a 830°, $750; 
justment. every Friday, Prices are for sale of Jan. $1,350°; Fairlane (8) Victoria, $1,125°| 2-dr., $910°; Chieftain Catalina, $1,000°; a $805° ayes, mation weamn’ $925: 
Gains amounted to $128 on ’58s, | 10.) sa. Se eceees ae. eles. $1,005, |  2-Er., GUI", GES". $108. _, ae One-fifty 2-dr., $540, '54 station wagon, 
(Activity on all models in all years (ps), ; 2-dr., ’ conv., | RAMBLER- ’57 Cross Country, $1,645. °5 > 3 as “9. . 350° 
$28 on ’57s, $17 on '56s, $16 on ’54s, extremely good, Looks like a good year. $780°* (ps); Custom (8) 2-dr., $870. 55 | Country club, $230°*. ota a can: wien, tae a on 
| Fairl (8) 2-dr. 755* ; Custom s Cc i 4-dr., ao . , , , » ou, 
$11 .on "53s, $8 on 52s, and $1 on | Sold 242 cars out of 353 oy | vom ne © ae... — owe = ye epaneetee ar., | ve 125; Custom (6) 2-dr-” $905". "56 Cus: 
"55s. | BUICK—"56 Century pa $1,465°; 4-| ain (8) 2-dr., $675, $555. "54 Crest (8)| 4-dr.. $105°. - . tom (8) 4-dr., $700*. '54 Crest (8) Vic- 
dr., $1,435°, $1,315°; RM _ Riviera, '$1,-| . : <— toria, $610*. "53 Victoria, $445°, $440 
All ve revi- 415°: Special Riviera. $1,400°. °55  Cen- | conv., $375°. MISCELLANEOUS—'56 Ford ‘-ton pick- | ’ . ’ , . 
petess hele above BF tury Riviera, $995°. 'S4 Super Riviera, | MUDSON—'54 Hornet 2-dr., $375°, $285°;| up, $725. "53 Dodge tractor, $210. °52| MERCURY —’55 Monterey conv., $975*. 
ously established lows. $905° $675*, $505*; 4-dr., "605°; RM | : ree club coupe, $165. a) Se, NASH—'52 Ambassador 4-dr., $185°*. 
At a group of representative 4-dr., $675* (ps). "52 Special 4-dr., $120. "aoa - a by ey NSBURG. P OLDSMOBILE — ‘56 (88) Super Holiday, 
auctions last week, the average | CADILLAC—’5S7 coupe de Ville. $3,630°.| Premiere 4-dr., $3,540° (ps), $3,075°. EBENS - A. $1,510°; (88) 2-dr., $1,200°. °55 (98) 
i at was 192.1 units, of CHEVROLET—’'57 Bel Air (8) 2-dr., $1,-| ‘56 Capri coupe, $1,.795* (ps). (Ebensburg Auto Auction. Sale every| 4-4F., $1,165°; (88) 4-dr., $1,050°. 53 
Consignme: 650°, $1,395°; Two-ten (6) 2-dr., $1,260. | MERCURY—'56 Monterey coupe, $1,130°. | Thursday. Prices are for sale of Jan. 16.) |. (SS) 4-dr., $400%. 'S1 (98) 4-dr., $100°. 
which 67.9 percent were sold. "56 Bel Air (8) coupe, $1,375*; conv. 55 Monterey 4-dr., $875* (ps). ‘54 Sun (Buyers were hot, buying over 80 per- — 55 Clipper Panama, $870*, 
That was the highest sales ratio $1,200°; 4-dr., $1,100°, $1,060*; ‘Bel Air| Valley coupe, $550* (ps); 4-dr. sedan,| cent of the offerings, 56 and ‘57 models 40°. 
recorded thus far in 1958, A week (6) coupe, $975; 2-dr., $940; Foon $555*. "53 coupe, $445, $383; 4-dr., $400.| if clean are bringing a good dollar, older wee ca 56 Savey 2-dr., $815; 4-dr., 
(8) 4-dr., $1,070, $1,065*, $1,000°, OLDSMOBILE—°58 (88) Holiday, $2,750*.| ears same thing, if clean.) $785. ‘55 Savoy (8) 4-dr., $630°; Savoy 


BUICK—'56 Special station wagon, §$1,-' (Continued on Page 36, Col, 1) 











MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sele Every Monday, 12:30 P.M. 
“WE NEVER miss” 
Your Good Will—Our Most Valuable Asset 


NATIONALLY KNOWN 


TIM ANSPACH 
Dealer Avte Auction 
Albany 5, N. Y. 

Every Monday — |! O'Clock 
180 car sale average 











All Tiles end Checs Guarenteed On U. S. Route 20A Phone 5-9535 
LAFAYETTE—Syracuse Auto Auction, PENNSYLVANIA 
| Center of Empire State. Check and 
| Title Protection. (Wed.). MANHEIM 


AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No. 72 
5 miles Sowth of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 


%& Dual Lane Selling 
%& Auction Checks 
% Titles Guaranteed 


NEW YORK CITY's 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


Issued 


EVERY TUESDAY 12:30 P.M. 


Patronize the 


NATION'S LARGEST AUCTION 
Phone Manheim MOhawk 5-240! 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 








TENNESSEE 








JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 


Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 


Thruway Auto Auction, Inc. 
Rovte 18B Buffalo, New York 
EVERY MONDAY 
Insured Checks — Insured Titles 
Fast, Accurate Market Reports 
Phone: HObart 4700 Al Clements, Owner 


Flying Dealers — Land at Buffalo Air-Park, 
5 miles south of Buffalo Municipal Airport. 
Hard surface runway - Unicom Radio. Auction 
is only five minutes away. Call us, we'll 
pick you up. 





WASHINGTON 





SOUTH SEATTLE AUTO AUCTION 


10844 E. Marginal Way Seattle 88, Wash. 
Phone Mohawk 6490 


SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 





NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 








An Ad in the Classified Section of the Automotive News 
Will Get You Quick, Satisfactory Action 
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IN 1957 
THE NEWS WAS THE ONLY 
NEW YORK NEWSPAPER 

TO GAIN IN 
DISPLAY ADVERTISING- 


ALL OTHER N.Y. CITY 
NEWSPAPERS LOST ! 


The News gain was 397,526 lines 


AND THE NEWS HAD THE GREATEST GAIN IN TOTAL 
ADVERTISING OF ANY NEW YORK NEWSPAPER IN 1957! 














DISPLAY Advertising 1957 vs. 1956 | The greatest | TOTAL Advertising 1957 vs. 1956 


NEWS____—————————«3'97,526 GAIN pi NEWS____ «385,235 GAIN 
Journal American______ 25,592 LOSS advertising - | Mirror => 22,797 GAIN 
Mirror ______s«*7G.770 LOSS ‘ Journal American... 277,670 LOSS 
Times ssi 9,197 LOSS year in the World-Telegram & Sun_ 420,850 LOSS 
World-Telegram & Sun__ 420,226 LOSS ° Pest... 822,344 LOSS 
Post _ ____ 921,625 Loss history of Herald Tribune ____ 1,475,986 LOSS 





Herald Tribune ______ __ 940,692 LOSS Th N Times _______- 1,726,061 LOSS 
SOURCE: Media Records, Inc. e€ iNews SOURCE: Media Records, Inc. 


THE 2 NEWS 


NEW YORK’S PICTURE NEWSPAPER 


with more than TWICE the circulation, Daily and Sunday, of any other newspaper in America 


2,079,423 Daily—3,480,905 Sunday ABC Publishers Statement—6 months ended September 30, 1957 
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CHRYSLER — '55 Windsor 4-dr., $915* 2-dr. Riviera, $810*. '52 RM 4-dr., $395+, 

(ps), °53 NY 4-dr., $445°, $350*. CADILLAC—’58 (62) coupe de Ville, $5,. 

e e DODGE—'55 Custom Royal 4-dr., $1,020* Model Breakdown 750* (ps), $5,300* (ps); coupe, $4,545* 

(ps); Hardtop, $980*; 4-dr., $825; Cor- (ps). °57 (62) coupe de Ville, $4, 1009+ 

se = or uc ion rices onet Hardtop, $980, $920*, 900°, ss85°.| OF Auction Averages (ps), $4,030* (ps), $3,650* (ps), $3.425¢ 

FORD—'58 Fairlane (8) 500 Victoria, $2,- Jan., 1958 Dec. ‘Nov (ps); coupe, $4,030* (ps), $3,510* (ps), 

445°. '57 Fairlane (8) 500 conv., $1,850*| swodel To Date 1957 1957 $3,500* (ps). ’56 (62) coupe de Ville, 

(ps); Country sedan, $1,800*, $1,645; $3,110* (ps), $2,990* (ps), $2,775* (ps); 

4-dr., $1,675*, $1,670*; Victoria, $1,-| 1958.............. $2,861 $2,856 = (60) 4-dr., $3,020* (ps). 

(Continued from Page 34) 660*, $1,630*, $1,600* (ps), $1,530°;| 1957............ 1 CHEVROLET—’58 Bel Air (8) 4-dr. Hard. 

Fairlane (8) 2-dr., $1,595*, $1,430°, $1,- | oes oo waa "ioe top, $2,700* (ps), $2,555* (ps); Brook- 
(6) 2-dr., $630; Cranbrook 4-dr., $365. $310, '53 Chieftain Catalina, $405*, $335; 425°; Victoria, $1,530°, $1,390° (pa), "56 | SOs secceessees , 92 wood station wagon, $2,590*, $2,535": d 
53 Cranbrook 4-dr., $365. 4-dr., $325*, $225; 2-dr., $290. Fairlane (8) Country sedan, $1,380*| 1956.............. 902 939 1,009 Biscayne 4-dr., $2,350*. '57 Bel Air (8) I 
PONTIAC—’56 Star Chief 4-dr. Hardtop,| RAMBLER—’55 station wagon, $930; 4- (ps), $1,250° (ps), $1,200*; Fairlane (8)| 1954.............. 608 631 689 2-dr. Hardtop, $2,025* (ps), $1,945* s 
$1,300°*. dr., $800. '54 4-dr., $300. Victoria, $1,210*, $1,205°; 2-dr., $1,175*,| song 369 391 441 (ps); 4-dr. sedan, $1,990° (ps), $1,735* OL 
MISCELLANEOUS—’58 Volkswagen Micro| MISCELLANEOUS—’58 Volkswagen, $1,- $1,120° (ps), $1,090°; comv., $1,105%; | (CURrrssssrssesess (ps); Two-ten (8) 2-dr., $1,525*, $1,430, $ 
bus, $1,425, 54 Volkswagen Micro bus, 710, '53 Chevrolet %-ton pickup, $450. Hardtop, $1,045*; Custom (8) 2-dr., $1,-| 1952.............. 228 260 273 '56 Bel Air (8) 4-dr., $1,115, $1,910; ‘ 
$805. 015*, $745; Main (8) 2-dr., $875, '55 189 216 Two-ten (6) 4-dr., $835. 55 Bel Air (8) ‘ 
COLUMBUS oO Fairlane Victoria, $1,075*, $975*, $970°*; * 190 conv., $1,160* (ps); 4-dr., $1,015; Two. t 
CHICAGO > we Custom (8) 4-dr., $850*; 2-dr., $810, | ten (8) ‘Hardtop, $1,135; Two-ten (6) 

(Capital Auto Auction, Inc, Sale every $775, $760. '54 Crest Victoria, $735*; — | 2-dr., $775, $645, $640. '54 Two-ten 4. 
(Arena Auto Auction, Sale every Tues- Thursday. Prices are for sale of Jan. 9.) Custom (6) 2-dr., $480; Custom (8) 2- Average $1,004 $1 043 $ 751 | dr., $545, $465; One-fifty 4-dr., $435. ‘53 PA 
day. Prices are for sale of Jan. 14.) BUIOK—'56 Special Hardtop, $1,435* (ps); | _ dr., $475*, $450, $415. "53 Victoria, $435.|* Not computed. 4 2-dr., $495°. PL 
(Sold 388 cars out of 501.) ‘ 2-dr., $1,080*, $1,030; Super 4-dr., $1,-| MERCURY—’'57 Monterey 4-dr., $1,825° CHRYSLER—’57 Windsor 2-dr. Hardtop, t 
tg ye . 425° (ps); Century Hardtop, $1,365* (ps). '56 Monterey Hardtop, $1,280*. °55 $2,395* (ps). ’56 ‘‘300’ 2-dr, Hardtop, ( 
» 92, ; a (ps). °55 Super Hardtop, $1,015* (ps); Monterey Hardtop, $1,065*, $915*, $875*; ? icaw 9 . * $1,835. °55 NY 4-dr., $575* (ps). ‘54 7 
cial Riviera, $1,875°. 56 Special conv.,/ Special Hardtop, $1,000*; 4-dr., $985°, 4-dr., $820*; Custom 4-dr., $580°. ‘54 aa naan, an ry ee +8 NY 4-dr., $805* (ps). PO 
$1,395°, $1,385 (ps) ; 2-dr., $1,500 $950*; Century 4-dr., $965* (ps), $935°*; Monterey Hardtop, $610; 4-dr., $590; Chief Catalina ‘$1 280° $975*. '55 Chief- DeSOTO—’53 Firedome 4-dr., $370* (ps). ( 
(ps); Riviera, $1,375°; station wagon,| 2-dr., $800° (ps). ‘54 Super Hardtop,| Custom 2-dr., $340°. tain Catalina, $1,200* (ps), $880*; 4-dr,, | FORD—'58 Custom (8) 4-dr., $2,225°. '57 4 
$1,500°. 55 Special Riviera, $1,155°*, $850*, $800*; Special 2-dr., $675°. NASH—’56 Ambassador 4-dr., $1,070*. '54 $950* $920*, $800; Star Chief Catalina. Fairlane (8) 500 4-dr., $1,945* (ps); 1 
$1,100 (ps) ; 2-dr., $1,075° (ps); Super CADILLAC —'56 sedan de Ville, $2,775* Statesman 4-dr., $390. "53 Ambassador| ¢1 900° (ps); 4-dr., $840* (ps). °54 Country sedan, $1,820*, $1,800* (ps); ST 
4-dr., $1,080 (ps). '54 Super 4-dr., $895° (ps); (62) 4-dr., $2,495* (ps), $2,275* Hardtop, $395°*. Chieftain 2-dr. $615*: Catalina $535* conv., $1,815* (ps), $1,800%, $1,785*; MI 
(ps), $800°, $590, $500; Riviera, $790°; (ps); coupe, §$2,370° (ps). °55 (62) | OLDSMOBILE — ‘57 (88) 4-dr. station MISCELLANEOUS — 55 Chevrolet %-ton 2-dr., $1,690*% (ps), $1,625*, $1,590*; 1 
Century Riviera, $845°, $840°; RM 4-/ coupe, $2,050* (ps). wagon, $2,495* (ps); (98) Hardtop, §2,- pickup, $725. '53 Ford %-ton pickup, Custom 300 2-dr., $1,455. ‘56 Fairlane ‘ 
dr., $775* (ps). °53 Super 4-dr., $415*| CHEVROLET—’57 Bel Air (8) Hardtop, 360* (ps). 56 (88) Super Hardtop, $1,- $410 . c . . (8) Victoria, $1,375* (ps), $1,310, $1,- ‘ 

gs: eee Se Gee ae) $350°, $1,800*, $1,790*, $1,715°, $1,685*; 2-dr., 710° (pe) (98) Hardtop, $1,675* (ps); | 7 245*, $1,195, $1,055*; Custom (8) 4-dr., 

;_ conv., Ss). $1,650°; 4-dr., $1,625*, $1,525*, $1,450°; 4-dr., $1,600* (ps); (88) Hardtop, $1,- | | $1,030, $975; Main (8) 2-dr., $915*. '55 

CADILLAC — '58 coupe de Ville, $5,150° Two-ten (8) Hardtop, $1,510*, $1,490, 620°, $1,600° (ps). ‘55 (88) Super Hard- | LITTLETON, COLO. Country sedan station wagon, $1,285*; 
(ps); 4-dr., $5,110* (ps). "57 (60) 4-dr., $1,425*; 4-dr., $1,350%; One-fifty 4-dr., top, $1,425° (ps), $1,390° (ps), 2 at $1,-| (colorado Auto Auction. Inc. Sale every| Custom (38) 4-dr., $575. °54 Custom (6) 
= ey fom 2 =a $3,725 $1,195. ‘56 Bel Air (8) conv., $1,210*; 225°, $1,260° (ps); 2-dr., $1,155*, $865. | monday. Prices are for sale of Jan, 13.) |. Ranch Wagon, $675*; Crest 4-dr., $555*. Tu 
(ps), $3,680° (ps), $3,535° (ps); (62)| ‘Two-ten (8) 2-dr., $1,015*, $960; One-| PLYMOUTH—'57 Belvedere (8) Hardtop, | BUICK—’57 Special 4-dr. Riviera, $2,150*,| IMPERIAL —’57 4-dr. Hardtop, $4,900* BI 
4-dr., $3,500° (ps). ‘56 coupe de Ville,| arty 4-dr., $940; 2-dr., $920, $835, $825.| $1,695°. '56 Belvedere (8) 4-dr., $1,180°;| $1,950* (ps), $1,810°, $1,775*, $1,760*:|_ (Ps). 
$2,615° (ps); (62) conv., $2,500° (ps);/ °55 Bel Air (8) Hardtop, $1,110°, $1,-| Hardtop, $1,175; | Suburban, ” $1.120°:| Super 4-dr. Riviera, $2,100° (ps); Cen- | LINCOLN—'S6 Capri 4-dr.,_$1,905* (ps). | 
(60) 4-dr., $2,500° (ps). "55 (62) 4-dr.,| 20°, $990; 4-dr., $900°, $880° (ps),| Plaza (6) 2-dr., $780, $675; Plaza (8)| tury conv., $2,085* (ps); 2-dr. Riviera ’54 Cosmopolitan 4-dr., $775° (ps). 
$2,090° (ps); coupe, $2,050° (ps); coupe} $805; Bel Air (6) Hardtop, $925°; 2-dr.,| 2-dr., $735°. ’53 station wagon, $555;| $2,045° (ps), $1,950* (ps). °56 Speciai| MERCURY—'57 Montclair 4-dr. Hardtop, 
de Ville, $2,000° (ps), $1,960" (ps). "S4/ $55*; Two-ten (8) 4-dr., $950°, $945*;| Hardtop, $375; coupe, $300; 2-dr., $255,| 4-dr. Riviera, $1,365°, $1,345*. '55 Super| $2,200° (ps), $2,140* (ps); Monterey 2- 





coupe de Ville, $1,485° (ps); (62) coupe,| Two- ( - *. 9. ° . ; 
$1.000° (pe). "62 (62) conv. $200° (pe). — ren Ae STRON; Se, GEO". | S18S; 4-4e., $500, S500. 2-dr. Riviera, $1,230* (ps). ’54 Century (Continued on Page 37, Col. 1) 


CHEVROLET—’'58 Impala (8) conv., $2,- 
710° (ps); coupe, $2,660° (ps), $2,610° 
(ps); Bel Air (8) 2-dr., $2,540° (ps); 
4-dr., $2,400°, $2,295°. ‘57 Bel Air (8) 
4-dr., $1,750*, $1,700° (ps); Two-ten (8) 
4-dr.. $1,515*, $1,425°. ‘56 Bel Air (8) 
Hardtop, $1,100*; One-fifty 2-dr., $985, 
$895; Two-ten 2-dr., $955. ‘55 Bel Air 
(6) 4-dr., $1,120°; Hardtop, $965*; Bel 
Air (8) Hardtop, $1,070°, $1,050°. ‘54 
Bel Air conv., $765; coupe, $760°; 4-dr., 
$630°, $500, $385; 2-dr., $505; Two-ten 
station wagon, $590; 2-dr., $550, $375; 
One-fifty 2-dr., $385. ‘53 Bel Air 2-dr., | 
$400; conv., $330, $325, $265; Two-ten 
4-dr.. $375; 2-dr., $260. | 

CHRYSLER — ‘57 Windsor 4-dr., $1,900* 
(ps). "55 Windsor Nassau, $1,105* (ps). 

DesOTO — ‘55 Fireflite Hardtop, $1,115°; 
Firedome Hardtop, $950° (ps). 

DODGE—' 57 Sierra station wagon, $1,850°*. 
"56 Coronet 4-dr., $1,050°. "55 Royal (8) 
4-dr., $800°; Coronet (8) 2-dr., $760°*, 
$720. "54 Royal 4-dr., $335. ‘53 Coronet 
4-dr., $330, $235; Meadowbrook 2-dr., 
$240. 

FORD—'58 Fairlane (8) 500 conv., $2,650° | 
(ps); 4-dr., $2,000° (ps); Hardtop, $1,- 
805°; Fairlane (8) Victoria, $1,745°, 
$1,490° (ps), $1,425, $1,395°; 4-dr., $1,- 
510°; Custom 300 2-dr., $1,500° (ps). 
"56 station wagon, $1,280°, $1,215; 
Ranch Wagon, $1,165° (ps); Fairlane 
4-dr., $1,140° (ps), $1,120° (ps); Vic- 
toria, $1,035*; Custom (8) 4-dr., $1,000°; 
2-dr., $990; Main (6) 4-dr.. $750. ‘55 
Fairlane Victoria, $975*, $965*, $845°; 
Country sedan, $990°; Custom Ranch 
Wagon, $865; 2-dr., $850, $700; 4-dr., 

"sh 














$670; Main (8) Ranch Wagon, $850. 
Crest Victoria, $780*, $735*, $590°, $510; ‘2 
. Main Ranch Wagon, $590; 2-dr., $315; eee aa aaa ea eee ea ea arena ese eee era eer eee eee a eee sea sa essa esa esa es ea sa mea ae a ae essa aa esa aaa eee eee ee 


Main (6) sedan, $185; Custom 2-dr., 
$560, $400, $300, $240. ‘53 Victoria, 
$500; 4-dr.. $355, $215°; Main 2-dr., 


$330, $225. 

MUDSON—'5S Hornet Hardtop, $765*. "54 
Wasp 2-dr., $305, $285. 

LINCOLN —'57 Premiere coupe, $3,000* 
(ps); 4-dr., $2,925° (ps). ‘54 Premiere 


ae." 2= YOU Can tell them by their tail lights of 


coupe, $895°. ‘55 station wagon, $1,175; 
Monterey 4-dr.. $990°; Hardtop, $875, 
$830°; 2-dr.. $750, $640°, $625. ‘54 Mon- 
terey coupe, $800°, $605°; Custom 2-dr., 
$350. ‘53 Custom 2-dr., $285°. 
NASH—'SS Ambassador 4-dr., $935* (ps). 
"54 club coupe, $600. ‘53 sedan, $260. | 
OLDSMOBILE — ‘57 (88) Super Holiday, 
$2,455° (ps); (88) Holiday, $2,000°; (98) eee aa eee a eeaara eseac ee aes eel er ener annr et arene nee ee_rlee eee ee ae ee 
4-dr., $2,130°. 56 (88) Holiday, $1,420° T 
(ps); 4-dr., $1,430° (ps), $1,380°. ‘55 
(88) Holiday, $1,330° (ps), $1,185° (ps); 
4-dr.. 2 at $1,000°, $925° (ps); (98) 
Holiday, $1,260° (ps), $1,025° (ps). ‘54 
(88) Super Holiday, $930°; 4-dr., $870° 
(ps), $850°; (88) Holiday, $835°; 4-dr., | 
$775. ‘53 (88) 4-dr., $450°, $330; (98) 
coupe, $355*; Holiday, $275°. 
PACKARD—'56 Patrician 4-dr., $1,225°. 
PLYMOUTH—'56 Belvedere Hardtop, $1,- 
320° (ps), $1,290°; Plaza 4-dr., $900; 
2-dr., $710; Savoy 4-dr., $880*°, $850. "55 
Plaza 2-dr., $520. "54 Savoy 4-dr.. $410. 
PONTIAC—'57 Safari station wagon, $2,- 
200° (ps); Star Chief conv., $1,825° 
(ps); Catalina, $1,770° (ps). ‘56 Star 
,Chief Catalina, $1,240° (ps), $1,230° 
(ps); Chieftain 4-dr., $1,050; 2-dr., $895. 
"55 Chieftain 2-dr., $700°. ‘54 Chieftain 
station wagon, $725*; Star Chief Cata- 
lina, $710°; 4-dr., $495°, $480°; 2-dr., 
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FULL COLOR 
BUSINESS CARD 


These colori business cords ore now ovad- 
able to the following declers: 

© Buck ® BeSOTO © FoRD 

© CHEVROLET® DODGE © PLYMOUTH 
° cmYsam ¢ we 0° PONTIAC 


Write today for Free Sample Folder 
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"56 (8) 4-dr. station wagon, $1,600*° (ps), '51 Chevrolet sub, $250, '49 International 











— 
hee %, $1,455*, $1,395°; Sunliner conv., $1,515* pickup, $195. 
$4,5458 (ps); ae S — — co 
$s . (ps); 2-dr. ardtop, ’ ; 4-dr, se INT INN. 
3 pr dan, $1,270*, $1,145*; Main (8) 4-dr., WAREHOUSE PO 9 
* <ps) $1,025*; Custom (8) 2-dr., $1,025° (ps), (Southern Auto Sales, Inc. Sale every 
e "ile, $995. °55 (8) 4-dr, station wagon, $1,- | Wednesday. Prices are for sale of Jan, 15.) 
* (ps): 250°; Fairlane (8) Crown Victoria, $1,- (Nor’ easterners are raging in New 
. 160* (ps); 2-dr., $1,105*, $1,000*, $995°; | England and have hit us on the last two 
. Hard. (Continued from Page 36) 2-dr., 075°. 08 toe $900°, ’54 Custom, sales. It sure didn’t look like spring, but 
Brook- . a =e oan. Cer: 2 (8) 4-dr., , $565; 2-dr., $555, $475. | ae way somo of the beavers were 
535° ° "55 Montere dr. conv., , uper 4-dr., ; 2 ° i u cate . When 
ake ‘a Taratop, $985", 54 Ssenteney coupe, dr., $575*; RM 4-dr., $450* (ps). '51 ore “00 Premiere, gee ee aee | weather breaks, we are optimistic that 
$1,945¢ 700, '53 Monterey coupe, $575. Super Hardtop, $290°; ‘4- dr., $210, $200°. Y . . ‘ane | things should shape up to be a good 
$1.735¢ : 57 (98) 4-dr. Hardtop,| CHEVROLET—'Ss Impaia (8) 2-dr, Hard.|__ ‘P*). "54 Capri Hardtop, $1,150° (Ps). | seagen.) 
rf ILE —’ (98) r. ‘ardtop, —" mpala -dr. - . 
$1,430, eime00" (pe); (88) Super 4-dr. Hardtop,| top, $2,835* (ps), $2,800° (ps); Biscayne | MERCURY 57, Montclair Sas teen, BUICOK—'56 RM 4-dr., $1,325* (ps). 53 
$1,910; $2,325* (ps); conv., $2,100; (88) 4-dr., 2-dr., $2,080. °57 Two-ten (8) 4-dr., $1,- 260 (ps). 7 Goan 'h e750, | Super Hardtop, $350*. 
Air (8) $2.040* (ps). "55 (88) Super 2-dr. Hard-| 945° (ps); 4-dr, station wagon, $1,940°,| $1,365° (ps). ‘54 Custom r., CADILLAC—’56 (62) 4-dr., $2,500* (ps). 
;_ Two- top, $1,335* (ps); (98) 4-dr., $1,275*| $1,935* (ps), $1,600*; Bel Air (8) 4-dr.,| OLDSMOBILE —’'56 (98) 2-dr. Hardtop, ‘55 (62) conv., $2,200° (ps). '53 (62) 
en (6) (ps). "54 (88) Super 4-dr., $775* (ps).| $1,855* (ps), $1,840* (ps), $1,825* (ps),| $1,865* (ps), $1,760* (ps). ’55 (98) 4-| 4-ar., $800* (ps). °50 (61) club coupe, 
~ten 4- KARD—’55 Clipper 4-dr., $630° $1,815* (ps); 2-dr., $1,600. "56 Bel Air| dr. Hardtop, $1,390* (ps); (88) 2-dr.| 395% °49 conv., $225°. 
35. °53 PAC ep . (8) 2-dr. Hardtop, $1,545*; Two-ten (8) Hardtop, $1,370* (ps). °54 (88) 2-dr. CHEVROLET—’57 Bel Air (8) 4-d $1 
PLYMOUTH—’'57 Savoy (8) 2-dr. Hard-| 4-dr. $1,225, $1,225*, $1,210, $1,205,| Hardtop, $940*; (88) 2-dr., $900. '53 “ean* > S150" (ea), 08 Bes ake @6) 
ardtop, top, $1,680°, $1,445*; Plaza (6) coupe, $1,170; Delray, $1,225*; Two-ten (6) (88) Super 4-dr., $745* (ps). '52 (98) ad | ny 2 Fe ow es is) ) 
larctop, $1,050, '’56 ‘Belvedere (8) Hardtop, $1,-| 4-dr., $1,065, $1,035, 2 at $1,025, $995*.| 4-dr., $250°, '51 (98) 4-dr., $190°, 4-dr. Hardtop, §1,290°; Two-ten :; ) sta- 
s). '54 150°. '55 Plaza 2-dr., $500. '55 Bel Air (8) 4-dr., $1,200°; Two-ten ’ , 3 ° tion wagon, $1,180; 2-dr., $1,050*; One- 
; PACKARD—’55 Clipper 4-dr., $1,175*. fifty station wagon, $1,035, $995, $975, 
PONTIAC—’58 Star Chief Catalina, $3, (8) Hardtop, $1,185* $1,180*; 4-dr., 7 y 
> (ps). 050° (ps). ’56 Star Chief Catalina, $1,-| 1 100%: Two-ten (6)' 2-dr.. $825, '54| PLYMOUTH—'5S7 Belvedere (8) 4-dr., $1,-| $970, 3 at $950, $945, $935, $910, $875, 
5°. '57 440° (ps). ‘54 4-dr., $505°. ’52 4-dr./ Bel Air 4-dr., $925° (ps), $655; 2-dr.,| 835° (ps); Plaza 4-dr., $1,430%. °56) $850. '55 Two-ten station wagon, $1,000°, 
(ps); station wagon, $355°. $855*: Two-ten (8) Delray, $800, ’53 Savoy (8) 4-dr., $1,080°; 2-dr., $1,075. $790, $775, $760, $750; Bel Air 4-dr., 
(ps); STUDEBAKER—’56 President 4-dr., $895*.| Bei Air Hardtop, $625", $550°, $405;| ‘55 Savoy (8) 4-dr., $855; 2-dr., $760; $735*. 54 Two-ten 4-dr., $775° (ps), 
1,785°: MISCELLANEOUS — '58 Chevrolet %-ton| ‘Two-ten 2-dr., $485; 4-dr., $380; One-| Plaza 2-dr., $720, '54 Savoy 4-dr., $560*.| $675° (ps); Bel Air 2-dr., $625. ‘53 
1,590*: pickup, $1,750; Ford %-ton pickup, $1,-| fifty 2-dr., $445. '52 4-dr., $350, $325°,| "52 4-dr., $370. Two-ten 4-dr., $425°, $400, $375, $295°; 
‘airlane 725. '57 Chevrolet %-ton pickup, $1,250, | $290°. °51 4-dr., $320, $305*, 50 2-dr., | PONTIAC — ’'56 Chieftain 4-dr, station One-fifty 2-dr., $275. 52 2-dr., $355, 
0, Si, $1,240, $1,215. ‘56 Willys pickup, $1,160. $240, $200. wagon, $1,675*; 2-dr. Hardtop, $1,420*; a8. 51 station wagon, $285. 50 4-dr., 
|) 4-dr., | DeSOTO—’55 Firedome 4-dr., $1,025* | 4dr, sedan, $1,250. '53 Hardtop, $495°. ie 
5°.’ _ 4 5 , DeSOTO—'51 Custom conv., $115. 
sseom PORTLAND, ORE. | DODGE—'55 Royal Lancer Hardtop, $1,- a ee 55 4-dr. station wagon, $1,-| nonge 55 Custom Hardtop, $930°, $585. 
om (6) (Portland Auto Auction, Inc. Sale every 165° (ps). "54 Royal 4-dr., $695° (ps). aie ‘ 54 Custom 4-dr., $495*. °53 Meadow- 
$555°*, Tuesday. Prices are for sale of Jan. 14.) | "51 Coronet 4-dr., $200. | STU DEBAKER — °54 Commander 4-dr., brook statior. wagon, $300, °52 Meadow- 
$4,900° BUICK—’57 Super Hardtop, $2,175* (ps). | F O R D —’57 Thunderbird, $2,905* (ps);| $500°. "50 Champion 4-dr., $125. brook 4-dr., $230. 
'56 Special 4-dr, station wagon, $1,820*| Fairlane (8) 500 2-dr., $2,025* (ps); | MISCELLANEOUS—'57 Volkswagen 2-dr.,| FORD—'57 Custom (8) station wagon, $1,- 
* (ps). (ps); 4-dr. Hardtop, $1,380° (ps); Super; 4-dr., $2,055° (ps); Fairlane (8) conv., $1,475. '56 Chevrolet %-ton pickup, $875; 480. °56 Custom (6) Ranch Wagon, §1,- 
). Hardtop, $1,775* (ps). ‘55 Century $1,925* (ps); 4-dr., $1,825° (ps); 4-dr,| Volkswagen 2-dr., $1,250, $1,225. ‘55 120; Fairlane (8) Victoria, $1,110, $1,- 
ardtop, Hardtop, $1,355* (ps); Special Hardtop, | station wagon, $1,945°, $1,925° (ps),| Chevrolet %-ton pickup, $750; Ford %- 100°, $1,090*, $1,025. '55 Fairlane (8) 
rey 2- $1,160*; Super Hardtop, $1,150* (ps). $1,875*, $1,860°, 3 at $1,850; Custom | ton pickup, $675. ‘53 English Ford 4-dr., conv., $915* (ps); Custom (8) 4-dr., 


) ’54 Super Hardtop, $1,020°; Special (8) 300 4-dr., $1,625°, $1,620°, $1,570. 


$405. °52 Chevrolet %-ton pickup, $465. $800, $790°, $785, $760, $750, $715, 
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$695*; Main (6) coupe, $335*. ’54 station 
wagon, $710, $630. °53 Crest Victoria, 
$500*, $490°, $350°, $305; Main (6) 2- 
r., $250, $110. '52 Custom 2-dr., $215*. 

MERCURY—’56 Montclair Hardtop, §$1,- 
270*. '54 Custom 2-dr., $825. 

NASH—’53 Statesman 4-dr., $290. 

OLDSMOBILE—’55 (98) 4-dr., $1,300, $1,- 
150° (ps); (88) 2-dr., $1,125* (ps), 
$835*. °53: (88) Super Hardtop, $555; 
(88) 4-dr., $395*; (98) 4-dr., $430* (ps). 
"61 (88) 4-dr., $175*. '50 (88) 4-dr., 
$170°. 

PLYMOUTH—’'57 Belvedere 2-dr., $1,500*. 
’56 Plaza 2-dr., $710. '55 Belvedere 4- 
dr., $755*, $700°. "62 2-dr., $140. ’51 
4-dr., $180; 2-dr., $135. 

PONTIAC — '57 Chieftain 4-dr., $1,600°, 
’54 Chieftain 4-dr., $500*° (ps). 

RAMBLER—’52 station wagon, $350. 

STUDEBAKER—’54 club coupe, $365*. 

WILLYS—’ 54 2-dr., $205. 

MISCELLANEOUS—’58 Volkswagen, §$1,- 
495. °56 Volkswagen 2-dr., $1,040. ‘53 
Ford %-ton pickup, $300. 


ALBANY 


(Tim Anspach Dealer’s Auto Auction. 
Sale every Monday. Prices are for sale af 
Jan, 13.) 

(A moderately higher car market got 
off to a good start here today despite 
the shortage of volume car buyers! Most 
sales were made to one and two car 
traders picking out certain models and 
color for their orders! Prices on common 
grades plunged downward, accounting 
for 39 cars unsold, Sold 106 out of 146.) 
BUICK—’57 Special Riviera, $1,800*, ‘56 

Special 2-dr., $1,150*. ‘55 Super Riviera, 

$1,140* (ps); Special Riviera, $1,110*, 

$1,100*, $970°, $940°. ‘54 RM 4-dr., 
$730* (ps). '53 Special 2-dr., $430; 4-dr., 
$290*°; RM Riviera, $250°. 

CADILLAC—’57 (62) coupe, $3,600* (ps); 
4-dr., $3,550° (ps). °55 (62) coupe de 
Ville, $2,250° (ps). "53 (62) 4-dr., $1,- 
050° (ps). 

CHEVROLET—'SS Impala (8) coupe, §2,- 
560°. "57 Bel Air (8) 4-dr., $1,610° (ps). 
"56 Bel Air (8) Sport coupe, $1,380°; 
2-dr., $1,175*; Two-ten (6) 4-dr., §$1,- 
075, $940; 2-dr., $910. ‘55 Two-ten (8) 
4-dr., §$810°; Two-ten (6) 2-dr.. $725, 
$690. ‘54 Bel Air 2-dr., $560, $480. ‘53 
Bel Air 4-dr., $490°; Two-ten station 
wagon, $400. ‘52 2-dr., $300*, $270. °49 
4-dr., $110. 

CHRYSLER "54 Windsor 4-dr., §790° 
(ps). '53 Windsor 4-dr., $350°. 

DODGE—'56 Royal (8) 4-dr., $1,125*. "54 
Meadowbrook 4-dr., $420°; Coronet 4- 
r., $400°. 

FORD—'57 Fairlane (8) 500 4-dr., $1,630° 
(ps), $1,520° (ps); Custom (6) 2-dr., 
$1,250; Main (6) 2-dr., $1,090. '56 Coun- 
try sedan, $1,400, §1,275°*; Fairlane (8) 
4-dr., $1,310°, $1,030°; 2-dr., $1,100°*, 
$1,080; conv., $1,030*°; Custom Ranch 
Wagon, $1,100°; 4-dr., $1,070*, $925, 
$900°; coupe, $985; 2-dr.. $845, $840°, 
$830; Main (8) 4-dr., $675. "55 Country 
sedan, $1,200°. "54 Main 2-dr., $350, "53 
Country sedan, $520°*, $485; Custom (8) 
coupe, $470°, $460° $380; 2-dr., $320; 
Main (8) 2-dr., $300; Main (6) 2-dr., 
$300. "52 Main 2-dr., $280°; Custom 4- 
r., $270°. 

IMPERIAL—’'5S7 4-dr., $2,965° (ps). 

LINCOLN—'56 Capri coupe, $2,085* (ps), 
$1,950° (ps). 

MERCURY — ‘56 Montclair Sport coupe, 
$1,450°; Medalist 4-dr.. $910. "55 Mon- 
terey Sport coupe, $1,025*. 

OLDSMOBILE — ‘57 (88) 4-dr., $2,000° 
(ps). "55 (98) 4-dr.. $1,400° (ps), §$1,- 
080° (ps); Holiday coupe, $1,325° (ps); 
(88) Super 4-dr., $1,060°, $1,040° (ps), 
$1,025°. "54 (88) 4-dr., $750°. 

PLYMOUTH—'58 Plaza (6) 4-dr., $1,860. 
"S57 Belvedere (8) 4-dr.. $1, 300° (ps). 
‘56 Belvedere (6) Hardtop, $1,235; Bel- 
vedere (8) 4-dr., $1,130; conv., $1, 110°. 
"5S Plaza (6) 4-dr.. $560: coupe, $480; 
Savoy (8) 4-dr., $190 (taxi), $150 (taxi). 
‘63 Cambridge 4-dr., $180. ‘52 2-dr., 
$270. 

PONTIAC—'56 Chieftain (8) 2-dr., §1,- 
210°. ‘53 Chieftain 4-dr., $280. ‘52 Chief- 
tain 2-dr., $90°. 

RAMBLER—’'55 station wagon, $970. 

STU DEBAKER—'53 Champion 2-dr., $320°. 

MISCELLANEOUS—'50 Willys %-ton pick- 
up, $190. 


JENISON, MICH. 


(Grand Rapids Auction. Sale every Tues- 
day. Prices are for sale of Jan. 14.) 
(Autemobile show caused a smaller 
















































































buying. Sold 90 cars out of 145 offer- 








ings.) 

BUICK — '57 Super 4-dr.. $2,340° (ps); 
Special 2-dr. Riviera, $1,965° (ps); 4-dr., 
$1,865° (ps), $1,830°, $1,750°. ‘56 Spe- 
cial 4-dr., $1,460° (ps); Century Riviera, 
$1,395*. ‘54 RM Riviera, $725° (ps); 
Special 2-dr., $685*, $610; Riviera, $550°. 
"50 2-dr., $125°. 

CADILLAC—'57 coupe de Ville, $3,310° 
(ps). 

CHEVROLET—'57 Two-ten (8) 4-dr., §1,- 
345°. °56 Two-ten station wagon, §$1,- 
360°; 4-dr., $1,135*, $1,030, $1,025* $990. 
‘55 Two-ten station wagon, $900*, $780; 
2-dr., $675; 4-dr., $650, $600°; Bel Air 

(Continued on Page 38, Col. 1) 


“HOOK ON” 


““ONE HAND" 


“ONE SECOND" 
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NICHOLS & SON 
2695 State St. Hamden, Cona. 
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Used-Car Auction Prices 





(Continued from Page 36) 


(8) 4-dr., $755. °54 Two-ten 2-dr., $590, 
$510, $415. "53 Bel Air 4-dr., $175°. 
FORD—’57 Fairlane (8) conv., $1,840°; 
Hardtop, $1,690°, $1,455; 4-dr., $1,665° 
(ps), $1,485° (ps); Del Rio station wag- 
on, $1,690; Custom 300 2-dr., $1,445*, 
$1,305*, $1,130, '56 Country sedan sta- 
tion wagon, $1,180; Custom (8) 4-dr., 
$1,055*, $850°; Main (8) 2-dr., $780. '55 
Fairlane (8) conv., $915*; Vietoria, 
$850*; Country sedan, $775*,. ‘54 Custom 
2-dr., $535* (ps). '53 Custom 4-dr., $390, 
$375. ‘52 Main Ranch Wagon, $385; 4- 

dr., $275; 2-dr., $175. 
HUDSON—'55 station wagon, $900*, °54 
club coupe, $350*. 
54 4-dr., $695° (ps). 


IMPERIAL— 
MEROCURY—’'55 Montclair club coupe, $1,- 
060° (ps), $970°. ‘54 Monterey 4-dr., 


$550° (ps). 
oa club coupe, $610° (ps). °53 

$355* 
oLDSiOBILE — °5T (88) 4-dr., $2,100*° 


(ps). ‘56 (98) 4-dr. Holiday, $1,610° 
(ps), $1,350° (ps); (88) 4-dr., $1,300°; 
Holiday coupe, $1,250°. '55 (98) 4-dr., 
$1,180* (ps); (88) Super 4-dr., $1,030°. 
‘54 (88) Super 4-dr., $715* (ps), $705° 
(ps); (88) 4-dr., P. 

PACKARD—'53 4-dr., $295°*. 

PLYMOUTH —’'57 Belvedere (8) 4-dr., $1,- 
650°, $1,395°. ‘56 Belvedere conv., $1,- 
040. ‘55 Belvedere club coupe, "$715; 
4-dr., $700. 53 4-dr., $290. 

PONTIAC—'56 Star Chief 4-dr., $1,200°; 
Chieftain 4-dr., $1,030°. ‘55 ” Chieftain 
Catalina, $825°; Star Chief club coupe, 
$735*. °54 Star Chief 4-dr., $670° (ps). 
"53 4-dr., $375° (ps); 2-dr., $340°, $310°. 
"62 4-dr., $210*. "561 4-dr., $115. °50 club 
coupe, $190°. 


BUFFALO 


(Thruway Auto Auction, Inc. Sale every 
Monday, Prices are for sale of Jan. 13.) 

(The second sale of the new year car- 
ried through with the sweep that started 
off 68 with a rush, We sold 44 cars out 
of 70.) 


BUICK—’'55 Special 4-dr., $880° (ps). "51 


CADTIILLAO — '57 (62) Hardtop, $3,450*° 
(ps). "54 (62) 4-dr., “. 200° (ps). °53 
coupe de Ville, $830° (ps 

OHEVROLET—'56 Bei air (8) 4-dr., $1,- 

200° (ps), $925*; Two-ten 2-dr., $1, ‘005°. 

, . 


51 Hardtop, $265°. 
CHRYSLER —'53 Windsor 4-dr., $200° 


(ps). 
pesoTo—'53 Firedome 4-dr., $350°. 
DODGE—'S3 Coronet 4-dr., $355°. 
FORD—'S6 Fairlane (8) Victoria, $1,325°; 
Country sedan, $1,270° (ps); Hardtop. 
$1,180°; 2-dr., $1,200° (ps), $1,005° 
(ps); Ranch Wagon, $900; Main 2-dr., 
$775. $920° ; 


Custom 2-dr., $640. "54 9 pass. station 
wagon, $725*; Custom 2-dr., $350° (ps). 
"53 station wagon, $510; "Main 2-dr., 
. "52 Custom 4-dr., $235°. 
oP Capri 4-dr., $825° (ps). 
MERCURY—'S4 Custom 4-dr., $605; 2-dr., 
$350; Monterey conv., $425. ‘53 Monte- 
rey Hardtop, $420; 4-dr., $355°. 52 Cus- 
tom 2-dr., $265. 
NASH—'5S station wagon, $640. 
OLDSMOBILE—'5S3 (88) 4-dr., $385°. 
PLYMOUTH SS Plaza 4-dr., $450. ‘52 
4-dr., $115. 
PONTIAC—'56 Chieftain Hardtop, $1,390° 
(ps). "55 Chieftain 2-dr., $875. ‘53 sta- 
tion wagon, $600; 2-dr.. $155°. 


tion wagon, $950. 
MISCELLANEOUS—'50 GMC pickup, $125. 


CHICAGO 


(Greater Chicago Auto Auction. Sale 
every Thursday. Prices are for sale of 
Jan, 16.) 

(Seid 281 cars out of 462 consign- 
ments.) 

BUICK—'ST Special Riviera, $1,850°; 4- 
dr., $1,765°. ‘56 RM Riviera, $1,505* 
(ps); Special Riviera coupe, $1, 395°, $1,- 
145; Century 4-dr., $1,365°, $1,250°; 
Riviera, $1,350° (ps). "55 Super Riviera, 
$1,200°, $1,180°; RM conv., $1,100° (ps); 
Century 4-dr., $1. 030°. Ss Special 4-dr., 
$660°, $550°; 2-dr., $615*; conv., $490°; 
Super Riviera, $590° . "53 Special Riviera, 
$530°; 4-dr., $265°; Super 4-dr.. $520°, 
$400*: Riviera, $365*, $215*. "52 Super 
Riviera, $205°. 

CADILLAC—'58 (62) coupe de Ville, $5,- 
500° (ps). "57 (62) coupe de Ville, $3,- 
885° (ps), $3,845° (ps), 2 at $3,750° 
(ps); 4-dr., $3,780° (ps); coupe, $3,500° 


(ps), $2,600* (ps); coupe, $2,400° (ps). 
"55 (62) conv., $2,100° (ps); 4-dr., $1,- 
850° (ps). "54 (62) coupe, $1, 600° (ps); 
conv., $1,490° (ps). "53 (62) coupe, $610; 
4-dr., $470°, $395°. "52 (62) 4-dr., $440°, 
$425°, $415°. ‘Sl (62) 4-dr., $375°, 
, $350°. 50 (62) 4-dr., $365°. 
CHEVROLET—'57 Bel Air (8) 4-dr., $1,- 
750° (ps); conv., $1,720° (ps); Sport 
sedan, $1,690°; Sport coupe, $1,650°, 
$1,585*. ‘56 Bel Air (8) Sport coupe, 
$1,410°; conv. $1,220° (ps); 4-dr., $1,- 
205°, Two-ten (6) station wagon, 
$1,225°; 2-dr., $830, $670*; Two-ten (8) 
4-dr., $1,075*, $945°, $920°, $880. ‘55 
Bel Air Sport coupe, $1,050°; Two-ten 
(8) 4-dr., $850°, $795*; Two-ten (6) 


2-dr., $355. "53 Two-ten 4-dr., $350; 
conv. $315°; 2-dr., $300. "51 2-dr., 


$205, $200. 
CHRYSLER—'54 NY Newport, $485°. ‘53 

4-dr., $425° (ps). 
DeBOTO—'55 Firedome Sportsman, $800*; 
—— 2-dr., $215*. '52 Firedome 


pope's. Coronet (8) conv., $325*; 
dr., $270*. 

FORD—'57 Skyliner conv., $2,230* (ps); 
Country Squire station wagon, $1,840°; 
Fairlane (8) 500 4-dr., $1,725* (ps); 
conv., $1,700* (ps); Country sedan, $1,- 
630°, $1,620°; coupe, $1,525, $1,350°; 
Custom (8) 300 4-dr., $1,360; 2-dr., $1,- 
310°. ‘S56 Thunderbird, $2,125° (ps); 
capeeee (8) Victoria, $1,280°, $1, — 

5h 025°, $1, 015°; conv., $930* (ps 
fk Wagon, $1,095 : Custom (8) ear. 
= $915, $905; 2-dr., $900, $895, $870 
$860. ‘55 Fairlane (8) Victoria, 
cheese: 4-dr., $965°; Custom (8) 2-dr., 
$780, $745, $700, $675. 'S4 
-, $520°, $370; 2-dr., 
Crest (8) Victoria, $515*. ‘53 
sedan, $550°; Custom (8) 4-dr., 
$410*; conv., $260; Main (8) 4-dr., $235: 


ne 
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’ . "54 Savoy 2-dr., | 
. '53 Suburban station wagon, $390; 
$275; Belvedere Hardtop, 


. 

PONTIAC—’57 Chieftain Catalina, ae ~F 
’56 Star Chief Catalina, $1,238° 
Chieftain 4-dr. ; 

. '54 Chieftain oe ,saio" (pe): 


"53 2-dr., $250°. 
RAMBLER—’55 Cross Country, - 
STUDEBAKER—’56 Flight Hawk, $760*. 

"5S President 4-dr., ° 

mander Hardtop, $450*. 
MISCELLANEOUS—’56 Volkswagen 2- dr., 


10s ANGELES 


(Haroid Henry’s Los Angeles Auto Auc- 
tion. Sale every Tuesday. Prices are for 


Riviera, $3,315* 





, $2,170* (ps). 
coupe, $1,375* 
$1,200* (ps). .'54 Capri 4-dr., 

’53 Capri conv., 
MERCURY—’57 Montclair coupe, 
; Monterey 2-dr., 
. "56 Montclair coupe, $1,425*, 
Monterey coupe, 

Custom Sport 
55 Monterey 


$2,245* 


‘51 Crest Vic- 


UDSON — 55 Wasp 4-dr., 
$535; Hornet 4-dr., 
LINCOLN — '58 Premiere '4-dr. 
$4,375° (ps). '57 Premiere Landau, §$3,- 
"56 Capri 4-dr., 


"53 Cosmopolitan 4-dr., 

sale of Jan. 7.) 

BUICK—’58 Super 
'57 Special Riviera, $1,725°*. 
Riviera, $1,340*. 


MERCURY 87 Turnpike Cruiser, $2,250* 
’56 Monterey coupe, $1, 185, $1,150. 
$1,175; Custom 2- 
*h4 Monterey ‘a-dr. $ 
> — — coupe, 


565 Monterey conv., ’55 Super Riviera, $1,- 
coupe, » Serb, ° 
Century Riviera, The following imported-car prices 
Port of Entry figures at New York, They 
include ocean freight, U. 8S, excise tax 
They do not include 
‘“‘emergency freight’ charges, U. 8S. trans- 
portation fees, state and local taxes or 
optional equipment. 

(Copyright, 1958, by Automotive News) 

ALFA ROMEO—Giulletta—Spider, 
298; Super Spider, 
. ; Veloce Coupe, 
Sprint Coupe—$6,083. 

ASTON-MARTIN— 


NASH—’55 ainkamades 4-dr., 
Statesman 4-dr., 250. 


” $455; “RM conv., 
OLDSMOBILE—’ 57 


CADILLAC—’57 sedan de Ville, 
coupe, $4,200* . 
; coupe de Ville, $4,- 


, $3,715* (ps), 
$3,075* (ps); 
$3,000° (ps); y 
’55 coupe de Ville, $2,570° 
s coupe, $2,100* 
"53 (62) coupe, $1,175° (ps); 
., $1,050* (ps). ’ 
. "51 (62) 4-dr., 
. "49 coupe, $200°. 


, and import duty. 
(98) Holiday, $2,425* ~ 


Holiday, $2,160* 
, $2,125° (ps). '56 (88) Super 
$4,030* (ps); ° 
'56 Eldorado Seville, 
coupe de Ville, 
$2,900* (ps). 


$3,686; Sprint Coupe, 


Holiday, $1,155*, 9 , '. 
Holiday, $875* DB24 Mark III cpe., 
53 (98) Holiday, $475* (ps), | AUSTIN—A-35 deluxe 2-dr. sed., $1,599; 
A-55 deluxe 4-dr. 


sedan, $550* 


"48 limousine, y 
CHEVROLET—"'57 Bel 
dan, $1,895*; 


55 Constellation Hardtop, 
. "54 Clipper 4-dr., $365°. 
PLYMOUTH 3 

Hardtop, $2,180*. 


AUSTIN-HEALEY —conv., 
° . (Heater standard on deluxe.) 
BENTLEY—Series S—Standard Steel Sa- 
(Other models are custom- 
built and vary considerably in price.) 
BMW Isetta 300—-$1,048. 


CITROEN—2CV 4-dr. 
298 (centerifugal clutch). 
Al uspension 


32,919; deluxe 
Sport coupe, 
"57 Belvedere 


Savoy (8) 2-dr. 
. "55 Belvedere Hardtop, 


Auction Week 
Is Scheduled 
For Apr. 21-26 


ALBANY.—Tim Anspach, presi- 
dent, National Auto Auction Assn., 
has designated Apr. 21-26 as Na- 
tional Auto Auction Week. It is the 
third annual auction week and the 
second sponsored by the national 
association. 

Purpose of the event is to “em- 
phasize the increasingly important 
part the auction business has come 
to play within the automotive in- 
dustry,” Anspach said. 


$1,810* (ps). $1,800* (ps), 
_ "56 Bel Air (8) Nomad, $1,685* 
; Sport coupe, 


, $1,320° (ps); 
" $1,035; Delray, $895; Two- 


$1,795° (PS). | toon, $12,900. 


top, $1,150°: 
(Heater stand- 


sunroof sed., $1,- 
DS-19 4-dr. sed., 


Sport coupe, $1, 375° 


"sport ‘coupe. $1,070; 


stati $i,150* DKW-—4-dr. sed., $2,395; 2-dr. sed., $1,- 
on wagon, . : 


995; 2-dr. hardtop, $2,195; stat. wag., $2,- 

. (Heater standard on all models.) 
FACEL-VEGA — 

Excellence 4-dr. 


Delray, $1,025°, 


‘54 ‘Corvette, $1,010°; 
Sport coupe, $765; One-fifty 2- dr., 
"53 Two-ten 2-dr., 


hardtop, $9,750; 
hardtop, $12,800. 
power brakes, power 
windows, radio, heater are standard.) 
FIAT 600 Series— Multipla 4-dr. 
.. $1,298; sunroof conv., 
1100 Series—4-dr. sed., 3 
(Fast-Touring) sed., $2,035; stat. 
wag. $2,069; TV roadster 


$540, ae, ses: i 
club coupe, $380; 2-dr., 


SLER—'56 NY 4-dr., 
‘55 NY Town & Country, $1,795* 
Newport, $1,575* 


DeSOTO—'57 Firesweep sedan, $1,740°. 
"S55 Firedome 4-dr., : 
coupe, $920*° 
coupe, $290°. 

DODGE—'57 Coronet 

Lancer 2-dr., 


"53 NY 4-dr., (hard top op- 


(Heater standard on all 


; Anglia 2-dr. sed., 
‘53 Firedome club/ $1,539; Perfect 4-dr. 1,639; Eécort 
. stat. wag., $1629; Squire 2-dr. stat. 
wag., $1739. Mark II Series—Consul—4-dr. 
sed., $2,012; conv., 
sed., $2,193; conv., 
., $2,365; conv., > 
GOLIATH—1100 Series — Standard busi- 
ness sed., $1,995; Custom 2-dr. 
088.80; Custom conv., 
stat. wag., $2,287.80; Empress Deluxe 2-dr. 
Tiger sport cpe., $2,834.98. 
standard on all models.) 


$1,849; conv., 


. Zephyr 4-dr. 
$2,552; Zodiac—4-dr. 
FORD—’57 Thunderbird, _$2,825°, . 
Country sedan, 
"500 club sedan, 
; Club Victoria, $1,- 
J ; Town sedan, $1,825° 
Fairlane (8) club sedan, $1,575*; 


"56 Thunderbird. 


continued, 
“have grown tremendously in re- 
cent years, and we want as many 
dealers as possible to know the 


$2,008. (ps), $2,395; Custom 2-dr. 


sed. $2,481.14; 
Heater 


Re 128, $1,315°. HILLMAN—4-dr. 
year, auctions accounted 
for wholesale cash transactions of 
about $1 billion worth of automo-) 
biles. That’s big business, and we| 
feel it’s a segment of the business | 
which more dealers should know 
more intimately.” | 

In general, the auction week 
plans include a free breakfast, 
lunch or snack plus many prizes 
which the auctions will award to) 
attending dealers. 


° ° Ranch Wagon, L ‘ ° . ; 
$1,225; Main $750; Custom 4AGUAR—Mark VIII 4-dr. sed., $5,605 
y (automatic transmis- 
3.4 Liter sed., $4,460 
(automatic transmission). 
cpe., $4.475; conv., 595. 

MERCEDES-BENZ—180 4-dr. be 
(diesel engine), 


190-SL road- 


= Thunderbird, ~ 645°; 
*. 


try Sedan, $705* (ps); Main (8) Ranch 
"53 Custom (6) 2-dr., 
., $335; Main (8) 
"52 Main (8) Ranch Wagon, 
Victoria, = 
Squire, $265; 4-dr., 
| LENCOLN—'56 Premiere coupe, 


; 190 4-dr sed., $3,431; 
: 190-SL ecpe., $5,232 
hard or soft 
; 220-8 4-dr. sed., $4 
; 300-C 4-dr. sed., $7,- 
$8,905; 300-D 4-dr. 


4-dr sed., $3,823 
559; 300-SL cpe., 








; 4-dr. 2-seat stat. 


FORD—(Prices are for six-cylinder mod- 
els. For V-S8s, add $107 for station wagons; 
$124 for Fairlane and Fairlane 500; $137 
Custom 300—4-dr. sed., 
$2,119; 2-dr. sed., $2,065; bus. 2-dr., $1,- 


hardtop, $2,428.73; 
hardtop, $2,364.12. Fairlane 500—4-dr. * 
$2,437.72; 2-dr. sed., $2,383.72; 4-dr. hard- 
. hardtop, $2,444.72; 
: .98; retractable hardtop (V-8 
, $3,172.69. Station Wagons— \ 

seat Ranch Wagon, $2,406.76; 2-dr. 2-seat 
Rio Ranch Wagon, $2,513.24; 4-dr. 
2-seat Ranch Wagon, $2,460.76; 4-dr. 2- 
seat Country Sedan, $2,567.24; 4-dr. 3-seat 
Country Sedan, $2,674. 24; 
Country Squire, "$2,803 

= ome opal = <a sed., $,- 
1 Ae. hardtop, $4,945; 2-dr. hardtop, 


wag., $3,616; 4- 
., $3,803. Saratega— 
4-dr. hardtop, 


$3,878. New Yorker—4-dr.|for Custom 300.) 


standard on Saratoga, New Yorker and 
300-D. Power brakes standard on 300-D.) 
. sed., $6,072; 4- 
dr. hardtop, $6,072; 2-dr. hardtop, $5,825; 


e Drive, power 
ing, power brakes standard on all models.) 


— Firesweep — 4-dr. sed., $2,- 


261. 
316; 4-dr. hardtop, $3,436; DeSOTO 
818.50; 4-dr. 


2-dr. 
$3,368; conv., a; 4-dr, 2-seat hardtop 


sed., $3,582.50; 4-dr. hardtop. $3,731; 2-dr. 
hardtop, $3,675; conv., $3,972; 4-dr, 2-seat 
wag., $4,030; 4-dr. 3-seat stat. wag., 
$4,172. Adventurer—2-dr. hardtop, $4,071; 
es . (TorqueFliite standard on 
Fireflite and Adventurer. Power brakes 
standard on Adventurer.) 
DODGE — Coronet Six—4-dr. sed., $2,- 
529.50; 2-dr. sed., $2,448.75. Coronet V-8— 
2-dr. sed., $2,556.25; 
; 2-dr. hardtop, $2,- 


Powering steering standard on Super. 

master 75 and Limited. Power brakes 
dard Roadmaster 75 and Limited.) 

CADILLAO — Series o —— nano 

4-dr. extended-deck 

079; 2-ar. hardtop, $4,784; conv. 

Sedan de Ville 4-dr. hardtop, 

de Ville 2-dr. hardtop, 

Seville 2-dr. hardtop, $7,500; Biarritz conv., 


power 
all models.) 


MERCURY—Medalist—4-dr. sed., $2,617; 
sed., $2,547. Monterey—4-dr. sed 
sed., $2,652; 4-dr. hardtop, 
$2, 840: 2-dr. hardtop, $2,769; conv., $3,- 

sed., $3,236; 4-dr. 


4-dr. sed., $2,637; 


Mentelair—4-dr 
. ‘agons hardtop, $3,365 

—2-dr, 2-seat Suburban, $2,970.25; 4-dr. 

2-seat Sierra, $3,034.75; 4-dr. 3-seat Sierra, 

$3,176.25; 4-dr. 2-seat 

212.25; 4-dr. 3-seat Custom Sierra, 

354.25. 


on all models.) 


(Prices are for six- 
cylinder models, For V-8s, add $107.) Del- 


$4,118. Station Wagons—2-dr. 2-seat Com- 
. 2-seat Commuter, 
$3,105; 4-dr, 3-seat Commuter, $3,201; 2-dr. 
2-seat Voyager, $3,535; 4-dr. 2-seat Voya- 
’ : . 2-seat Colony Park, 
(Multi-Drive Merc-O-Matic, power 
8 , Power brakes standard on Park 
Lane; Mere-O-Matic standard on Montclair, 
Voyager and Colony Park.) 
OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,837; 2-dr. sed., $2,772; 4-dr. 
$2,971; 2-dr. hardtop, $2,893; conv., 
221; a dr, 2-seat stat. 
2-seat hardtop stat. wag., $3,395. Super Bs 


Ranger—4-dr. sed., one: 2- 
sed., $2,519; 


$2,735; 4-dr. hardtop, $2,863; 2-dr. hard: 
top, $2,805; conv., 028. 


hardtop, $2,586; Impala conv., $2,- 
as hardtop, $3,425; 
Citation—4 


. 2-dr. 2-seat Yeoman, 
413; 4-dr, 2-seat Yeoman, $2,467; 4-dr. 
eat Brookwood, $2,571; 4-dr. 3-seat 
Brookwood, $2,678; 4-dr. 2-seat Nomad, 

— hardtop cpe. or conv. 


Corsair—4-dr. 
"2-dr. hardtop, $3,346. 
-dr, hardtop, $3,615; 2-dr. hard- 
; conv., $3,801, Station W: 
2-dr. 2-seat, $2,876. ee ont 
2-seat, $2,933; 4-dr. 3-seat, $2,990 


(Automatic foanomteston 
standard on Corsair and Citation.) 


Bermuda —4 
seat, $3,247. 


CHRYSLER — Windsor —4-dr. sed., $3,- wag., $3,284; 4-dr. 
hardtop 


129; 4-dr. hardtop, $3,279; 2-dr. 


$595* (ps). 

NASH—’56 Ambassador 4-dr., $1,125* ‘54 
Statesman 4-dr., $370*. '53 Ambassador 
Country club, $550*. 


OLDSMOBILE—’55 (9%) Holiday, $1 425+ 
(ps); (88) Super 4-dr., $1,230* (ps). 54 
(88) Super Holiday coupe, $850*. ‘53 
(88) Super 4-dr., $430°. '52 (88) Super 
4-dr., $325*; (88) Holiday, $275*. ‘5; 
(88) Super 4-dr., $280*. 

PLYMOUTH—’57 Savoy (8) club sedan, 
$1,555*, $1,475*; 4-dr., $1,410. °56 Fury, 


(Continued on Page 40, Col. 1) 


Port-of-Entry Prices 


On Imported Cars 





hardtop, $10,418; 300-SL roadster, $10,928; 
300-SC conv. or rondster, $12,272. (Power 
brakes standard on 219 sed.; sutomatic 


METROPOLITAN — 2-dr. hardtop, $1,- 
626.10; conv., $1,650.10. 

MG—MGA—roadster (disk wheels), $2,- 
379; roadster (wire wheels), $2,463; cpe. 
(disk wheels), $2,674; cpe. (wire wheels), 
$2,763. Magnette — 4-dr. sed., $2,731. 
(Heater standard on Magnette.) 

MORRIS—4-dr. sed., $1,740; 4-dr. de- 
luxe sed., $1,808; 2-dr. sed., $1,654; 2-dr. 
deluxe sed., $1,711; Tourer sed., $1,637; 
Tourer deluxe sed., $1,694; stat. wag. $1,- 
861; deluxe stat. wag., $1,916. (Heater 
standard on deluxe models.) 

OPEL, — Rekord — 2-dr. sed., $1,957.50, 
Caravan—2-dr. stat. wag., $2,370. (Heater 
standard on both models.) 

PANHARD — 4-dr. sed., $1,995; 4-dr. 
deluxe sed.. $2,195. 

PORSCHE — Speedster — 70 horsepower, 
$3,215; 88 horsepower, $3,615; 115 horse- 
power (Carrera), $5,215. Coupe—70 horse- 
power, $3,665; 88 horsepower, $4,504; 115 
horsepower (Carrera), $5,665. Convertible 
—70 horsepower, $3,915; 88 horsepower, 
$4,804; 115 horsepower (Carrera), $5,915. 

RENAULT — 4CV 4-dr. sed., $1,345; 
Dauphine 4-dr. sed., $1,645. (Heater stand- 
ard on both models.) 

ROVER—90 4-dr. sed., $3,295; 1058 4- 
dr. sed., $3,625 (overdrive); 105R 4-dr. 
sed., $3,765 ‘(automatic transmission and 
overdrive); 105R deluxe 4-dr. sed., $3,865 
(automatic transmission and overdrive). 
(Heater standard on all models.) 

ROLLS-ROYCE—Siiver Cloud—Standard 
Steel Saloon, $13,250. (Other models are 
custom-built and vary considerably in 
price.) 

SAAB—-2-dr. sed., $1,895. (Heater stand- 
ard.) 

SIMCA—Aronde Series—Intendante, $1,- 
575; Deluxe 4-dr. sed., $1,645; Elysee 4-dr. 
sed., $1,745; Montihery, $1,810; Grand 
Large 2-dr. hardtop, $1,980; Grand Large 
Special, $2,030; Chatelaine 2-dr. stat. wag., 
$1,875; Plein Ciel sport cpe.. $2,795; 
Oceane conv., $2,995. Vedette V 8 Sertes— 
Trianon 4-dr. sed., $1,999; Versailles 4-dr. 
sed., $2,199. (Heater standard on Plein 
Ciel and Oceane.) 

SUNBEAM—Rapier 2-dr. sed., $2,499. 
(Heater and overdrive standard.) 

TEMPO — Matador — 12-passenger stat. 
wag., $2.575. (Heater standard.) 

TRIUMPH—4-dr. sed., $1,699; 4-dr. stat. 
wag., $1,899. TR-3 (sports cars)—softtop, 
$2,675; hardtop, $2,835. 

VAUXHALL — Victor — 4-dr. sed., $1,- 
957.50. (Heater standard.) 

VOLKSWAGEN — 2-dr. sed., $1,545; 2- 
dr. sunroof, $1,625; conv., $2,045; Kar- 
mann-Ghia sport cpe., $2,445; Combi stat. 
wag. (S8-passenger), $2,020; deluxe stat. 
wag., $2,120; deluxe camper, $2,737. 
(Heater standard on all models.) 

VOLVO—2-dr. sed., $2,238.53; 2-dr. stat. 
wag., $2,490. (Heater standard on both 
models. ) 





—4-dr, sed., $3,112; 4-dr. hardtop, $3,339; 
2-dr, hardtop, $3,262; conv., $3,529; 4-dr. 
2-seat hardtop stat. wag., $3,623. Series 98 
—4-dr. sed., $3,824; 4-dr. hardtop, $4,096; 
2-dr. hardtop, $4,020; conv., $4,300. Jet- 
away Hydra-Matic, power steering, power 
brakes standard on Series 98.) 

PACKARD —-4-dr. sed., $3,212; 2-dr. 
hardtop, $3,262; 4-dr. 2-seat stat. wag., 
$3.38. Hawk— 2-dr. hardtop, $3,995. 
(Flightomatic and power brakes are stand- 
ard on all models.) 


PLYMOUTH— (Prices are for six-cylinder 
models. For V-8s, add $107.) Piaza—4-dr. 
sed., $2,169; 2-dr. sed., $2,117.50; bus. cpe., 
$2,028.25. Savoy—4-dr. sed., $2,304.75; 2- 


399.50; 2-dr. , $2,328.50 
—4-dr. sed., $2,439.75; 2-dr. sed., $2,388.50; 
4-dr. 50; 2-dr. hardtop, $2,- 


tion Wagons ( . 2-seat De- 
luxe, $2,431.50; 4-dr. 2-seat Deluxe, $2, 
485.50; 2-seat Custom, $2,553.25; 
4-dr. 2 $2,607; 4-dr. 3-seat 
$2,747; 4-dr. 2-seat Sport, $2,- 
759.75; 4-dr Sport, $2,899.75. 


PONTIAC—Chieftain—4-dr. sed., $2,638; 


dr, hardtop, $3,210; 2-dr. hardtop, $3,122; 
4-dr. 2-seat stat. wag., $3,350. Bonneville 
—2-dr. hardtop, $3,481: conv., $3,586. 

RAMBLER — American — Deluxe 2-<r. 
sed., $1,789; Super 2-dr. sed., $1,874. 
Deluxe Six—-4-dr. sed., $2,047. Super Six — 
4-dr. sed., $2,212; 4-dr. hardtop, $2,287; 
4-dr, 2-seat stat. wag., $2,506. Custom Six 
—4-dr. sed., $2,327; 4-dr. 2-seat stat. 
wag., $2,621. Rebel V-8—Super — 4-<r. 
sed., $2,342; 4-dr. 2-seat stat. wag., $2, 
636. Custom — 4-dr. sed., $2,457; 4-cr. 
hardtop, $2,532; 4-dr, 2-seat stat. wag., 
$2,751. Ambassador — Super — 4-dr. sed., 
$2,587; 4-dr. 2-seat stat. wag., $2,881. Cus- 
tom—4-dr. sed., $2,732; 4-dr, hardtop, $2.- 
822; 4-dr. 2-seat stat. wag., $3.026; 4-dr. 
2-seat hardtop stat. wag., $3,116. 


STUDEBAKER—Scotesman 6—4-dr., sec., 
$1,874; 2-dr. sed., $1,795; 2-dr. 2-seat stat. 
wag., $2,055. Champion 6-—4-dr. sed., 
$2,253; 2-dr. sed., $2,189. Commander V-3 
—4-dr. sed., $2,378; 2-dr. hardtop, $2,493; 
4-dr. 2-seat’ Provincial stat. wag., $2,644. 
President V-8—Classic 4-dr. sed., $2,639; 
2-dr. hardtop, $2,695. Hawks—Silver Hawk 
6 cpe., $2,219; Silver Hawk V-8 cpe., $2,- 
352; Golden Hawk V-8 2-dr. hardtop, 
$3,282. (Overdrive standard on Golkien 
Hawk. Heater standard on Scotsman.) 


















Year after year after year...and again in 1957... 


THE BIGGEST YEAR 
| IN LOOK HISTORY 


sedan, 
u 


2 ERE 











5 Circulation Up 1,000,000 

2 culation Up 1,UUU, 

a Estimated yearly average: over 5,190,000. Y ear-end issues: over 5,400,000. 
ve). LOOK’s 14th consecutive year of circulation gains. 





= Audience Up 5,000,000 











ae Total audience: 24,800,000—about one of every five Americans aged 10 and over. 
; Advertising Revenue Up *9,001,457 

har. 7 ’ 

31. 1957 total: $43,352,335. LOOK’s 19th consecutive year of ad revenue gains. 

sk 1957 total: 1,764.80. LOOK’s sixth consecutive year of ad page gains. 

cs Underlying LOOK’s record of growth is a dynamic editorial concept 

‘& that has given America “the exciting story of people”. . . that has captured the 
ie imagination of consumers and advertisers . . . that, in 1957, won for LOOK 

x thirty-three major editorial awards, including top Benjamin Franklin 

Le honors. This is the editorial foundation on which LOOK has built one of the 
ae great success stories in magazine publishing. 

e iD OU ( y Kk the exciting story of people 
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Used-Car Auction Prices 





$250. '52 Commander 2-dr., $105. 

MISCELLANEOUS—’57 Dodge %-ton pick- 
up, $1,250. '55 Ford F-500, $710; Chev- 
rolet 2-ton truck, $905. °49 Ford 1%-ton 
pickup, $290. 


COLUMBUS, O. 


(Capital Auto Auction, Sale every Thurs- 
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065*, '55 Custom Royal 4-dr., $995*. °53 
Coronet 2-dr., $245; Meadowbrook 4-dr., 
220. 

EDS EL — ’'58 Citation Hardtop, $2,740*° 


(ps). 

FORD—’58 Fairlane (8) 500 Victoria, $2,- 
510° (ps). °57 Fairlane (8) conv., $1,- 
700*, $1,610*; 4-dr., $1,635°; 2-dr., $1,- 
610* (ps); Custom (8) 300 2-dr., $1,370. 


$1,300. '55 Savoy (8) 
club sedan, $425. 
PONTIAC—’'57 Chieftain 
$2,050° (ps). 
coupe, $1,400* (ps), 
Catalina, $1,175* (ps). 
Catalina, $885*; 4-dr., 
tain Catalina, $580*. 


$280°, 
$165°. 


$165°; 2-dr., 


RAMBLER —’51 station wagon, 
STUDEBAKER — ‘55 President 


$1,070*, $925*, 
coupe, $375. 

MISCELLANEOUS — 57 
465. ‘56 Dodge ‘%-ton 
Hillman, $1,195; 
$1,475. °53 Ford 
"52 Jaguar Mark VII, 
ton pickup, $200. 
up, $180. 


$900*. 


F-100 


FARGO 


(Tri-State Auction Co., 
Friday. Prices are for sale 
(Sold 96 cars out of 
ments.) 
BUICK 
cial Hardtop, 
CADILLAC—’' 57 
"56 Fleetwood sedan, 
coupe, $2,600°*; 4-dr., 
CHEVROLET—'57 Bel 
835* (ps), $1,820*, 


‘55 Special 2-dr., 
$570°. 
(62) 


Air 


4-dr., 
Belvedere Suburban, $760°; 4-dr., $540°; 


station wagon, 
’56 Star Chief - Catalina 
$1,275°*; 
$830. 
’53 conv., 


station wagon, $480*, '52 Chieftain 4-dr., 
$220°. 


Volvo 2-dr., 
Volvo station wagon, | 


$400; 
"48 Dodge 


Inc. 


coupe, $3,510* 
$1,905* 


$1,800°; 


(Continued from Page 38) 

BUICK — '57 
(ps). 
(ps); 
per 
Hardtop, 
$1,040°; 
(ps), 


"A 4-dr, station wagon, $1,835*, $1,780°*; 
4-dr., $1,655*, $1,555°, $1,500, $1,480, 
$1475; 2-dr., $1,575*. °56 Two-ten 4-dr., 
$1,055, '55 Two-ten (8) station wagon, 
$1,160*; 4-dr., $890*; 2-dr., $805*, $780°; 
coupe, $765; Bel Air (8) 2-dr., $925*. 
'54 Bel Air 4-dr., $690, $500°; Two-ten 
Delray, $625*; 2-dr., $580*°; $540. ‘53 
Two-ten 4-dr., $490; 2-dr., $490. '52 sta- 
tion wagon, $350*%; 4-dr. sedan, $260°. | 

DODGE—’53 Coronet 4-dr., $250. | 

FORD—'57 Country sedan, $1,830°; Fair- 
lane (8) 4-dr., $1,690*, $1,630*; Custom 
300 4-dr., $1,600*, $1,285, $1,275, $1,- 
250; Ranch Wagon, $1,590. '56 Custom 
4-dr., $1,055, $940; 2-dr., $950, $925; | 
Fairlane 4-dr., $1,050*; Main 2-dr., $850. | 
'55 Fairlane 2-dr., $1,025* (ps), $765*; 
4-dr., $1,020. '54 Main 4-dr., $425. ‘53 
Custom 4-dr., $460, $350; Victoria, 
705°; Main 2-dr., $385. °52 Main 2-dr., 
$290; Victoria, $255. °51 2-dr., $130. 50 
2-dr., $115. 

MERCURY 
255*. '49 4-dr., 

OLDSMOBILE 
(ps), $2,300° 
(ps), $855*. 

PLYMOUTH 
$1,395. °56 4-dr., 

| $270, $205; 4-dr., 

4-dr., $105. 

| PONTIAC—'56 Chieftain 4-dr., $1,170°*. 
'55 Chieftain Catalina, $1,020* (ps). '54 

(ps). | Chieftain station wagon, $595*°, ‘51 Cata- 

(8) coupe, $1,- lina, $200; 2-dr., $145°. 

Two-ten STUDEBAKER '53 Commander 4-dr., 


$760°. 


Chieftain 
‘55 Chieftain 
’54 Chief- 
$505*; 


$785*; 





(ps); 
"51 2-dr., 660° (ps); 
de Ville, 

(ps). 
CHEVROLET 

top, $2,500* 

top, 


$270°. 
Hardtop, 
Champion 


$1,- | 
$720; 


"53 


pickup, 
250. 
$1,475°; 
Bel Air 
$1,300°; 
060. 
$1,010*; 
Two-ten 


pickup, $460°. | 
Dodge %-| 
%-ton pick- 


$1,- 


Holiday, $2,365* 
(88) 4-dr., $960* 


"56 Monterey Hardtop, 
$100. 
‘57 (98) 


| (ps). '54 


Sale every 
of Jan. 17.) 
160 consign- 


$500; 
2-dr., 
$395; 2-dr., 
$505; 4-dr., 
CHRYSLER 


4-dr., 
4-dr., $1,550°, 
’53 2-dr., $300, 
"52 2-dr., $150; 


-'57 Savoy 
$890. 
$750, °54 Spe- $285. 
(ps). 
$2,660°; (62) (ps). 

dome 4-dr., 
DODGE 


$1,055°, 


CADILLAC—’ 57 
sedan de Ville, 
coupe, 

coupe de Ville, $2,315* 


$1,675* 


$1,865* 

station wagon, 
"56 Two-ten 
2-dr., 
(8) 
Bel 
"55 Bel 
4-dr., 
(6) 


$535°, 


‘58 Bel Air (8) 
(ps). 57 Bel Air (8) Hard- 
(ps); 


$1,650; 2-dr. 


Air 
Air 


fifty 2-dr., $650. 
$610°; 
$410°; 
$355. 
$425; 
~55 NY 4-dr., 
DeSOTO — '56 Fireflite Hardtop, 
’55 Fireflite 4-dr., 
Firedome Hardtop, $930* 


$335* 


-"56 Coronet 





$1,210* 


4-dr. 
$1,005°; : 
Special Hardtop, $795*; Super Hardtop, 
Century Hardtop, $760* 
coupe de 


$1,050; 
Hardtop, 
(6) 
(8) 
$850° ; 
4-dr, 
000*; 2-dr., $775; 4-dr., $710, $700; One- 
'54 Bel Air 2-dr., $630, 


day. Prices are for sale of Jan, 16.) 
4-dr. 


Hardtop, 


(ps); 


(ps), $1,070° (ps), 


2-dr., $875°*, '54 
(ps). 

Ville, 
$3,665* (ps), 
$3,545° (ps). 
(ps). 
4-dr., 


(ps); $1,505* 


4-dr. Hard- 
Two-ten (8) 4-dr. 
sedan, $1,- 
wagon, 
Delray, $1,000; 
$1,360°; 4-dr., 
4-dr., $1,250*°, $1,- 
Hardtop, $1,060*, 
2-dr., $785°; 
station wagon, §$1,- 


(8) station 


$575; 
4-dr., 


Two-ten 4-dr., 
One-fifty 


'53 Two-ten Hardtop, 
Bel 


Air 2-dr., $440. 
$1,120°. 
$1,400° 
$955° (ps); 
(ps). °53 Fire- 


(8) Hardtop, $1,- 


KEEP CAR OWNERS HAPPY 





WITH THE 





GUARANTY PROGRAM... 


A happy new car owner always comes back. With Valvoline’s guaranty program, he 
meets your Service Manager and builds a personal relationship which promotes cus- 
tomer confidence and increased service sales. 


A complete advertising program to merchandise the FREE Guaranty is furnished every 
Valvoline dealer. Write TODAY for your brochure that will show you how to KEEP CAR 
OWNERS HAPPY. 


Never has a program covered so much with 
such a small amount of effort or detail. 


ALVOLINE 


OlL COMPANY + FREEDOM, PA. 


Division of 


Ashland Oil & Refining Company 





$2,225° 
’56 Century 4-dr. Hardtop, $1,655* 
Special Hardtop, $1,360*. 
Hardtop, 
$1,100* 
Special 


'55 Su- 
Century 


Hardtop, $1,065° 


$3,700° 
$3,- 
"5S 
’54 coupe 


‘56 Fairlane (8) Victoria, $1,290*, $1,- 
220° (ps), $1,200*, $1,100* (ps), $1,100°; 
conv., $1,275* (ps); Country sedan, $1,- 
250; 2-dr., $1,165*, $1,050*%, $1,010*; 
Custom (8) 4-dr., $990°; 2-dr., $880. 
’55 Fairlane (8) Victoria, $995, $890*; 
Custom (6) Ranch Wagon, $790; Custom 
(8) 2-dr., $790. °54 Custom (8) 2-dr., 
$610°; 4-dr., $585. ‘53 Victoria, $610*, 
$400*; 4-dr., $355°, °51 2-dr., $240*. 
MERCURY—’57 4-dr. station wagon, $2,- 
150* (ps); Monterey 2-dr., $1,650°. '56 
Montclair Hardtop, $1,625*, $1,420°; 
Custom Hardtop, $1,325*, $930°. ‘55 
Montclair Hardtop, $1,125*, $875*, ’53 
Monterey Hardtop, $555* (ps). 
OLDSMOBILE — ’'56 (98) 4-dr. Hardtop, 
$1,750° (ps); (88) Super Hardtop, §$1,- 
685° (ps); 4-dr., $1,460* (ps);- (88) 
Hardtop, $1,640* (ps), $1,425*, $1,370*; 
4-dr., $1,360° (ps). °55 (98) Hardtop, 
$1,530* (ps), $1,275* (ps), $1,235* (ps); 
4-dr., $1,305* (ps), $1,100* (ps); (88) 
Super Hardtop, $1,460* (ps); (88) Hard- 
top, $1,240*, $1,210*, $1,145* (ps); 2-/ 
dr., $1,130°, $1,090°, ‘54 (88) Super 
Hardtop, $945* (ps); (88) 2-dr., $800*. 
PACKARD — '55 Clipper Hardtop, $775*. 
PLYMOUTH—'58 Belvedere (8) Hardtop, | 
$2,225*. ‘56 Belvedere (8) 4-dr., $1,110*° 
(ps); Savoy (8) 4-dr., $985*; Hardtop, 
$965°, $865*; 2-dr.. $955, $925; Plaza 
(6) 2-dr., $840. '55 Belvedere (8) 4-dr., 
| $680; Plaza (8) 4-dr., $635"; Savoy (6) | 
4-dr.. $630. '54 Belvedere station wagon, 
755° (ps). | 
PONTIAC—'56 Star Chief Catalina, $1,- 
500° (ps), $1,410*; Chieftain 2-dr., $1,- 
000. ‘55 Star Chief Catalina, $1,180°*, | 
$1,000*; 4-dr., $1,000*; Chieftain Cata- 
lina, $900°; 4-dr., $850*, $820°. "54 Star 
| Chief 4-dr., $710*. °52 4-dr., $235°. °50 
club coupe, $155*. 
RAMBLER—'55 station wagon, 
station wagon, $590 
STUDEBAKER "54 
$355. ‘53 Champion 4-dr.. $315 
MISCELLANEOUS ‘57 Chevrolet %-ton 
pickup, $1,035. ‘54 Ford %-ton pickup, 
$635; Dodge %-ton pickup, $410. 


FLINT, MICH. 


(Flint Auto Auction, Inc. Sale every 
Wednesday. Prices are for sale of Jan. 15.) 
| (Seems as though prices are more puz- 

zling every week, Sharp cars in quantity 
are stili in short supply. No definite 
trend can be established, Sold 124 cars 
out of 208 consignments.) 

BUICK—'57 Century Riviera, $2,025*; Spe- 
cial 2-dr. Riviera, $2,000° (ps); 4-dr. 
Riviera, $1,975* (ps), $1,940°. "56 Super 
2-dr., $1,310° (ps), $1,300° (ps), $1,415° 
(ps). Special 2-dr., $1,315* ‘55 Super 
Riviera $1,090° (ps); 4-dr., $1,065° 
(ps), $1,000° (ps), $850° (ps); Special 
Riviera, $1,050°; Century Riviera, §$1,- 
035°; conv., $1,035* (ps) 54 RM 4-dr., 
$740° (ps). ‘53 Special 2-dr $125. *52 
Super 4-dr $170° "51 Super 4-dr., 
$105*; conv., $105°*, °49 2-dr $170°. 

CADILLAC—'57 (62) 4-dr., $3,265*, §$3,- 
170° (ps) 56 sedan de Ville, $2,525* 
(ps); coupe de Ville, $2,310° (ps). ‘54 
coupe de Ville, $1,475* (ps) 

CHEV ROLET— ‘57 Bel Air (8) $1,- 
750° (ps), $1,.750°, $1,.565° coupe, 
$1,765°; 2-dr.. $1,555° Air (8) 
Hardtop, $1,285*; 4-dr coupe, 
$1,035*; Two-ten (8) Delray, $1,075; 
2-dr.. $1,015*, $1,000°; Two-ten (6) 2- 
dr., $935. "54 Two-ten 2-dr., $495°, $390, 
$375°*; 4-dr., $525°, $450° (ps), $300°. 
‘53 Two-ten station wagon, $385; 2-dr., 
$310; Bel Air 2-dr., $335, $290. "53 One- 
fifty 2-dr $210; 4-dr.. $205 52 4-dr., 
$265, $150. ‘51 2-dr., $135, °49 station 
wagon, $150 

CHRYSLER 


| 
| 
| 
| 
| 


$940. '54 


Commander 2-dr., 





4-dr., 
(ps); 
56 Bel 

$1,175°*; 


‘56 Windsor Hardtop 
400° (ps). ‘52 Windsor 4-dr., $130*° 

DODGE—'55 Coronet conv., $850*; 
$630. '53 4-dr., $115 

FORD—'57 Fairlane (8) 500 2-dr 
(ps). "56 Fairlane (8) Victoria, $1,110°, 
$1,070°; 4-dr $1,190°, $950; Ranch 
Wagon, $1,145. $1,080. ‘55 Country se- 
dan, $1,190°; Fairlane (8) conv., $755°*; 
4-dr., $750°. ‘54 Custom (8) 2-dr., $540°, 
$535*, $390; Ranch Wagon $500 ‘53 
Custom (8S) 2-dr., $340°, $240°; Custom 
(6) 4-dr., $305°; Main (6) sedan, $340. 
"51 conv., $185 

MERCURY—'56 Monterey Hardtop, $925°; 
club coupe, $850°. "53 Monterey 4-dr., 
$375; club coupe, $365°. 

NASH—'53 Statesman 4-dr., 


OLDSMOBILE—'57 (88) Super 4-dr., $2,- 
265° (ps), $2,150° (ps); (98) 4-dr., $2,- 
175° (ps). ‘56 (88) club coupe, $1,600*° 
(ps); (88) 4-dr.. $1,185°. 55 (98) Holi- 
day, $1,300° (ps); (88) Super 4-dr., $1,- 
100°. "54 (88) Super 4-dr., $475. "53 (88) 
Super 2-dr., $400° (ps), $360°; Holiday} 
coupe, $375*, $325°. 

PLYMOUTH—'56 Savoy 
Plaza 4-dr., $505. ‘54 
coupe, $360. 

| PONTIAC—'57 Star Chief club coupe, $1,- 

| 695° (ps). "56 Star Chief Catalina, $1,-/ 

350°. °55 Chieftain Catalina, $1,010*°; 

Star Chief 4-dr., $985°. ‘54 Star Chief 

4-dr., $585°; Chieftain 4-dr., $305°, ‘53 

Chieftain 4-dr., $295°, $235°; Catalina, | 

$275* (ps). ‘52 Chieftain 2-dr., $160*. 

'51 2-dr., $120°. | 

| MISCELLANEOUS '56 Ford delivery, | 

$610. ‘54 Chevrolet %-ton pickup, $615. 

"49 Chevrolet %-ton pickup, $185; %-ton 

pickup, $125. ‘48 Chevrolet %-ton pick- 

up, $110. "46 GMC 1%-ton van, $115. 

'33 Hupmobile, $220. 

* * * 


— Auctions in Brief — 
BORDENTOWN, N. J. 


National Auto Dealers Exchange. Sale 
every Wednesday (Jan. 15). Rain brought 
out a large group of older model cars 
which sold well and when properly detailed 
brought good prices. Buyers were here in 
mass looking for clean later model cars 
and the sharp pieces offered sold for the 
| high dollar. 


$1,- 
4-dr., 


$1,750° 


$195°. 


4-dr., $750 
Belvedere 


"55 
= 








WINDSOR, VA. 

Windsor Auto Auction, Sale every Thurs- 
day (Jan. 16). After a long peried of bad 
weather, we had a good sale this week, 
with practically every make and model car 
being represented. A high percentage of 
them were sold. 

* * * 


VALBOSTA, GA. 
Tom Hewitt Auto Auction, Sale every 
Friday (Jan. 17). We had a real active 
sale today. Sold a good percentage of the 








cars that were registered. A big crowd of 
dealers were here today also. 
* * 
OMAHA 

Richard Abel Auto Auction. Sale every 
Thursday (Jan, 16), Had over 200 carg 
buying power was terrific. Ten new « calers 
in. 

* * * 
ST. LOUIS, MO. 

St. Louis Auto Auction Barn. Sale every 
Tuesday and Friday (Jan. 7 and 10). Sales 
this week were good with nice cars ring. 
ing top dollars. Sold 227 cars out 227 
offerings. 

* ad * 
INDIANAPOLIS 

Ken Schaefer Auto Auction, Sale very 

Thursday (Jan. 16). Cars sold like hot 


cakes today as 84 percent of 186 cars con. 
signed were sold with our buyers w nting 
more. 

* * 


* 
MANHEIM, PA.—BEL AIR, MD. 
Manheim and Bel Air Auto Auction. Sale 
every Thursday and Friday (Jan, 16 and 
17). There were more buyers than sellers 
at both Manheim and Bel Air, but this 
week's weather conditions prevented cars 
moving to the market. Demand and prices 
firm, Sold 82 percent of 354 cars registered, 
* * * 


DANVILLE, VA. 

Danville Auto Auction, Sale every Wed. 
nesday (Jan, 15), Market still somewhat 
disturbed, however, buying of clean units 
appears to be resuming to normal, Sold 149 
cars out of 170 consignments, 





NEW BOOK! 
The 


Automobile 
Dealer 


by MARTIN H. BURY 


HOW TO OPERATE 
PROFITABLY 


in a 
BUYERS MARKET 





Here at last is a book especially 
created for automobile dealers 
and their executives, salesmen and 
key personnel. Written by a 
leading automobile dealer with 
25 years of successful experience, 
“THE AUTOMOBILE DEALER” 
tells you how to realize profits 
from every phase of operating a 
dealership. This 267 page book 
is filled with valuable informa- 
tion about compensation and in- 
centive plans, about profitable 
methods of conducting the new 
car, used car, service and parts 
departments and many other 
phases of a dealership. It covers 
financing, car rentals, advertis- 
ing, sales promotion, company 
team work and money saving ac- 
counting functions. Also guides, 
formulas and guards against 
common pitfalls. For your copy 
send $5.20 direct to the publisher. 


PHILPENN 
PUBLISHING CO. 


1750 N. BROAD STREET 
Philadelphia 21, Pa. 







For indoor — outdoor display 
=A) 


Send for 
free folder. 


AMER- STAGE 
805 East 134 St. 
Bronx 34, N. Y. 


MOTOR MASTER PRODUCTS CORP. 
BOX 96., DEFIANCE, OHIO 


| UNDERSTAND | CAN MAKE MORE 
MONEY BY HANDLING THE FOLLOW- 
ING AUTOMOTIVE ITEMS. PLEASE 
SEND DETAILS. 
OGENUINE BLUE CROWN 
PLUGS. 
OMOTOR MASTER UNIVERSAL 
JOINT Ki TS. 
NAME 
STREET 
CITY & STATE 


SPARK 
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Dezlers Let Down Hair... 


- Silver Lining in Edsel Cloud? 


(Continued from Page 6) 


units, which averages out to 13 
ears per dealer. Their medium- 
priced competition averaged 13 
to 16 cars per dealer for the same 
month. 

Worse yet was the fact that for 
competition (Mercury, Buick, Olds- 
mobile, Pontiac and Dodge) Edsel’s 
announcement program paid off 
with increased sales. 

Buyers in the field shopped Edsel. 
Scared by the quoted prices, du- 
bious as to quality of a new car 
that looked like nothing else on 
the road—they turned to competi- 
tion and bought cars they were 


familiar with. 
* * 7 


Boon to the Competition 
ow many did they buy? 

A potful. In the Los Angeles 
district, competition sold 1,106 
MORE cars than they sold in the 
previous month of August. This 
was a greater unit increase than 
total Edsel sales for the same 
period. 

For September, the Security-First 
National Bank's highly accurate 
“Index of Business Activity in 
Southern California” fell 1.1 per- 
cent. Certainly general business 
conditions were not improving, nor 
was there a good reason for an| 
upswing in car sales at a time 
when doldrums are common. 

October, Edsel’s second month in 
the world, was an eye opener for 
“Big E” dealers. Sales fell off, 
from an average of 13 per dealer 
in September to an average of nine 
per dealer in October. 

At the same time, competition 
was closing out ’57s and by using 
factory cleanup bonuses were 
able to price their merchandise 
hundreds of dollars below any- 
thing the Edsel dealers could 
attempt—short of suicide. 

As a result, competition averages 
ranged from 10 to 19 cars per 
dealer while Edsel dealers struggled 
to hold a profitable washout gross. 

November hit the calendar like 
a blast of cold wind from a nagging 
wife. Edsel sales dropped to 418 
sales for the Los Angeles district, 
which averages out to six units per 
dealer. Competition averages rang- 
ing from six to 17 units per dealer 
did little to make groggy Edselmen 
happy with their lot. 

Holiday buying of cars in Decem- 
ber found Edsel dealers off another 
unit, with the average per dealer 
dropping from November's six to 
a new low of five. On the other 
hand, competitive makes were 
showing unit per dealer gains rang- 
ing from six to 20. Security's “Index 
of Business” slipped another point, 
but was still head and shoulders 
above business activity during the 
medium-price field’s biggest year of 
1955. 





QWHEN sales per dealer are 
averaged out for the crucial 
Edsel period of September- 
December, we find that Edsel sales 
had fallen 61 percent in four 
months, Buick dropped 54 percent, 
Mercury and Dodge about 31 per- 
cent each. On the other hand, 
Pontiac and Olds improved their 
Sales per dealer about 40 percent 
during the same period of time. 

We asked the dealers interviewed 
why sales of Citations and Corsairs 
in the Los Angeles district were 
30 percent under sales in eastern 
districts. Their replies: 

“We, like everyone else, take 
the line of least resistance and 
move them into cars they can 
pay for.” Another dealer figured 
that people in his area were buy- 
ing the little Edsels for second 
cars, but couldn’t see using 
Citations to take the place of 
Cadillacs, Lincolns or Imperials. 
Terms on Edsel sales are about 

same as competition. A very 
few 24s, mostly 30 and 36s with one 
dealer setting 42-month contracts 
where cash was short—the credit 
long. Solid downs of 15 to 20 per- 
cent are held with trades (most 
dealers are of the opinion Edsel 
trades are above average) coming 
in at book, 

Side notes are rare, though most 
dealers use them to wire up a 
tlose one. Finance paper is placed 
at 100 percent of invoice, plus tax 
and license, with only one dealer 


reporting a 95 percent setup. As 

one T. O. man put it, “So far as 

terms are concerned once they drive 

it, they want it. All we have to do 

is figure out a way for them to go.” 
* * * 


Facilities Run Gamut 


a Edsel setups range from 
open air lots with modest show- 
rooms to paper the deal to super- 
lative displays worthy of top lines. 

One dealer spent $40,000 to re- 
model facilities he had used for 
20 some years while successfully 
selling an independent. A brand 
new dealer spent $20,000 to fix up 
leased property and as yet has no 
used-car outlet. 

Another new installation nipped 
the bank roll for $200,000 worth of 
real estate and facilities, while a 
dealer who shifted from imports to 
Edsel has a setup valued at $250,- 
000. By contrast a happy little 
suburban moneymaker's total in- 
vestment is exactly $29,500. And 
he’s in the black but good. 


If Edsel district people are 
lucky, one place it shows is in 
the financial stability of their 
dealers. Most are fairly well 
capitalized, have excellent local 
credit and are in a good position 
to sweat out a period of poor 
business. 

In one or two small towns the 
local bankers hit the gloom route 
and called the Edsel dealer for a 
conference on “How are you do- 
ing?” Sharp dealers alerted the 
district office, which sent top 
factory brass to sit in with the 
banking officials. Result: No Edsel 
dealer has yet to lose the support 
of his bank or finance company. 

When it comes to sales manage- 
ment, the Edsel dealers we inter- 
viewed fall into two distinct 
classifications. A very few have 
general managers and a separate 
sales manager leading the floor 
team. Majority are informal opera- 
tions where the owner or general 
manager subs as S. M., T. O. man, 
salesman and in a couple of cases 
as the service manager, too. 
7 > a 
Advanta is conspicuous by 
the absence of a planned dealer 
program. “Would-you-takes,” post 
cards, phone calls and “cold spear- 
ing” are the basis of most dealer 
programs. 

One deal has its “W-y-Ts” printed 
on book matches so the message is 
in front of the potentia] customer 
more than once. Another uses 
steering wheel hangers to cover a 
local supermarket parking lot. 

Phone call techniques include 
using the local registration lists 
and pitching “We have a man 
who wants to buy your—————— 
car, would you like to sell it?” One 
dealer working registration lists 
found most of his trades were 
coming from Ford owners, there 
were a few Merc’s, some Pontiacs 





Father, Son Join S-P— 


James lL. Hosford, center, who operates 
James Hosford Motors in Cincinnati, has 
signed a sales agreement to handle the 
Studebaker-Packard Corp. line of cars and 
trucks. At right is his son, James lL. 
Hosford jr., who is general sales manager 
of the dealership. Shown at left is Earl 
L. Platt jr., S-P Cincinnati zone sales 
manager. In business at the same location 
since 1935, Hosford is a past president 
of the Cincinnati Chrysler Dealers Assn. 
and former chairman of the Chrysler 
Dealer Council. 
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and Buicks and only one Chrysler 
so far. An active dealer (who has 
since quit Edsel) had a stamp 
bill for post cards that averaged 
$15 a day for two months. 


Salesmen have been more a 
problem with Edsel dealers than 
with their competition. Most dealers 
told the same story: 

“When this thing started every 
salesman in town wanted to get on 
the bandwagon, figuring it would 
be a pushover. As things began to 
get tough, most of them left us for 
their old jobs, rather than try and 
build a solid following. As a result 
our sales forces are pretty darn 
haphazard.” 

Indicative of poor salesmanship 
is the experience of a suburban 
dealership. The Sunday after the 
toy Edsel and demonstration ride 
promotion was announced, the 
deal’s appraiser was busy all day 
jumping from car to car trying to 
keep up with demonstrations. He 
figured over 50 cars that one day. 
The dealership sold two new 
Edsels. 

> > 


Overhead Gets Axe 


FEW dealers opened in Sep- 

tember with 10-to-15-men sales 
teams and a hot T. O. system 
geared to move cars in volume. As 
volume failed to develop, overhead 
was chopped and many setups are 
now down to five or six solid 
sellers plugging away at floor 
stock. 

One man moving 10 cars a month 
has eight salesmen (he says they’re 
pushing 200 phone calls, 1,000 post 
cards and 1,000 “would-you-takes” 
a day); another deal averaging 
nine cars a month has two sales- 
men and plans on adding another; 
a 10-car-a-month dealer has four 
men and a sales manager; a small 
dealer with a six-car average has 
three salesmen and uses the T. O. 
gimmick; another has six salesmen 
and two T. O. men working as a 
team moving 14 cars a month, 
while a big (for Edsel) operation 
has 13 salesmen and a T. O. sales 
manager moving 20 new units 
monthly. 

Pay for Edsel salesmen runs all 
over left field. One dealer has 
union men who are paid $400 
a month, which amount is de- 
ducted from their sales com- 
missioners. Happy factor is that 
union frowns on salesmen cross- 
selling and keeps the men pitch- 
ing for their own house. 

In another shop commissions at 
the rate of $35 to $75 per car are 
paid monthly. As the dealer said, 
“A big check once a month looks 
like something and makes the man 
feel that he is making money.” 

Most deals allow the sales groups 
to sell both new and used cars, with 
commissions hung around gross 
retention. 
> > > 

Most profitable Edsel dealers 

are those with solid used-car 
operations. One deal holding top 
variable gross for the district has 
a used car ratio of 2% to 1. He’s 
been there for a long time, has a 
good lot on the corner opposite his 
new-car showroom and features 
better trades on his front line next 
to the new stuff. 

Most dealers have a ratio of 1% 
to 1, while a few operators moving 
used pieces from their new-car 
spots have ratios slightly under 1 
to 1 as they wholesale some of the 
trades. In turn their variable gross 
retention is near the bottom of 
the ladder. 

Big hole in the Edsel dealer 
setup right now is in the much 
touted “Sell Service” program 
they were supposed to rely on 
for survival during the early 
months. Few have done much, 
and most seem confused or dis- 
appointed at the lack of factory 
help to back up their objectives. 

One dealer, moving more than 
his share of new cars, begged the 
factory rep, “Just help us with 
service.” And the poor guy had 
good reason for screaming. Three 
customers were stuck with “cars 
down,” one of which had been 
collecting dust for a solid month 
waiting for two plastic Tele-Touch 
parts. While in the same dealer’s 
office a customer appeared who had 











.- 


For Wagon Floors— 
The Wagon-Rug is one of the latest 


additions to the line of automotive con- 
tour mats produced by Rubbermaid, Inc., 
Wooster, O. Ideally designed for winter 
use, the mat is said to fit the rear carry- 
ing area of all station wagons. Accord- 
ing to the manufacturer, it gives full 
protection from slush, dirt and mud. Its 
ribbed rubber cushioning deadens noise 
and rattles and protects the floor surfaces 
from the hard: bumps and scratches that 
come with loading and unloading. 








been waiting two hours for a serv-| 
s oo . | have a couple inches longer wheel- 


ice rep to look at his car. 

Said the customer, “I’ve been 
bringing this car back at least 
once a week for three months with 
engine knocks (it sounded like 
stuck lifters) and so far they can’t 
fix it. Now I ask you, ‘What kind 
of service is this?’” 

In another stall of the same serv- 
ice center was a Ranger “hangar 
queen,” which during the past few 
weeks had lost its engine and gas 
tank. Worst of all the car was sold, 
but could not be delivered until 


replacement parts were available. 
* ¢ * 


Service Poses Headaches 


LE interviewing another 
dealer we asked the service 
manager, “How much customer 


labor do you do in a month?” 

“I don’t know,” was the astound- 
ing reply. “I don’t get those fig- 

ures.” Nor did the entire operation 
have a daily operating control, 
though management planned on 
putting one in when business got 
better. 

Another dealer dug deep to push 
10,000 mail-outs at potential service 
customers, hardly pulled enough 
business to pay the postage. As one 
man located next door to a Ford 
deal said, “Our customer service 
is most disappointing.” 

Sharp man of the 68 seems to 
be the general manager of an 
Edsel operation split off from 
its owner’s Ford deal. At first all 
Edsel service was channeled 
through the Ford shop. Later one 
mechanic was hired and kept 
busy on Edsel service. Last week 
another mechanic came to work 
and has been busy from the first 
day. 

What do dealers think of the car 
is a question clouded by the factory 
answer and each dealer's major 
problem of the moment, If they 
have service trouble, the “Es” are 
falling apart. If cars aren’t moving, 

the public doesn’t like Edsel styling. 

Behind the smoke screen lies 
some unusual viewpoints. One gen- 

eral manager frankly admitted he 
didn’t like the car at first. Now 
he’s sure it’s the best looking car 
on the road. Why? Because his 
operation is holding a better gross 
per unit than a Ford operation 
under the same ownership. 

Said a really unhappy dealer, 
“The car is overpriced and the 
quality poor. The public doesn’t 
like the ‘toilet seat’ (grille) and 
we haven’t sold a new one in two 
months.” 

+. . > 

was product is not too big a 

problem,” said another dealer. 
“The headache is that we have to 
oversell the car to the point where 
the customer expects too much. A 
service gripe that would hardly be 
mentioned on another car (he 
operates another deal) is magnified 
into a complete failure with an 
Edsel.” 

Car quality, a sore point with 
most everyone, is a gaping wound 
in Edsel’s armor. First cars were 
rough: Poor paint, bad sheet 
metal and malfunctioning acces- 
sories. 

One dealer pointed to a sharp 
convertible. “This crazy rhixed up 
convertible was one of the first 
cars I received. The top was 








badly set, doors cockeyed, the 

header bar trimmed at the wrong 
angle and the front springs sag- 
ged, It has taken me three 
months to get this car on the 
showroom floor.” 

A service manager was comment- 
ing on paint quality, “It’s terrible, 
but what can you do about it?” 
Another dealer mentioned floor 
coverings that failed to match the 
color trim and a six week’s wait 
for the right mats. 

On the credit side Edsel is going 
all out to pick up the tab on service 
fixes. One dealer we interviewed 
had a $1,600 voucher from parts 
and service replacement work, 
which averaged out to a little over 
$55 for every new car he has sold. 

+ + > 


Hit Model Array, Prices 

RACTICALLY all the Edsel 

dealers interviewed were criti- 
cal of the model lineup. Typical 
comments include: 

“We need only three lines of 
cafs, the Ranger as is with foam 
rubber, a Pacer with ultra sharp 
interior, and a Citation loaded and 
flashed to show.” 

“Model setup is a big boo-boo,” 
said another dealer. “The Pacer is 
too much like a Ford and should 


base; the wagons are more Ford— 
we need a full wagon series with 
some of them on the Mercury 
chassis.” 


Like all auto dealers who figure 
prices on their merchandise are 


| too high, Edsel dealers are criti- 


cal of factory pricing. Said one 
man referring to the price leadoff 
at announcement time, “A lot of 
people still think it’s an expen- 
sive car, which has cost us a 
helluva lot of business.” 

Another came out flatly with, 
“The car is overpriced. Then when 
we had to compete with Ford 
dealers cleaning up their '57s with 
a $250 factory cleanup bonus—the 
customers just wouldn’t buy.” 

One dealer had cars in late 
August, was quietly showing them 
to prospects and quoting prices 
about $200 over comparable Ford 
models. When Edsel prices were 
announced as being $400 to $500 
up, his customers bought else- 
where. 

“They were all priced too high 
at the beginning,” said an out-of- 
town dealer. “But with the new 
factory allowance on stocked units 
we're in a better competitive posi- 
tion.” 

. > > 

paaare the best summing up 

of the price situation was by a 
dealer in the western part of the 
district. “People think Edsel makes 
only high-priced cars and people 
who buy high-priced cars aren't 
interested in Edsel.” 

In discussing factory help one 
dealer said, “Until a short time ago 
it was all conversation and no 
action.” Today the picture is differ- 
ent with the Los Angeles district 
flipping its wig to keep the dealers 
they have and keep them in the 
black. 

One project was establishment of 
a@ management services group. 
Three specialists in automotive 
business management are now in 
the field, as one man put it: “To 

(Continued on Page 43, Col. 1) 





Las Vegas Flagwavers— 


Gisele Cahnbley and Sally Donnelly 
will be on hand to welcome entries in 
the first annual Sports Car Club of Amer- 
ica, Las Vegas (Nev.) Rally, Feb. 14, 15 
and 16. Sports car enthusiasts from five 
western cities will take part in the rally. 
The first phase of the competition will 
begin when 200 participating cars will 
begin their timed runs from San Fran- 
cisco, los Angeles, San Diego, Phoenix 
and Salt Lake City to Las Vegas. 
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FIRST 


iN TOTAL DAILY CIRCULATION 


New leader among Houston newspapers is The Houston Post. Total 
daily circulation of The Houston Post is now largest of any Texas daily, 
morning or evening: 213,198.* The best newspaper buy in the South’s 
Number One market is The Houston Post—first in total daily circulation. 

*ABC 9-30-57. 
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SOME DEALERS HAVE 100% ABSORPTION FIGURES! 
(National Average is 65°) 
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Chevrolet, Ford Dealers Bar Gimmicks... . 





N. Y. Dealers Declare 
War on Deception 


(Continued from Page 3) 


scriptions of these mythical 
models: 

“Bonzi—Made in Japan... un- 
dercoated with thick soy sauce and 
rice cake . . . outsized lunch bucket, 
but cheap. 

+ * 

“PAL — actually patterned after 

a 1937 Soap Box Derby winner. 

Coast to your nearest dealer and 
he’ll give you a push. 

“Incot—Just a mass of metal. 
Hammer out your own little car. 

“OOGLA — From the kenya 

region of Africa, Basic body is 
the shell of a giant beetle turned 
upside down .. . floats quietly 
along the curb after a heavy rain. 
Owners often congregate at 
drainage outlets—bumping shells 
in the friendly bond of ‘Oogia’ | 
ownership.” 

The ad concluded with a pitch! 
for Lewis’ product: “Pontiac—may 
be foreign to some, but 343,298 | 
owners of '57 models can’t be! 
wrong.” | 

Giveaways continue to be pop-| 
ular. In Atlanta, Bob’s Rambler, 
Inc., offered a year’s supply of gas 
or enough for 10.000 miles with 
each new car, and Nalley Chevrolet 
presented a television set with new 
units during a two-day promotion. 

> > > 


PSTEnsor BUICK, Newark, O., 
said, “Drive a 1958 Buick free 
on your two-week summer vaca- 
tion, anyplace in the U. S. Nothing 
to buy, nothing to pay.” The draw- 
ing is slated for March 3. 

Edsel purchasers could pick up 
1,000 gallons of gasoline by buying 
from Model Motors, Inc., Biloxi, 
Miss., while Wilfax (Chrysler- 


Breech Flays 
Union Power, 


UAW Demands 


NASHVILLE.—Ernest R. Breech, 
Ford Motor board chairman, de- 
livered a blistering attack on 
the “monopoly power” of big 
unions and on the 
United Auto 
Workers’ wage, 
fringe and profit- 
sharing demands 
in an address last 
week before the 
Nashville Cham- 
ber of Commerce. | 

“Industry can- 
not submit to 
further excessive 
demands or sit 
back and pas- 
sively watch the unbridled growth 
of union power,” he declared. “Free 
industry begins to see its very ex-| 
istence threatened by that power, | 
and it will have no choice but to 
fight as effective a defense as it 
can.” 

He called wage inflation a prob- 
lem of exceptional urgency and 
said that larger wage and fringe- 
benefit packages have outstripped 
increases in productivity. This, he 
said, squeezes corporate profits and 
hikes prices for goods and services. 

As prices rise, Breech said, cus- 
tomers rebel or stop buying, or 
profits dry up and business firms 
begin to collapse. In either case, 
he said, the result is unemploy- 
ment and stagnation. 

He called the UAW’s profit- 
sharing proposal “full of fish- 
hooks.” Speaking of the proposed 
rebate to customers, he asserted 
that purchasers would tend to buy 
the product of the maker with the 
highest profit performance. “How 
long do you imagine it would be,” 
he asked, “before we would wind 
up with a one-company industry?” 

In answer to his rhetorical ques- 
tion, “Why-don’t the leaders of 
industry speak out plainly on this 
subject as I have done here to- 
night?” Breech said: 

“It is because of the power of 
union leaders to punish severely 
any such frank talk by manage- 
ment ... As a matter of fact, it 
will be interesting to see if some 
key Ford plants are not pulled 
down inthe near future because 
of my speech here tonight.” 


* 





Ernest R. Breech 


Plymouth), Baltimore, 


staged a 


one-cent sale on Plymouth acces-| 


sories. Wilfax spoke of terms of 
$9.50 a week. 

In Pittsburgh, Murdoch Chev- 
rolet continued its quest for the 
title of “nation’s giveaway king” 
with an offer of 500 gallons of 
gas, 50 car washes, 25 lubrica- 


—_ 


tions and two “snow-grip” tires 
with each 1958 model. 

In price advertising, Mike Persig 
Chevrolet, San Antonio, offered g 
1958 model for $1,679, and Fcllinj. 
Dukewits, Inc., Springfield, Mo. put 
a tag of $1,999 on a Ford two-door 
Ranch Wagon. 

Moody Pontiac, Fort Lauder. 
dale, Fla., said prices started at 
$2,295, and Roland Chiro Pontiac, 
Pasadena, Calif., mentioned a4 
figure of $2,395. 

A one-price sale was staged by 
Union Park Pontiac, Wilmington, 
| Del., with 23 new models being off- 
ered at $3,127.19. The company 
said all the cars had automatic 
| transmission, radio and heater, and 
|that some also had power ste< ring 
}and power brakes. 





Dealer Forum 


(Continued from Page 3) 


line with economic conditions. 
Things may be on the upgrade, 
however. Snow and rain this winter 
will help to break a seven-year 
drought. First Intercontinental Bal- 


listic Missile base will be built at} 


Cheyenne. 
> > * 
EW twist to the “Business Is 
Good” handkerchiefs: AMC 
folks sporting “RAMBLER Busi- 
ness Is Good” handkerchiefs. 
> > > 
MC men say spirit of organiza- 
£% tion 
organizational problems to iron 
out, like Nash and Hudson dealers 
across the street from each other. 
AMC executives look for addi- 


tion of 800 Rambler dealers to| 


bring total near 3,200. 
> > > 
HOSE dealer-prestige test ads 
brought a lot of favorable 
dealer reaction, according to Carl 
Fribley, former NADA president. 
Point to remember: In long run, 


dealers have to back up prestige| 


ads with prestige operation. 
* > * 


Aaace as many ‘58 Chevrolets 


as Cadillacs along Miami} 


Beach. Mentioned this to Jim 


| Roche, Cadillac boss, at the safety | 


luncheon. 
“Not coming out of us,” Jim said. 


“We're getting our share.” 
> > > 


| FORD boys had the new four- 


seat Thunderbird on prominent 
display in the Fountainbleau lobby. 
Constant stream of visitors encir- 
cled it. 
> > > 
-P MAINTAINED the Stude- 
baker tradition of having the 


| outstanding dealer reception and 


dinner. This one at the fabulous 


Americana. 
. > > 


Philosopher 


HATTED during the convention 
4 with a home-spun philosopher 








A Birthday Gift— 


George H. Judd, center, Alliance, O., 
celebrated his 100th birthday by buying 
himself a new Cadillac and then taking 
a tour of Florida in it. Presenting Judd 


with keys are salesmen Arthur Akins, 
left, and A. W. Tschabold, of Tschabold 
Motor Co. Reminiscing about his 100 
years, Judd related that he owned a cattle 
ranch in Cochise County, Tombstone, Ariz., 
in the 1880's and was a close friend of 
Wyatt and Virgil Earp. 


is high. There are some| 


from Baltimore, A, D. Anderson, 
who has been dealing in cars for 
more than a quarter century. 

“Now,” he said, “just what do 
you see ahead for the auto dealer?” 

I started talking when I should 
have been listening. 

So, after a while, he said: 

“You know, when I start talk- 
ing with my people, I’ve got to 
produce. Hot air won’t hold their 
attention for long.” 

If you hear me start to sound 
|off again, remind me that my job 
is looking for news about the auto 
industry and reporting it. 


| * * * 


Wives Believe It 


ERB HAWORTH, veteran and 
searching analyst in the service 

field, turning up some interesting 
impressions from his stint at the 
Alemite booth at the NADA show. 

Herb said that a high percentage 
of dealers who stopped at his booth 
had their wives with them, and the 
wives are taking more of an inter- 
est in the dealer business than ever. 

While badly confused, Herb 
said, too many of the dealers 
were not a bit interested in serv- 
ice. They have their sights set 
only on car sales. 
| Their wives, on the other hand, 
|}attended the service sessions, and 
came away sold. They recognize 
the tremendous goodwill possibili- 
ties of good service, perhaps more 
than men because the women do so 
much more of the buying. 
| * * * 


| Hits GM Move 


GM dealer was bitter over 

GM's combining of “the of- 
\fice of dealer relations with the 
|office of their long-trusted vice- 
|president of distribution. This 
| trusted lieutenant was one of the 
principals in the formation and ex- 
ecution of dealer policies that led 
General Motors to the Senate 
chambers. 

“He was the chosen high execu- 
tioner of dealers in those hearings, 
and will very predictably have the 
opportunity of repeating this role 
on the next march up the Hill.” 


NADA Chooses 


Four Committees 


WASHINGTON.—_Members of 
four NADA committees were 
elected during the convention in 
Miami Beach. They are: 

Auprtinc—Paul R. Lauritzen, 
Richmond, Va., chairman; Chester 
A. McRobert, Gresham, Ore., and 
J. W. Pickens, Orangeburg, S. C. 

MemeBersHip—Ray D. Wilson, Los 
Angeles, chairman; William H. 
Mitchell jr. Waltham, Mass., vice- 
chairman; William R. Bryden, 
Beliot, Wis.; Al Long, Detroit, and 
C. B. Smith, Austin, Tex. 

NationaL Arrars—Thomas F. 
Abbott jr., Fort Worth, chairman; 
W. J. Cleveland, Crowley, La.; 
Roland Hughes, Jonesboro, Ark.; 
W. M. McCune, Apollo, Pa., and A. 
E. White, Columbus, O. 

Nominatinc — Orville R. Harrod, 
Frankfort, Ky., chairman; W. N. 
Neff, Fremont, Neb., vice-chairman; 
Frank H. Yarnall, Chicago; Carl 
E. Fribley, Norwich, N. Y., and 
David N. Holmes, Battle Creek, 
Mich. 
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Dealers Let Down Hair .. . 
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Silver Lining in Edsel Cloud? 


(Continued from Page 41) 


do one job and that is put the 
dedler in the black.” 

The method: First check over 
the operating statement, second 
find out what problems exist with 
factory relations and unit sales, 
finally establish a course of action 
to remedy the three most serious 

blems. By chipping at expen- 
ses here and there, a factory 
management man managed to cut 
one dealer’s expenses by $4,100 

a month. Understated he, “The 
dealer was amazed.” 

To do this work, Edsel men 

nd from two hours to two 
weeks with individual dealers in 
order to set (and keep) them on a 
sound footing. Dealer appreciation 
poils down to, “The zone people 
are really helping and the factory 
has done everything possible (to 
make the car go).” 

On the other hand we found 
dealers still in the dark. “Manage- 
ment people, who are they?” said 
one man. “What management 
specialists?” said another. “Hell, 
weve only seen those guys once 
since we started.” “Management 
people—they haven’t been in here 
yet. * + = 
Pay for Car Swapping 
owe Edsel project was helping 

dealers balance their stocks, 
most of which are at a 45 to 65-day 
level. Dealers had too many loaded 
expensive models, too few price 
leaders or stripped floor stock. 

Now, it is reported, the local 
district pays up to $40 of trans- 
portation costs (20 cents a mile) 
for cars swapped between dealers 
to close a sale. In addition there 
is supposed to be a $75 accessory 
allowance which each dealer can 
use to charge off unwanted goodies 
delivered at no cost. 

Last step in the stock balanc- 
ing program is willingness of the 
factory to pick up the tab for 
tu-toning or minor paint changes 
to meet customer specifications. 
In one case reported to us, Edsel 
paid shipping costs for moving 
a black Pacer hardtop 87 miles, 
plus costs of painting the top red 
te close a retail deal. As the 
dealer said, “Where else have you 
heard of cooperation like that?” 

Two weeks ago the local Edsel 
district office sent a letter to all 
their dealers announcing a rebate 
policy applying to units stocked 
before Dec. 1, 1957. How this will 
affect sales is not known at the 
present time. 

What dealers will do with the 
rebate on old stock remains to be 
seen. One said, “We'll share it with 
the customer and shoot for vol- 
ume.” Another wasn’t even going to 
tell his salesmen about it. The third 
man was passing a major portion 
of money to his salesmen who have 
been fighting a market strangely 
apathetic to Ford’s 250-million- 
dollar baby. 

> . 7 
wos got holes in their head 
in the Edsel picture is difficult 
to determine. But throughout our 
conversations with people on the 
firing line the same themes car- 


ried through every man’s remarks | ‘ 


on Edsel. 


Among the points are: Too many | ° : 


leaks out of the district office. Some 
dealers were talking and worrying 
about things happening in the local 
office only the day before. Example: 
A volume dealer was closeted with 
District Manager Paul Pursley for 
two hours one afternoon. The next 
day, two of the five dealers we 
talked to whispered that said vol- 
ume dealer was giving up his fran- 
chise. His reply to our question, 
“Nuts! We just hired an Edsel road 
man to be our general manager.” 

Sporadic parts stocking shows 
up, with a few dealers holding 
five or six thousand dollar parts 
inventories and having no prob- 
lem, compared to numerous set- 
ups with inadequate parts and 
“cars down” in the service area. 
Parts shipments have been a sore 
point with some deals, no prob- 
lem at all to those with aggres- 
sive, well-trained parts men. 
Morale is low. “There are a lot 
of unhappy dealers,” said one man 
who is still in the black. 

“Most of us expected too much, 
and as a whole too many of us are 





still dreaming and waiting for the 
factory to supply an aspirin tablet. 
The rest are buckling down to 
work.” 

Said another, “Lots of dealers 
expected the Edsel to sell like hot 
cakes, but as a new car in the 
middle of a soft market it didn’t. 
So the dealers are blaming Edsel.” 

+ * * 


Edsel-to-Ford Switch 


Awe man told of selling a 
new Edsel wagon to a long time 
fleet customer. Because the man 
travelled, he took the wagon to an 
out-of-town dealer for service. 
There, an Edsel salesman (appar- 
ently ready to quit) began beating 
the car down and confiding how 
bad business was. 

Result: The fleet customer came 
back to his Edsel selling friend 
and arranged to buy three more 
wagons—Ford wagons that is, from 
a separate location operated by the 
Edsel dealer. 

There seems to be much un- 
happiness among the price- 
conscious Edsel dealers who ex- 
pected to have a line fitting neatly 
between Ford and Mercury. Now 
that Merc has announced the 
Medalist, priced just below the 
Ranger, Edselmen are wondering 
just how much credence they can 
place in factory pricing state- 
ments. 


In the pitcher’s box there’s a lot 


of action to spark the Edsel team, 


Accused Dealer 
Pledges Test of 
Okla. ‘Blue Law’ 


OKLAHOMA CITY.—A full-scale 
test of Oklahoma’s Sunday-closing 
law has been pledged by Paul Hudi- 
burg, owner of Paul Hudiburg 
Chevrolet Co. in nearby Midwest 
City. 

Hudiburg and seven salesmen 
are charged with conspiring to ad- 
vertise and offer automobiles for 
sale on the five Sundays in Decem- 
ber. Maximum penalty on the 
charge is two years in prison and 
a $10,000 fine. 

Attorney for the defendants is 
Dick Jones, former presiding judge 
of the State Criminal Court of Ap- 
peals. He asserted that a few down- 
town Oklahoma City dealers would 
like to drive Hudiburg out of busi- 
ness because “they cannot stand 
the competition.” 

Hudiburg said his dealership was 
selling 12 to 15 cars a month when 
he purchased it last April and that 
he sold 98 new units the first full 
month of operation. Jones said 
Hudiburg sold 106 new cars in 
December. 

Hudiburg added, “There is noth- 


which seems more deserving of 
public confidence than it presently 
enjoys. 

FoMoCo has revitalized produc- 
tion quality controls and about- 
faced an advertising program that 
forgot to convince the public that 
Edsel was a 1958 automobile. In 
California Edsels are known to 
have been registered as 1957s, so 
widespread was the confusion over 
year model. 


That Edsels are here to stay is 
evidenced by the reported comple- 
tion of die work for the 1959 bodies, 
plus a tripling of the advertising 
and promotion budget. Luckily, 
dealers were forced by Edsel’s stiff- 
necked recruiting standards to be 
adequately financed, which puts 
them in an excellent position to 
hold out for more business. 

+ * * 


UT where this business comes 

from is reported to be bother- 
ing more than one factory official. 
Will Edsel penetration wipe out 
the independents, scoop frosting off 
the competition cake, or cut the 
Ford-Mercury pie 
pieces? 

Perhaps the biggest boost for 
Edsel dealers is reported to be on 
the way as a result of the factory’s 
exploration of the import field. 


| are now being solicited to write 
for information about franchises 
on the German Taunus, a Ford 
product which looks a bit like the 
English Ford. Most of the men 
we talked with are hot for the 
deal, figuring that anything 
broadening the price spread 
| would be a help. 





| Only a few are quitting the line, | 
though most have considered drop-| 
| Ping. As one dealer so aptly put) 


| it: 
| “Sure we've thought about dump- 
| ing Edsel. But on second thought 
| why should we. It would take six 
to eight months to get rolling with 
anything else we could get, which 
| means all the groundwork on Edsel 
|is down the drain. Now that the 
| factory is giving us some real help 
(he was holding the letter announc- 
ing rebates on older stock), we're 
| here to stay.” 
* 





= = 
EST summation of the Edsel 
picture popped up in a tele- 
phone interview with a moderately 

successful dealer, who said: 

“Lots of people thought of this 
like Ford stock, buy a little and 
make a killing a few months later. 
|So they started with a pup-tail 
deal, planned to make a little 
| money, start a volume operation 

| and sell out at a profit. 
| “Then too, many Edsel dealers 
|were not new-car minded and 
| began to panic because they were 


into smaller 


It is known that Edsel dealers | 





ing new about being open on Sun-| not making a killing. We've got a 
day in Oklahoma. The dealer we| g0od car, but if anyone has to sell, 
purchased from stayed open on/|Wwe have to sell and take every 
Sunday as did his local competition! single deal away from someone 
in Midwest City.” else.” 














Rambler Ogled in Russia— 

Russian school children examine the Rambler station wagon which Harry Walton, 

magazine editor, drove on a 22-day trip through the Soviet. Everywhere he went, 

Walton said, the people stopped to ogle 
+ * * 


DETROIT. — Russia didn’t live 
up to his preconceptions, Harry 
Walton, senior editor for Popular 
Science magazine, said after a 22- 
day trip through the Soviet in a 
Rambler station wagon. 

Walton said “I started with 
the standard preconceptions: The 
roads would be terrible, the na- 
tives hostile and I'd be in real 
trouble if anything broke on the 
wagon that couldn’t be fixed by a 
tractor mechanic. 

“But the Russians I met were 
not hostile and the roads and 
mechanics were first-rate,” he 
added in a report to AvtTomorive 
News. 

Walton said the mechanics were 
eager to help on the 3,500-mile 
trip. But they were puzzled when 
he asked them for an antifreeze 
hydrometer, he continued. 

“They could only shrug their 
shoulders—and taste the stuff in 
the radiator instead,” Walton said. 
“Tasting the content, they said it 
hadn’t much antifreeze.” 

The Rambler was a crowd- 
stopper wherever he went, Wal- 
ton continued. 

He said everyone stopped what 
they were doing to inspect the 
wagon, even women at work in the 
fields and children returning from 
school at dusk. 

“They all wanted to know the 
same things,” Walton said. “What 
make the car was, how many cylin- 
ders the engine had, its horsepower 
and the gas mileage we got.” 

They considered the car a 
bargain, Walton added. The Rus- 
sian Volga, which is much 
smaller, costs 30,000 rubles, or 
$7,500 at the current rate of ex- 
change. He said the cost was 
three times the average worker’s 
annual pay. 

He said he thought he was seeing 
an unusually large number of pre- 
war American cars until he got a 
closer look at the ZIM and ZIS. 
He said the former is a copy of the 
old Buick and the ZIS is a model 
of an old Packard. a 

“To Russian officials, the Ram- 
bler was evidently a source of em- 
barrassment,” Walton said. “We 
were repeatedly asked to park it 
out of sight behind locked gates.” 

Driving can be dangerous in 


Two Cities Buy 
58 Studebakers 


DETROIT. — Studebaker dealers 
submitted low bids on cars bought 
by the Cities of West Chicago, IIL, 
and Susanville, Calif. 

South Side Garage sold the City 





Soviets ‘Cross Up’ Tourists 


People Not Hostile, Roads and Mechanics 
Are Tops, Editor Finds in 22-Day Trip 


the American vehicle. 
* * * 





areas where roads are under repair, 
Walton explained. 

“Sometimes we encountered— 
hidden around curves with 
neither sign nor flagmen to give 
warning—braking crises in the 
form of machines, gravel piles 
and work crews. The pick-and- 
shovel work, for the most past, 
was done by women.” 
Pedestrains, wagons and live- 

stock also make driving hazardous, 
particularly at dusk, Walton said. 

“Herds of plodding cows with no 
intention of yielding the right of 
way, trains of geese in stately 
single file, and both bikes and pe- 
destrains wandering about unpre- 
dictably require a sharp eye on the 
road,” he said. 

Walton said he found Russian 
drivers more considerate than 
Americans, except in Moscow's 
| heavy traffic. 

“If you run out of gas, you 
put an empty jerry can on the 
ear roof and it will stop the first 
truck that goes by,” he added. 

Walton was accompanied by 
Dennis O’Connor, a graduate fellow 
at the Yale Law School, and Val- 
entine Salin, a Russian guide and 
interpreter. They entered the coun- 
try at Brest and followed a pre- 
scribed route to Yalta on the Black 
Sea. They returned the same way. 


Agencies in Calif., 
Oklahoma Insure 


Car Performance 


DETROIT.—Agencies have been 
set up in California and Oklahoma 
to insure the mechanical perform- 
| ance of new and used cars. 

Automobile Mechanica] Insurance 
Agency was established in Cali- 
fornia following a ruling by the 
State Attorney General that the 
issuance of guarantees or warran- 
ties on autos by third parties con- 
stitutes the conduct of an insur- 
ance business. 

Firms issuing such warranties, the 
|ruling said, are subject to control 
by the State Insurance Commis- 
sioner and must have a certificate 
| to operate. 

The Oklahoma firm, Auto Dealers 
Insurance Agency, was set up in 
Tulsa by R. N. Miller and J. H. 
Richardson, veteran Tulsa auto 
dealers. 

The California firm is a general 
agent for Balfour-McGuthrie In- 
surance Co., San Francisco, while 
American Bakers Insurance Co., 
Miami, issues policies for the Okla- 
homa firm. 

The Oklahomans insure only used 








GM Beams One at GM— 





of West Chicago a 1958 two-door|cars and the policies are sold 
Scotsman for $1,410, which was| through dealers. Dealers also are 
more than $150 under the next| agents for the California company, 


This giant sign facing the General Motors Bidg. in Detroit has long been a source 
of merriment to the thousands who pass this area because of the teasing ads from 
competitive car makers it has beamed at GM's headquarters. Now, however, GM 
has leased it as part of its 50th Anniversary celebration. Workmen have just finished 
the job of painting a 35-foot replica of the corporation's anniversary symbol in gold 
and black. 


lowest bid. 

The successful bidder in Susan- 
ville was Ted Corder. He submitted 
a low bid of $1,584 for a 1958 Stude- 
baker. A '55 Plymouth tradein was 
included in the deal. 





which insures both new and used 
autos. 

AMIA is headed by Herbert 
Becker and covers the entire state. 
ADIA does business in six Midwest 
states, according to Miller. 














































reads: “Krajenke—Hard to Spell; order is bona fide unless accepted 
Easy to Deal With.” in proper space provided on order 
Another price chart that is being by dealer or sales manager.” It's 
displayed by the 21 Buick dealers signed by the Detroit Metropoli- 
in the Detroit area is a large re- tan Buick Dealer Assn. 
production of a Detroit Free Press A dealer explained, “Sometimes 
article which compared factory salesman gets carried away end 


suggested retail prices of General 
Site cars for 7958 and 1957. makes an impossible deal. You can 
Prices on this chart, which ap-| imagine what happens to goodwill 


eared at introduction time last|When he has to tell the customer 
fall, do not include Federal tax or| that the car can’t be delivered for 
D & H charges. that price. 

Still another customer-protection “This notice informs the buyer 
idea at Buick dealerships is a | that the house must sign before 
notice which advises: “No retail | the deal is valid.” 

* 


* * > * * 




























America’s Best 


SALES MANAGER 


For Buick Dealership 


SALARY $25,000 
And An Opportunity to Make More 






































tip man we are seeking must be one of the 
top Sales Managers in America. He must be 
able to take charge and operate a large Buick 
dealership in Northern N. J. Our company has 
been in business for many years and enjoys the 
finest reputation in the industry. We are now 
operating and always have operated profitably. 


vs 


“e 


° Miler nylon truck tires are being * * * 
Goodyear Hikes — ge 4 ty: Huge Chart Lists Buick Figures .. . 
All 16.00 and 18.00 cross-section e F ~ e 
AKRON.—Goodyear Tire & Rub-| °Te#8ed 3 Percent. No Price ‘My stery at Krajenke 
ber Co. announced a price increase 
of truck tires, effective Feb. 1. Economy Motor Co. has been Staff Writer 
All 7.50 and larger flat base and/| established at 1380 Broadway, San} DETROIT—A lot has been 
tery” of automobile prices. It’s 
been said that the buyer doesn’t 
a new car should cost. 
The “pack” and the unrealistic 
two trading practices—have ob- 
secured the price picture and be- 
they’ve confused the dealer, too. 
But some retailers have managed 
jungle. One of them is Krajenke 
Buick Sales, Inc., in Hamtramck, 
At Krajenke, the price of every 
model and every option is posted 
wall chart. 
The figures include Federal tax, 
freight, windshield washers, wide- 
angle windshield wipers, alcohol, 
gallons of gasoline. 
The chart also indicates what 
various models. 
To ascertain the full price of 
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Truck Tire P rices hard rock lug tires are being in- 
of from 3 to 5 percent in some lines| Renault Dealership Opens By John K. Teahen Jr. 
tubeless equivalent Traction Hi-! Antonio, as a Renault dealership.| written recently about the “mys- 
know and can’t find out how much 
overallowance—to mention but 
fuddied the buyer. Sometimes 
to fight their way out of the price 
a city inside Detroit. 
in inch-high numbers on a huge 
delivery-and-handling charges, 
windshield-washer solvent and five 
equipment is standard on the 
a car, the customer adds the cost 


The man we want must be able to operate a 
volume dealership in a clean, ethical business- 
like manner profitably and successfully in to- 
day’s market. He must be an exceptional indi- 
vidual, who can develop new business, hire, 
train and direct sales personnel, help close 
deals, be experienced in sales promotion and 
have present proof of accomplishment. 


ry 


of the options he wants to the 
price of the model he selects. 
Then he tacks on the Michigan 
sales tax (3 percent) and the li- 
cense and title fee. The latter 
figure is posted on the chart. 
Needless to say, Krajenke seldom 
gets full list price for a new car. 
Competition is stiff in the Detroit 
area, and buyers know that dis- 


veesdtaal 
geegarecse 
' 
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Please do not apply unless you have a proven 




















record of accomplishment, have the finest char- counts are the order of the day. = 
acter with the very best of references and can “The chart gives us a good start-| Price Chart Aids Krajenke Customers— DIA 
stand rigid investigation of your past perform- ing point when we're talking with| Richard Krajenke, co-owner of Krajenke Buick Sales, Inc., Hamtramck, Mich., looks § DEV 
ance. Send full resume, which will be held in ie yee said t omy al over the huge chart which enables customers to figure the price of the model and DOI 
nke, a co-owner of the firm. e : : : : ; 
: § i ’ : equipment they select. The figures include Federal tax, delivery and handling, freight, FOR 
— — ome Bet AR al, Autometive customers seem to like it and I windshield washers, alcohol and five gallons of gasoline. Only license and title am< 
— it 26, Mich. —— helped us close several (listed on the chart) and Michigan sales tax (3 percent) need be added. INT 
le on _ ane = 
In addition to the prices of MAC 
Buick’s 20 models, the chart in- * STU 
ciudes some a0 items of optional ROMMEY Calls for Reduction | ws 
equipment—everything from 
THE HOUSTON CHRONICLE windshield washers at $13.98 to air e wi 
conditioners at $430. In P Ww f L b | MIS 
» &-s The undecided prospect is fur- oO er O a or nions - 
nished with a mimeographed copy 
of the price list which enables him ae a eae “> 
to decide at his leisure which model| the position industrial relations| pay averaged $106.68. Average work | 
and what equipment he'd like t0/ director, becomes a member of the| week in 1957 was 40.9 hours com- 
talk about on his next visit to the| corporation’s administrative com-| pared with 44.1 in 1955. hk 
showroom. mittee and operations committee| Comparable 1956 figures were | 
The price chart is another in @ | and chairman of its personnel com-| $102.91 for an average 41.5-hour > 
series of merchandising ideas that | mittee, with responsibility for all| work week. Gi 
have made Krajenke one of the | corporate personnel staff activities,| Ford said Bureau of Labor Sta- ) 
nation’s largest Buick dealer- | including labor relations. tistics figures for the first 11 
DELIVERED a was — - _- © months of 1957 put average gross 
1913 handled ; : ; earnings for all manufacturing em- | %,~ 
on "Rev 
the same location since 1922. Union Wins Electi ‘ ployes at $2.07 an hour and $82.38 Be 
Company president is Stanley ON THE dealer front, a majority a week 
; of the mechanics at Streng ; e N.B 
Krajenke, 78, the firm’s founder. 2 
He’s assisted by his three sons. Oldsmobile, Inc., in Buffalo have * 


indicated their preference for Ma- 
chinists Lodge 1053 as their collec- 
tive bargaining agent. 


A special election, conducted by FORD AND 


ediator Martin A. Wer- 
ao ie in 11 votes for the CHEVROLET 
union, six against it and one bal- 


einew were placed in front of | DEALERS: 


the dealership in the recognition 
dispute. They were withdrawn two WE NEED 


Richard and Clarence (Babe) run 
the sales end, and Leonard (Bar- 
ney) heads the service operation. 

Familiar to countless Detroiters 
is an advertising tagline the com- 
pany has used for many years. It 


St. Louis Firm 
Buys Control of 
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days later after an = tens 
. the union and the deale ps 1957 
Four Wheel Drive a stipulation thet beth partios 1958 CARS - 
se tro]| Would be bound by the res oO mat 
oc TINTONVILLE, Wie — Contr] sosion > 
passed to Paradynamics Inc. St. In Albany, salesmen of Orange Wo 
Louis with the purchase of 151 000 Motor Co., Inc. (Ford), voted 7-4 in @ Relieve Your Inventory! o 
shares of FWD stock from a group|# NURB election against repre- @ Step Up Sales Volume! 
headed by Franklin Lyons, Chicago sentation by Teamsters Local 895. by 
investor e *._ * * @ Pian on Steady Business! the 
\ " of 
rest Wr teowoeee 5. Tamer.| Ford Employment, Fey |] om vases ans 6000 
namics urer, ° ° 
that production of the trucks would Reach Alltime High ; AND CLEAN—QUALITY a 
be moved from the Clintonville} DEARBORN.—Ford Motor Co.’s IS GUARANTEED! tio 
plant. He said “we have no idea|employment and payroll during by 
whatever of moving int wert bibs ft nd owe] Care Are acted : 
n e , 
Tete ed aaa +e Feces aoa 4 a 8. a industrial rela- In Your Area - 
mie rt a yt agement. One Vite-_eeews Be ' 
5 TE 7 ti i Tt R | Es fs AIRCRAFT George E. Mallinckrodt, Parady- ne too a 2 so CALL US NOW: ] 
amic’s president, succeeds Lyons : MUseum 4-6969 
Sd Ss coon chen will earned $1,204,644,000. The previous 
STAINLESS ths ie Lyons con-! records were set in 1955, when an Al 
SERVICE STEEL en © sneer average of 181,616 employes earned . 
Five FWD directors also _re-| $1,117,564,000. In 1956, an average 
ale. ee signed. They were Walter A. Olen,| of 178,061 employes earned $1,086,- lr « mot 
a DE SAR SSP U DIGS tM eiL cds founder and former president of | 693,000. 6850 Cottage Grove Ave is s 
the firm; George E. Barnes,| Bugas said that gross average 9 , rou 
eee y , Walter H. Graham, and John P.| hourly earnings of vord’s come Chicago 37, Illinois ins| 
ATC) a Wagner, all of Chicago, and John| employes last year reached a record|§| Nationwide Automotive Leasing _ 
coum OWAWH BUTT WetotD P. Boynton, Milwaukee. of $2.59 and average weekly earn- Sent T 
Paradynamics is a research and| ings were $106.09. This was ex- laden aga 
development firm. ceeded only in 1955, when weekly 1-Ji 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U0, 8S. PRODUCTION ONLY) 



































Week Week dan. 1 
Ended Same Ended Output, To 
dan, 25, Week, Jan. 18, January, Jan. 26, Jan. 25, 
1958 1957* 1958* To Date 1957* 1958 
AMER. MOTORS** ...... 3,480 455 3,698 12,511 6,184 12,511 
OO ee 3,480 398 3,698 12,511 5,324 12,511 
29,591 11,557 «(54,583 99,938 54,583 
3,358 1,834 5,822 11,599 5,822 
838 629 1,888 2,936 1,888 
3,682 103 6,241 13,106 6,241 
6,508 889 8,309 22,577 8,309 
Plymouth. ............... .. 8,100 15,205 8,102 32,323 49,720 32,323 
FORD MOTOR*** ........ 32,840 44,597 31,855 108,478 163,430 108,478 
Edsel ail ao 448 ee ales 1,464 
Ford 27,600, 35,155 26,901 92,724 127,987 92,724 
SIR. scnscticacdhounnceeetds 950 1,359 824 2,379 4,790 2,379 
0 3,840 8,079 3,682 11,911 30,589 11,911 
GENERAL MOTORS .. 61,592 68,965 62,651 215,450 252,287 215,450 
I decidir arciedtvitintes 7,085 11,568 8,710 29,976 45,509 29,976 
ITED. diocevsedsaconecvessteution 3,200 3,566 3,126 10,279 12,159 10,279 
Chevrolet ....... . 34,700 = 34,301 33,813 116,669 124,106 116,669 
IIE ', scssctscscsseusesene 9,007 10,148 9,680 32,164 37,216 32,164 
Pontiac 7,600 9,382 7,322 26,362 33,297 26,362 
Se 1,240 1,582 2,397 5,626 2,397 
EE 200 =), aaa 387 1,527 387 
Studebaker .................. 1,040 ee. . ‘ieee 2,010 4,099 2,010 
Total Cars, U. S......... 113,907 145,190 109,761 393,419 527,465 393,419 
ll Motors’ totals for 1957 Include Nash and Hudson production. 
***Ford Motor Co. totals for 1957 include Continental production. 
COMMERCIAL CARS 
(0. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, Te To 
Jan. 25, Week, Jan. 18, January, Jan. 26, Jan. 25, 
1958 1957* 1958* To Date 1957* 1958 
CHEVROLET . §,600 7,048 6,219 19,973 27,014 19,973 
I 116 88 116 377 288 377 
DIVCO 60 79 64 190 286 190 
SIE” Ssclesiitvenhiabiasidelasuiiiines 3800 1,927 799 2,889 5,830 2,889 
RD ndieta 5,570 7,696 5,670 18,497 16,623 18,497 
GMC Sieuieniaiion 1,225 1,922 1,255 4,281 5,708 4,281 
INTERNATIONAL ...... 2,697 1,215 2,686 9,097 9,891 9,097 
MACK a 380 429 142 857 1,426 857 
STUDEBAKER 184 223 idehinns 312 952 312 
WHITE 409 403 422 1,350 1,471 1,350 
ED Skiriinistscetninn 1,230 2,003 1,158 3,732 5,205 3,732 
MISCELLANEOUS*** 73 40 76 264 147 264 
Total Trucks, U. S..... 18,349 23,073 18,607 61,819 74,341 61,819 
Total Cars, Trucks, 
I Sa ihsedace lati Oita 132,256 168,263 128,368 455,238 602,306 455,238 
Total Cars, Trucks, 
SS 5,742 10,220 8,117 24,468 37,891 24,468 
Grand Total, 
Cars and Trucks, 


U. S, and Canada....137,998 178,483 136,485 479,706 640,197 479,706 





"Revised, Misceliancous includes Corbitt, Marmon-Herrington, Federal, Four-Wheel- 


Drive, ete. 


All U. S. totals include cars and trucks for military orders. 


Urged at TTMA Parley 


(Continued from Page 2) 


tensified scrutiny of vehicles in 
1957, including results of four na- 
tionwide road checks at approxi- 
mately 475 points, conditions of 
46,080 vehicles were ascertained. 
Worn hoses in airbrake systems 
ranked high in vehicles checked 
by ICC with one point indicating 
the replacement of over 1,000 feet 
of such hose. 

Resolutions proposed included 
a call upon Congress for legisla- 
tion definitely blocking “raids” 
by any agency of government on 
the highway trust funds for any 
purpose other than highway con- 


Virginia Planning 
All-Year Checks 


RICHMOND, Va. Virginia's 
motor-vehicle inspection program 
is scheduled to be put on a year- 
found basis in January, 1959. Two 
inspections yearly still will be re- 
quired. 

This year inspection periods 


again are scheduled between May 


1-June 15 and Oct. 1-Nov. 15. 


struction. Another sees no justi- 
fication for state legislation which 
would require payment from 
highway funds of costs of relo- 
cating utilities along rights of 
way. 

The association also moved to 
support legislation to remove the 
inequity of taxation under the 
Highway Revenue Act of 1956. 
Another resolution called for strong 
endorsement of uniform traffic 
rules and regulations by all states 
and subdivisions thereof. 

The deligates expressed opposi- 
tion to all proposals to enact ton- 
mile tax laws and any form of 
diesel or other fuel tax differential. 

* > + 


yusr agreed to participate fully 
in the container standardiza- 
tion program. 

The 1959 convention will be 
held in Hollywood, Fia., the last 
week in January. The summer 
meeting will be held in Hot 
Springs, Va., July 14-16. 
Approximately 350 attended the 
convention, the largest attendance 
for any recent annual meeting. 





=: | But Trails 


Buick and Olds Cut Back ... 


Car Output Edges Up, 


57 by 21% 


(Continued from Page 1) 


8,710 units a week earlier to an 
estimated 7,085 last week, and 
Oldsmobile skidded from 9,680 to 
9,007 assemblies. 
* * * 
_ other GM units chalked up 
gains over the previous week. 
Chevrolet climbed from 33,813 to 
34,700 car assemblies, Cadillac from 
3,126 to 3,200 and Pontiac from 
7,322 to 7,600. 

The snowstorm which blanketed 
the Kenosha area and hampered 
assembly activities at AMC’s 
plant there limited Rambler out- 
put to an estimated 3,480 units 
last week, compared with 3,698 a 
week earlier. 

S-P, which did not operate the 
previous week, turned out an esti- 
mated 1,240 cars last week, with 
Studebaker getting 1,040 and Pack- 
ard 200 of the total. 

> cs = 
oum operations in the U. S. 
produced an estimated 18,349 
units last week, only slightly below 
the 18,607 commercial cars pro- 
duced a week earlier, but a big drop 
from the 23,073 trucks rolled from 


Rental Firm to Buy 
15,000 New Autos 


ST. LOUIS.—National Car Rental 
System, Inc., announced it expects 
to spend more than $40 million for 
nearly 15,000 new autos in 1958. 


Charles Hillard, National pres- 
ident, said the cars would be addi- 
tions to or replacements for fleets 
in the U. S. and Canada. He said 
the 1958 purchases will top last 
year’s by about 2,000 cars. 

“About 85 percent of our 1958 
cars in the U. S. and Canada will 
be Chevrolets, Fords and Plym- 
ouths,” Hillard said. 


Business 


(Continued from Page 3) 


percent said this would be a bad 
time. 

The number indicating that it is 
a good time fell by eight percent- 
age points from the June, 1957, sur- 
vey. The number saying it was a 
bad time went up by seven per- 
centage points in the same period. 


(As in all surveys of this type, 
rather large groups gave middle- 
of-the-road answers indicating that 
it is neither a good nor bad time to 
buy, said they did not know or 
gave no answer to this question.) 


On the question of rising prices, 
44 percent said they look for in- 
creased prices on household 
goods and clothing in the next 
year and 33 percent expect the 
price level to remain about the 
same. Only 13 percent see lower 
prices ahead. 

Before late 1955, much smaller 
groups expected mounting prices. 
Since that time, a feeling that 
prices will hold steady or go higher 
has been held by three-fourths or 
more of the population. 

While worries about job security 
and continued income seem to rank 
first in the minds of consumers, 
large groups are worried about the 
price level which increasing per- 
centages are calling “too high.” 

One-third of those interviewed 
reported their income had in- 
creased and another 43 percent said 
there had been no change. Income 
declines were reported by 23 per- 
cent. 

However, only 28 percent re- 
ported that they were getting 
along better financially and 41 
percent noted no change. A full 
30 percent said they were worse 
off than they were a year ago. 

One hint on why people can be 
worse off while incomes are going 
up can be found in references by 
consumers to the high cost of liv- 
ing and mounting prices, the Re- 
search Center said. 

When asked to compare current 
business conditions with those a 


year earlier, 14 percent said they 


were better, 40 percent said about 








the lines during the week ended 
Jan. 26 a year ago. 

Canadian assembly operations 
also declined last week as Ford 
halted production of cars for 
seven days and Chrysler was 
shut down for two days. 

The result was that only 5,742 
ears and trucks were rolled from 
Canadian assembly lines last week, 








compared with 8,117 units a week 
earlier and 10,220 vehicles during 
the same week a year ago. 

a * * 


Construction on Schedule 
At Ford Lorain Plant 


LORAIN, O. — Construction of 
Ford division’s $50 million as- 
sembly plant here is on schedule 
and the facility should be com- 
pleted by Apr, 15. The plant is ex- 
pected to be turning out cars by 
the end of the 1958 model run. 

The plant, which is located on a 
250-acre site, will employ 4,500 per- 
sons on a two-shift operation to 
build 960 cars a day. Work han- 
dled by the Buffalo assembly plant, 
which closes Feb. 14, will be moved 
to Lorain. 





English F ord Adds Dealers 
As Import Volume Rises 


By John K, Teahen Jr. 
Staff Writer 


ETROIT.—U nless the new 

M-E-L division changes signals, 
it is expected that between 35,000 
and 40,000 English Fords will be 
imported into the U. S. in 1958. 


Spokesmen for Ford Interna- 
tional division mentioned that 
figure at a press luncheon last 
week. They emphasized, however, 
that the marketing of the English 
imports is being taken over by 
M-E-L and any previously made 
decision is subject to review by 
the new division. 

About 23,000 English Fords were 
imported into the U. S. in 1957, 
and ii-month registration figures 
put the car in third place with 
15,348 deliveries. For the corres- 
ponding period of 1956, English 
Ford was fourth among the im- 
ported makes with 3,690. 


Cc WAS noted that English Ford 
dealerships increased from 300 
at the beginning of 1957 to nearly 
400 at the end of the year. Most of 





the franchises are held by Ford 
division dealers, but there are some 
exclusives plus duals with Mercury, 
Lincoln, Edsel and foreign cars. 

The Ford International represen- 
tatives declined to comment about 
future franchising, but. it is pre- 
sumed that the new marketing 
setup under M-E-L division means 
that English Ford outlets will be 
increased. 

The spokesmen said there are 
no plans at this time to import 
the Taunus, which Ford builds 
in Germany. 

Scheduled for introduction in the 
U. S. this year is an estate wagon 
which will carry eight or nine 
passengers. 

Current English Ford imports 
include four-cylinder Anglia and 
Prefect sedans and Squire and 
Escort station wagons, plus con- 
vertibles and four-door sedans in 


the Consul (four-cylinder) and 
Zephyr and Zodiac (six-cylinder) 
lines. 


New York port-of-entry prices 
range from $1,539 for the Anglia 
two-door sedan to $2,910 for the 
Zodiac convertible. 


Dip Worries Buyers 


the same and 42 percent said they 
were worse. 

A year earlier, 28 percent said 
they were better, 54 percent said 
about the same and 13 percent 
noted a decline. 

In the next 12 months, 54 per- 
cent of those interviewed expect 
good times and 20 percent expect 
bad times. A year ago, 74 percent 
were looking for good times while 
5 percent saw bad times ahead. 
In the fall of 1953, only 47 per- 
cent expected good times while 
19 percent were looking for bad 
times. 


Those who expect to be better 
off financially a year hence amount 
to 28 percent while 48 percent ex- 
pect to be in about the same con- 
dition. Nine percent think they will 
be worse off in another year. 

The number expecting to be bet- 
ter off a year hence is at the low- 
est point recorded in any of the 
surveys made since the fall of 1953 
while the number expecting no 
change is at its highest point. 

The number looking for a decline 


Hufstader Urges 
More Research 


On Traffic Safety 


LANSING.—_William F. Huf- 
stader, General Motors distribution 
vice-president, has urged a “greatly 
expanded program of basic re- 
search” into the causes and reme- 
dies of traffic accidents. 

Such inquiry, he said, should in- 
clude not only the technical aspects 
of traffic safety but also “human 
attitudes and behaviors” which are 
an even more critical part of our 
accident problem. 

In addition to more research and 
development work directed at tech- 
nical progress, he said, there is 
need for clearer recognition of the 
fact that the traffic accident prob- 
lem “is a symptom ... of moral 
and behavior weaknesses'that un- 
derlie most of the social problems 
confronting us.” » 









is above the level of recent sur- 
veys but below the level of 1953-54. 


This group seems a little more 
alarmed about current business 
conditions but also seems more in- 
clined to buy major household 
items at this time. 


AMC Reports 
$4.9 Million Profit 
In First Quarter 


(Continued from Page 2) 


percent in the quarter over a 
year earlier, Romney said. 


Production of cars in the quarter 
amounted to 41,492 units, compared 
with 28,021 units in the previous 
year’s December quarter, a 48 per- 
cent increase. 

U.S. automobile production for 
the current quarter is now sched- 
uled at a higher rate than in the 
preceding quarter and appreciably 
above the rate of a year ago, Rom- 
ney said. 

The entry of the 100-inch wheel- 
base Rambler American, the stock- 
ing of dealers for spring sales and 
the mounting rate of Rambler re- 
tail sales are key factors in the 
higher production volume, he 
added. 

“American Motors’ management 
is exercising caution in its forward 
projections,” Romney said. “Close 
control of factory output in relation 
to the size of dealer stocks will be 
maintained.” 

Romney said Rambler’s distribu- 
tion structure continues to be 
strengthened by the addition of 
volume dealers and by the en- 
hanced financial strength of the 
dealer organization as a whole. 
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Obituaries 


W. C. Leland, 
Called Father 
Of V-8 Engine 


DETROIT. — Wilfred C. Leland, 
88, who was credited with conceiv- 
ing and developing the V-8 engine, 
died Jan. 17 in his home. 

Mr. Leland and his father, Henry 
M. Leland, were the auto industry’s 
first father-and-son team. They 
were partners in Cadillac Motor 
Car Co., sold in 1919 to GM, and 
Lincoln Motor Car Co., which was 
bought by Henry and Edsel Ford 
in 1922. 

Mr. Leland was vice-president 
and general manager of Cadillac 
until it was absorbed by GM, and 
then he became treasurer. The Le- 
lands left Cadillac in 1917 to or- 
ganize Lincoln Motor and make 
airplane engines for the Govern- 
ment in World War I. 


They started production of the 
Lincoln auto after the war, but the 
firm went into receivership in 1921. 
Mr. Leland had not been active in 
the industry since then. The Le- 
lands went to California and 
formed a chemical firm which they 
operated until 1932. 

Mr. Leland went to Windsor, 
Ont., in 1945 to serve as consultant 
to a Canadian copper firm. He re- 
turned to Detroit in 1950. 

. > > 
Dealer Hoyt A. Adams 


In Pistol Accident 


HUGO, Okla.— Hoyt A. Adams, 
36, a Pontiac dealer, was killed 
when an automatic pistol was dis- 
charged accidentally as he was 
reaching for it. 


The accident occurred in the 
Adams home. Sheriff Ed Thornton 
said Mrs. Adams told officers she 
had threatened suicide and that the 
gun discharged when her husband 
tried to take it away from her. 


Tom Turney 

ATLANTA.—Tom Turney, 67, consultant 
to Mack Trucks, died Jan. 15. Before act- 
ing in an advisory capacity, b 
was southern division service manager for 
Mack. He had been with the truck firm for 
20 years. 

* . . 


John C, Stallworth 

ATLANTA.—John C. Stallworth, 73, a 
holder of Ford franchises in several cities, 
was buried Jan. 17 in Atlanta. He was 
part owner of an agency in Atlanta, and 
held original franchises and operated agen- 
cies in New York, Birmingham, New Or- 
leans, Alexandria, La., and Montgomery, 
Ala. 

- . 


Theron O. Rhodes 
SPRINGFIELD, Ill.—Theron O. Rhodes, 
74, former auto dealer in Mt. Vernon, O., 
died Jan. 17 in a Springfield hospital. 


* * . 
Jack Spence 
LAGUNA BEACH, Calif.—Jack Spence, 
36, owner of Jack Spence Ford in Laguna 
Beach, died Jan. 15 at his home in Corona 
del Mar. 
* * * 
William S. McCown 
STAUNTON, Va.—William 8. McCown, 
Ti, retired automobile dealer, died Jan. 14 
at his home here. He was in the auto 
business in Lexington for a number of 


S-P Promotes 


Brenner in Sales 


SOUTH BEND.—James H. Bren- 
ner has been named assistant 
general sales manager for 
Studebaker-Packard, according to 
Sydney A. Skill- 
man, sales vice- 





; president. 
! Brenner, who 
joined  Stude- 


baker in 1946, 
formerly was as- 
‘sistant sales 
manager. He 
also has been 
zone manager in 
Cleveland and as- 
sistant zone man- 
ager in Philadel- 





3, H, Brenner 
phia. 

Skillman also announced the ap- 
: pointment of F. L. Armstrong as 
assistant sales manager of 
Mercedes-Benz. Armstrong has 
been with Packard since 1941 and 
E most recently was assistant to the 
general sales manager. 


esr 


a 
ears 


neg 


years before coming here in 1926. He 
operated a number of local dealerships. 


* * * 


Houston C. Epps 
KNOXVILLE, Tenn.—Houston C, Epps, 
Knoxville automotive veteran who operated 
Epps Motor Co. for 32 years, died Jan. 9 
at the age of 63. 
* * > 


Louis W. Dowdle 

COLUMBUS, Miss.—Louis W. Dowdle, 
55, partner in Dowdle & Egger Motor Co., 
died Jan. 11. He had been in the automo- 
bile business here for 38 years and had 
been a partner in Dowdle & Egger since 
1935, 

* * * 


L. B. Saunders 
COLUMBUS, Miss.—L. B. Saunders, 
year-old automobile dealer, died Jan. 
He came to Columbus 40 years ago. 


* * * 


John H. Merrell 

CHICAGO.—John H. Merrell, honorary 
director of Raybestos-Manhattan, Inc., died 
here Jan. 4. Mr. Merrell started with 
Manhattan Rubber Mfg. Co., now the 
Manhattan Rubber division, in 1903. He 
became successively Chicago branch man- 
ager, vice-president and director of 

Raybestos-Manhattan, Inc. 

* * * 


William J. Doe 
SYRACUSE. — William J. Doe, former 
auto dealer in Johnstown, N. Y., died 
Jan. 11. He had also worked for auto 
firms in this area. 
* * * 


John Patrick Maloney Jr. 
MANKATO, Minn.—-John Patrick Maloney 
jr., 36, president of Mankato Motors 
(Lincoin-Mercury-Willys), died Jan. 13 of 


a heart attack in Minneapolis. 
. + * 


Ernest Schaber 
SYLVANIA, O. — Ernest Schaber, 


retired Sylvania auto dealer, died Jan. 
in Toledo Hospital. 
* 


72- 
12. 


66, 
12 





Gerald J. Fitzpatrick 
CHICAGO.—Gerald J. Fitzpatrick, former 
general manager of Fitzpatrick Pontiac 
Corp., died Jan. 7 in West Side Veterans 


Administration Hospital. 
* * * 


Jacob S. Goldenberg 
CHICAGO. — Jacob 8. Goldenberg, 55, 
president of the Sales & Service, 
Inc., and a director of the Chicago Dodge 
Dealers Assn., died Jan. 10 in Passavant 
Hospital. 





Louis Hansen 
WILMETTE, Ill. — Louis Hansen, 72, 
retired district sales manager for U. 8. 
Rubber Co. here, died Jan. § in a Wilmette 
nursing home. He retired in 1949 after 47 | 
years with U. 8. Rubber. 


Dealerships Dip 


To 4,864 in 
Canadian Count 


TORONTO.—New-car dealers in 
Canada numbered 4,864 in Decem- 
ber, according to the Canadian | 
Automobile Chamber of Commerce, 
Inc. 

That was the lowest figure for| 
any month of 1957, according to) 
the chamber’s figures. Highest total 
was 4,960, counted in June. 

The count by months was: Jan-| 
uary, 4,916; February, 4,942; March, 
no change; April, 4,951; May, 4,953; | 
June, 4,960; July, 4,950; August, 4,-| 
931; September, 4,918; October, 4,- 
861; November, 4,880, and Decem- 
ber, 4,864. 

Total dealership employes)! 
numbered 35,368 in December. The 
number was smaller in only two 
other months, August and Septem- 
ber. Most employes counted were 
43,880 in January. 














Classified Want Ads 








HELP WANTED 


SERVICE MANAGER. Must have volume 
shop experience, accustomed to adminis- 
tration and organization. This position 
is open with long established dealership 
in Intermountain area. Present service 
volume $35,000 per month. Excellent pos- 





sibilities for increase. Compensation— 
salary, monthly incentive and volume 
bonus, yearly arrangement. Box 7809, 


c/o Automotive News, Detroit 26. 


WANTED — SALESMEN to sell the book 
“Auto Costs’’ which features factory 
invoice prices of all 1958 cars and equip- 
ment. Huge demand from auto dealers, 
banks, finance companies and leasing 
companies. High commission—No terri- 
tory restrictions. Write Auto Costs, Box 
224, New York 1, N. Y. 


WANTED: SALESMEN, 
car dealers, to sell unique promotion 
service as sideline. 50% commission— 
Renews yearly—-$20,000 first year’s po- 
tential. State lines carried, territory cov- 
ered, selling experience, age, education, 
"phone and marital status, Box 7857, c/o 
Automotive News, Detroit 26. 

REPRESENTATIVES —Calling on car 
dealers outside of metropolitan New York 
area, to carry good, non-conflicting line. 
Mayflower Sales, 614 Bergen St., Brook- 
lyn, N. Y. 





now calling on 
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SALES MANAGER. Experienced every 
phase automobile merchandising for 10 
years. Will hire and train in aggressive, 
modern manner. Willing to relocate— 
Preferably in southwest area. Highest 
references. Married, age 35. Box 7838, 
c/o Automotive News, Detroit 26. 


GENERAL OR SALES MANAGER—Age 
37, have operated own dealership for five 


years. Motors Holding experience; pre- 
vious sales and sales manager experi- 
ence. Newspaper advertising manager 


prior to entering automotive field. Mar- 
ried, four daughters. Top references. 
Prefer warm, dry climate, but will con- 
sider every offer. William Hungerford, 
Sault Ste. Marie, Michigan. Telephone: 
MElrose 2-7196. 


BUSINESS MANAGER - ACCOUNTANT 








with large volume Ford-Chevrolet-Buick | 
experience, College graduate, thoroughly 
qualified in automobile business. Loca- 
tion open. Box 7868, c/o Automotive 


News, Detroit 26. Bal a 
BUSINESS MANAGER - OFFICE MAN- 





AGER. Age 40, living in Los Angeles. 
Ten years’ experience in all phases of 
dealership. Financial statement, daily | 


operating control, business analysis, ex- 
pense control and co-ordination of all 
departments. Would like to work with a 
dealership in Los Angeles area that is in- | 
terested in establishing good, sound busi- | 
ness techniques. Box 7869, c/o Automo-| 


tive News, Detroit 26. 
BUSINESS MANAGER - ACCOUNTANT, | 
extensive experience in all phases of GM | 
dealer operations. Capable in analyzing | 
operating results and forecasting. Excel- | 
lent references. Box 7870, c/o Automo- 
tive News, Detroit 26. 


SERVICE MANAGER, 42 years old. Now 
employed, desires to relocate with pro- 
gressive dealer. Experienced with any of | 
“Big 3°" in customer relations, service 
absorption, factory warranty, etc, In- 
quiries answered. Box 7871, c/o Automo- | 
tive News, Detroit 26. 


GENERAL OR SALES MANAGER 20 
years’ experience as general manager, | 
new and used-car and truck manager 
and shop foreman. Location New Eng- 
land. Factory references. Box 7815, c/o 
Automotive News, Detroit 26. 


GENERAL MANAGER— Would like to 
make a change. Age 31, married, good 
accounting knowledge. Have worked my 
way up through all departments——began | 
as mechanic nine years ago. Present 
dealership selling over 40 new and 70) 
used per month (Ford dealership located | 
in southeast). Would prefer Ford or/| 
Chevrolet deal. Can put your operation 
on a daily operating basis. Ford district 
approval and top character references. 
Income in ‘57 over $10,000. Not inter- 
ested in filing applications or a family 
deal, only in a well financed deal need- 
ing a general manager. Prefer a larger 
deal. Reply Box 7858, c/o Automotive | 
News, Detroit 26. 





| GENERAL OR SALES MANAGER, age 35, 


20 years’ experience as dealer, sales man- 
ager, salesman, Also thoroughly experi- 
enced in accounting, parts and service. 
100% successful background. Excellent 
references. Complete self confidence. Pre- 
fer Chevrolet or Ford in Florida or other 
southern or southwestern location. Avail- 


able for immediate personal! interview. 
Box 7859, c/o Automotive News, De- 
troit 26. | 


sires position in southern Florida. Con- 
sider used car or service manager. Box 
7860, c/o Automotive News, Detroit 26. 


GENERAL MANAGER, I am young and 
aggressive with 15 years’ experience in 
sales management and the operation of 
a 700 new car retail deal as genera! 
manager. Am seeking a dealer who 
wants my experience and ability to take 
the load off his shoulders. Would like a 
gradual buy-in arrangement, but not 
necessary. Replies will be held confiden- 


tial, and a personal interview is desir- 
able. Box 7861, c/o Automotive News, 
Detroit 26. 


BUSINESS-OFFICE MANAGER, 12 years’ 
experience. Age 35. Will relocate. Box 
7875, c/o Automotive News, Detroit 26. 

FOREIGN CAR SALES MANAGER—Age 
28, married, eight years’ experience fine 
car field as sales manager, general sales 
manager and buyer. Exceptional know!l- 
edge all phases foreign car operation. 
Familiar with B.M.C., Jaguar and Tri- 
umph, Rootes Group, BW, Fiat, Nuffield, 
Morgan, English Ford line and Standard 
Motors. Can supply references. Willing 
to relocate. Box 7876, c/o Automotive 
News, Detroit 26. 

GENERAL MANAGER. Available Febru- 
ary ist. Eight years’ experience in deal- | 
ership selling 2,000 units yearly. Proved 
honesty, best references. Can put money 
in right deal. Prefer Chevrolet or Ford. 
A three cent stamp can solve your prob- 
lem. Box 7877, c/o Automotive News, 
Detroit 26. 


DEALERSHIPS AVAILABLE 








HANDLING CADILLAC, PONTIAC, GMC 


trucks. Located in Southwest. Town of 
30,000. No real estate. Will sell for in- 
ventory parts and equipment, Box 7874, 
c/o Automotive News, Detroit 26. 


DEALERSHIPS AVAILABLE 
DEALERSHIP AVAILABLE NOW—Han- 
dling Chevrolet metropolitan midwest— 
1,500 new-car potential—30 years profit- 
able location. Will lease modern build- 
ing. Priced to sell quickly due to other 








interest. Factory approval and cash re- 
quired, All replies must be confidential. 
Write Box 7819, c/o Automotive News, 


Detroit 26. 

DEALERSHIP HANDLING MERCURY— 
Eastern Virginia—-Good location, 100 car 
potential. Available in 15 days. Owner 
has other interests. Parts, equipment and 
lease—no used cars. Box 7839, c/o Auto- 
motive News, Detroit 26. 





DEALERSHIP FOR SALE — HANDLING 
“BIG 3,"" located on main highway in 
suburban Philadelphia area. Adequate 
showroom, office and service facilities in 
modern building. Used car lot, ample 
storage space. Box 7840, c/o Automotive 
News, Detroit 26. 





DEALERSHIP HANDLING FORD for sale 


small town in central Florida. New 
building with long term lease. Buyer 
subject to factory approval. Box 7842, 


c/o Automotive News, Detroit 26. 





AUTOMOBILE 
DEALERSHIP 


Handling one of the "Big 3" in metropolitan 
New York area. 500 car potential. Principals 
only. 
Box 7879, c/o Automotive News, 
Detroit 26, Mich. 





GM DEALERSHIP, Southern California 
metropolitan area, No blue sky or real 
estate; just parts and equipment, Box 
7798, c/o Automotive News, Detroit 26. 


HANDLING MERCURY-LINCOLN—South- 
west city af 20,000. Attractive lease, low 
overhead. Internal Revenue and other 
interests force sacrifice. Box 7803, c/o 
Automotive News, Detroit 26. 


“BIG 3" franchise in Connecticut. Caplan 
& Connors Brokers, 145 Holcomb §&t., 
Hartford, Conn. 





DEALERSHIP FOR SALE — Handling! 


Dodge and Plymouth. Fully equipped, 
modern layout in fast-growing area. Has 
possible gross of $20,000 to $30,000 per 
year. Will sell part or all. Reason for 
selling—failing health. Building for sale 
or lease. Contact J. F. Livermon, c/o 
American National Bank, Portsmouth, 
Virginia, Attention: Frank Lawrence. 


DUAL DEALERSHIP HANDLING OLD8- 
CADILLAC in western Massachusetts. 
Dealership established 1936. Present new 
car potential 150 units. No real estate 
or used cars to buy. Will entertain any 
reasonable offer. Must have factory ap- 
proval. Box 7878, c/o Automotive News, 
Detroit 26. 


LONGTIME DEALERSHIP HANDLING 
BUICK, Opel and GMC in suburban 
drawing area of 600,000 population in 
one of the fastest growing areas in 
western state af Washington. Modern 
and complete facilities and showrooms. 
Attractive used car lot and ample ce- 
mented parking lots. Need only buy parts 
and equipment, Will lease or sell prem- 
ises. Established same place 34 years— 


want to retire. In reply give your quali-| 
fications and references. Reply Box 7872, | 


c/o Automotive News, Detroit 26. 








ILLINOIS — WISCONSIN 
GOGGOMOBIL — SKODA 


| Dealerships available in Illinois and Wiscon- 


sin for established dealers who desire to 
cash in on the enlarging foreign car market 
with two of the outstanding economy imports. 


BROADWAY SPORTS CARS 
5734 N. Broadway Chicago, Ill. 





SUNNY CALIFORNIA. Large dealership 
handling General Motors medium priced 
car. Best metropolitan location, large 
service and parts business, top used car 
set-up. Old established location, unlim- 
ited business to be had. Very good lease. 
Factory approval required. Box 7873, c/o 
Automotive News, Detroit 26. 

FOR SALE: Twenty-one year old dealer- 
ship handling Chrysler, Plymouth and 
Imperial in a rich Ohio town. Potential 
500 to 600 cars per year; gross sales for 
1957 over $2,000,000. Current parts in- 
ventory and equipment only—no accounts 
mo used cars. Reasonable lease on most 
prominent dealership location in town; 
finest type of well-trained, aggressive 
personnel. Bona fide buyers only. Give 
your net worth, experience and bank 
references. Owner retiring. Box 7831, 
c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING OLDSMOBILE 
in eastern Indiana. Ideal location. Will 
lease building and adjacent used car lot. 
City of 40,000. Must have factory ap- 
proval and cash requirement. No used 
cars or accounts to buy, Owner retiring. 
= 7862, c/o Automotive News, Detroit 


AUTO AGENCY handling Chrysler-Plym- 
outh, doing $121,000 yearly in Illinois 
town of 3,000. Priced to sell. Kashfinder, 
Wichita, Kansas. 
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MILITARY BUSINESS 


Replies to 


AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING BUICK— 
FLORIDA. One of the best towns @ 
Florida, approximately 15,000, Signed my 
first Buick contract in 1929 and want tp 
retire. It will be necessary for you t 
have Buick’s approval and sufficient capj. 
tal. In reply give your entire businey 
experience and banking references. 
7746, c/o Automotive News, Detroit % 


= SS 

DEALERSHIP HANDLING PONTIAC 
VAUXHALL. Owner retiring. Excellent 
location center world’s greatest automs 
bile market, Los Angeles, Calif. Beautj. 
ful, perfect facilities, good lease, Trained, 
capable personnel available. Over 1,29 
car sales last year. Will sell inventory, 
fixed assets approximately $65,000. Noe 
receivables, no used cars. Factory ap 
proval necessary. Box 7863, ¢/o Auto 
motive News, Detroit 26. 


DEALERSHIP HANDLING MERCURY @& 
eastern Indiana industrial city. Low 
overhead, very little capital required. No 
used cars or accounts to buy. Will leas 
building and adjoining lot. Must hav 
factory approval. Box 7864, c/o Aute 
motive News, Detroit 26. 





DEALERSHIP AVAILABLE HANDLING 
Lincoln-Mercury-Continental in Wiscon- 
sin. No property to buy—excellient leas 
on facilities. Trade area 35,000, new car 
potential 200. Parts and service equip 
ment can be purchased at right price 
Box 7865, c/o Automotive News, Detroit 
26. 


DEALERSHIP HANDLING PONTIAC 
Cadillac and Vauxhall. Fringe deal i 
metropolitan area in midwest. Fine fa- 
cilities, excellent potential—No blue sky, 
accounts receivable, real estate or used 
cars. Anxious to sell due to health. In 
your reply state net worth and experi- 
ence. Box 7866, c/o Automotive News, 
Detroit 26. 


DEALERSHIP HANDLING EDSEL— 











Prime location in the fastest growing 
and most lucrative potential area a@f BI 
south Florida's automobile row. Factory 
approved, eye-appealing signs, new "ore 
service building and a beautiful new car 
display. More than ample space for e- frontag 
pansion. No property to buy, excellent ne 
long term lease. Parts and equipment f > 
can be bought at the right price. Ad Gettin 
dress: P. O. Box 1554, North Miami, - 
Florida. Soe! 
DEALERSHIPS WANTED topped 
WANTED: WESTERN STATES franchise. — 5 
Any size, any price. Cash. Factory ap 1900 K 
proved. Replies held in confidence from Phone: 
everyone. Box 7748, c/o Automotive 
News, Detroit 26 


EL 





$150 REWARD — ATTENTION OLDSMO- 


BILE DEALERS! Have you seen o 
serviced this car? 1957 Oldsmobile 8 
Fiesta station wagon, serial No. 
578A08617, white, air conditioned, loaded, 
Skip from Florida, man known as Martis 
M. Savage, Mike Savage or Robert 
Charles Reenan. 1957 Florida license No. 
24W-3786. Phone collect day or night: 
Ft. Pierce 2702 or 651, Genera! Finances 
Corp., 610 Orange Ave., Ft, Pierce 
Pilorida. 


DEALER SERVICES _ 





— Got Your Share? — 
Military people will want to: 
Finance for 30 to 36 months. 
Register and Title car out of state. 
Take car overseas without refinancing. 
Get low, money saving, financing rates. 
Take immediate delivery. 
We specialize in such transactions on a sim 
plified, no trouble, without recourse basis for 


officers and first three grades enlisted per- 
sonnel. 








Military 
Finance Co. Acceptance Corp. 
502 Voge Bidg., P.O. Box 2166 
2020 Milvia San Antonio, Texas 


Berkeley 4, Calif. 

THornwall 3-7423 

“Worldwide Financi: for Military 
Pareunnal” 


CApitol 6-268! 





INVENTORY SERVICE 
Parts and Accessories 
= CERTIFIED REPORTS 
@ Obsolescence Disclosed 
@ Shortage or Overage Established 
@ Inventory Investment Evaluated 
@ Analysis of Methods and Procedures 


Full time experts. No pick-up part time help. 
Call or write for service details 


Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-645 
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BUSINESS OPPORTUNITIES 








AUTO SHOWROOM AVAILABLE 
Main thoroughfare, Newark, N. J. area. 2,000 









sq. ft. selling space; closing, bookkeeping 

Attention and executive ices; 6,000 sq. ft. service 

dept.; ae 4. ft, paved Plies ae 

Air conditioned; en ing; newly 

Pennsylvania Dealers! decorated. Immediate occupancy. Large used 
car lot also available. considered on 

length of lease. Box 7850, c/o Automotive 


Are you being hurt by the discriminating 
Sunday Law Legislature which picked out 
gutomotive dealers for special action? 
if so, will you communicate with us? 


News, Detroit 26. 





















KING BEE 
LEASING, INC. 


Nationally Prominent 


AUTO-TRUCK RENTAL 
& LEASING CORP. 


Offers 


Exclusive Franchise 
In Selected Areas 


One of the pioneers of the business 
in the midst of a multi-million dollar 
expansion program. If your profits are 
down, investigate proven methods of 
adding zest to your operation. 
Solid, profitable and proven business 
connection, awaits the person or com- 
pany selected. Auto Dealer preferred 
—Auto experience and other qualifica- 
tion will receive consideration. 

Our field team of executives and trans- 
portation consultants will give you 
complete training and furnish the 
operation plan and forms that will run 
your auto rental and leasing business 
successfully. 

If you are qualified by reputation and 
experience — No Capital necessary — 
Write or Wire for complete particulars. 
No Phone Calls. 


King Bee Leasing, Inc. 
Franchise Division 
MR. CARL LaCAVA 
P.O. Box 156 
Cincinnati 31, Ohio 






Box 7867, c/o Automotive News, 
Detroit 26. 


































LOST ANOTHER 
NEW CAR SALE? 


Did you lose the deal by a few dol- 
lors? Or don't you know by what 
amount you lost the deal? Don't lose 
soles because you're selling in the 
dork—discover your competitors’ costs 
and you'll know the kind of deal it 
tokes to beat them! 


Order the 1958 edition of “AUTO 
COSTS"—the dealers’ wholesale cost 
encyclopedia—the authoritative book 
that gives the complete listing of the 
wholesale costs of ALL 1958 cars, ac- 
cessories and equipment. 


“AUTO COSTS” is priced at $10 per 
copy which includes FREE supplements 
containing all price and model 
changes. Send $10 for the ‘58 edition 
or only $18 for a 3-year subscription. 


AUTO COSTS 


Box 224— Dept. B 
New York 1, N. Y. 







































































































BUSINESS OPPORTUNITIES 


ONE OF THE HOTTEST USED CAR 
LOTS in Detroit for lease. 260 foot 
frontage on Livernois (9565) 
Grand River Ave. and West Chicago. 
Formerly occupied by Fred Ford & Son 
for 19 years, and the last five years by 
Goldhar Zimner, Inc. New, large office 
with gas heat, two toilets, four closing 
Offices and main office. Completely black 
topped with new lighting system and 
four stall garage for repair work. Avail- 
able March ist. Contact E. J. Ford, 
1990 Keystone Bivd. N. Miami, Florida. 
Phone: PLaza 7-1268, 


CARS FOR SALE 








To Dealers Only 
Volkswagens 
"57 and ‘58 models 
NEW and USED—FULLY EQUIPPED 


Immediate deliveries from stock and direct 
shipment from Germany to all ports of 
the country. Cars in stock can be seen at: 


164-21 Hillside Avense 
Jamaica, New York 


For direct shipments call 
WaAlker 5-4273-4-5 


West Haven Import & 
Export Corp. 


204 Franklin St. New York 13, N. Y. 





Exclusive Distributorship Now 
Open to One Businessman in 
Each Area 


A non-acid Electrolyte for batteries to clean 
plates and connectors of corrosion and serve 
# an Electrolyte. NOT AN ADDITIVE, 

Small investment required. 


Write: 
ELEC-TONE DISTRIBUTORS 


3401 5S. Main, Svite 205 
Houston, Texes 














DEALERSHIPS AVAILABLE 


VOLVO 


Dealership Franchises available to a limited number of qualified 
dealers to sell Sweden's 85 HP Family Sports Sedan. Outstanding 
for speed, comfort ond economy, as well as Swedish precision and 


sports car handling and performance. 

Dealership Franchises are available in the following states: Alc- 
bama, Arkansas, Kansas, Louisiana, Mississippi, Missouri, Oklahoma, 
Tennessee and Texas. For information write or wire: 


SWEDISH MOTOR IMPORT INC. 


1901 Milam DA 4-9456 Houston, Texes 








DEALER SERVICES 


“SELF SERVICE SELLING" 


A new and revolutionary idea in service department operation, designed 
to take the curse off customer complaints about lack of service and atten- 
tion. 

One dealer said it couldn't be done, another said it could and proved it. 
You can capitalize on his experience. Order your copy of “Self Service 


Selling” today. 
PRICE ONLY $9.95 


(5% discount if your check accompanies order) 


AUTOMOTIVE ENTERPRISES 


JAIKINS BLDG. BIRMINGHAM, MICH. 
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CARS FOR SALE 


SAVE $1,000—’57 Bel Air V-8 Sport coupe; 
Two-ten V-8 tudor; Ton’ pickup and ’57- 
48 Buick. All brand new. Sell all for 
$1,000 less than dealer cost. Lin 
Motor, Bryan, Ohio, Phone: 6-1128, 


1957's 


DEALERS ONLY 


CHEVROLET BEL AIRS, 
FORD 500'S, 
BUICK SPECIALS, 
OLDS SUPER 88'S, 
CADILLAC 62'S 


—all with automatic transmission, 


power steering, radio, heater and 


seat covers—Buicks, Olds and Cads 
with power brakes— 
These are clean low mileage cors 
available for inspection in heated 
inside storage at 9 W. Kinzie, 
Chicago. 
information call, write or wire 
HERTZ RENT-A-CAR 
9 W. Kinzie 
Chicage, Illinois 
DEleware 7-7272 


For 


Don Miller 


Fleet Leased Cars 
1955-1956-1957 
At Wholesale 
All Makes & Models - Factory Equipped 
Available in All Major Cities 
HERTZ CAR LEASING DIVISION 
Address: 


1. E. SPATIG 


218 Se. Wabash Avenve 


Chicago 4, Illinois 
PHONE: WAbash 2-1600 








WHOLESALE BUYERS 
WANTED 
SS ‘6 ‘57 
Fords, Plymouths, Chevrolets 
Automatic Transmissions 
6's and 8's—All models—Very clean 


Grand River Chevrolet 
5133 Grand River Ave. Detroit, Mich 
TYlter 4-5300 


1956 
FORDS 


PLYMOUTHS 


Four-door ex-taxis with heater and 


defroster. Very good tires. Some with 


Automatic Transmission and Power 


Steering. 


Don't wait . . . call, wire or write 


CURRY 
CHEVROLET 


3300 Broadway New York City 
Call Bill Curry — ADircndack 4-630! 


ATTENTION, 
MANUFACTURERS REPS. 


DO YOU NEED NEW LINES? 


Automotive News can help you by 
bringing your wants to the atten- 
tion of manufacturers. 

An advertisement in this section 
will do the trick at a nominal 
cost. 


“AUTOMOTIVE NEWS 
Classified Want Ad Department 





CARS WANTED 


WE'LL BUY—Complete stocks used auto- 
mobiles radius 200 miles. Reliable, rated 
firm, Call H. L. Levin, 336 8. Cameron 
St., Harrisburg, Pa. CEdar 6-7915. 


CASH for new 1957 automobiles. Will also 
buy clean fleets and rentals. Contact 
A. N. Morris, Arnold Buick Corp., Baby- 











lon, Long Island. Phone: MOhawk 1-7000. | |_._. _. 


MISCELLANEOUS 


BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


& BRAKE CABLE 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$52.35 Fed. Tax Included 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


Four =. Hook-Up 





ATTENTION 
ALL NEW CAR 
DEALERS 


We Need 
1958 Cars 


@ We'll Solve Your Inventory 
Problem 


@ Help you maintain a High 
Sales Volume 


@ And Give you Business All "$44.85 Fed. a noon Net) 
Year Long - . * acladed 
No Trades Involved Liberal Quantity Discounts 
ee a ay a = To Distributors 
b . i 
Ki as tena = :™ Write for Illustrated Catalog 
- ote 8 ° Factory Sales Division 
sce ae ie PILOT DISTRIBUTING CO. 
Gadanet 31, Oils BATTLE CREEK 9, MICH. 
WE 1-1550 Phone WO. 2-5257 All Dept's 
National Leasing Service bees — 
DECAL TRANSFERS Canadian Distribytors 
TRUCK DECALS; no charge for sketch; FIVE WHEELS, LTD. 
durable, brilliant colors, Write for sam- 599 a 
ples. Allied Decals, Inc., 8456 Hough, Toronto, 





Cleveland 3, Ohio. 
iio aaihen parm cee aioe, DUAL AUXILIARY ACCELERATOR left 
low price. Send for price chart and sam- foot gas pedal, Patented. Fits all cars, 
ples. Canell Co., Little Ferry, N. J. pickups and most trucks. Proved for 
(Distributorships | available to jobbers eight years and never been a dissatisfied 
calling on Ford-Mercury dealers and/or user, Nationally advertised and in de- 
body shops.) —,_* yy 31 SC 
an rs order from ner ‘s-. 

ANTIQUE CARS FOR SALE 


Ness City, Kansas. 
1930 FORD—MODEL A—Sedan, new re- 
built motor, rechromed, new upholstery, 
paint. Original restoration. Mint condi- 
tion. Reasonable. Woodmore Motor Co., 
N. Tarrytown, N. Y. 
SHOP EQUIPMENT FOR SALE 
FOR SALE—Floor model Clayton Analyzer 
with all instruments. A-1 condition. 
Write or phone Linhart Motor Co., 1532 
So. Union Ave., Alliance, Ohio, Phone: 
1-9121. 
SHOP EQUIPMENT WANTED 
WANTED: Paint spray booth (used). 
Beach Auto Service, 1410 LeGare &t., 
Columbia, South Carolina. 





AUTOMOTIVE NEWS 
WANT ADS 
BRING RESULTS 


Automatic Braking 


WITH UNIVERSAL a 5 1 45 





WRIST ACTION 
AND BRAKE HOOK-UP 


QUICK-TOW Bumper- 


WANTED TO BUY 
USED PASSENGER CAR SPRAY BOOTH 


Must pass underwriter inspection. Give full 
description and price. 

Teg Gelyean of Huntington, Inc. 
P. O. Box 1613 Huntington, W. Va. 





TRAIL-KING for Fast 
4 Point 


TowKinG Hook-Up $45° 
**Add $10.00 fer Guide Cables 
—SPECIAL— 


ate orders to: 
Main St., Fort Lee, New Jersey. 


WANTED: PARTS, 1957 Thunderbird; top, 
front-end assembly. Beach Auto Service, 
1410 LeGare St., Columbia, South Caro- | 
lina. 


SAFETY CHAINS, set of 2, only....$2.75 


STEEL (7 RRYING 
ree Gee oar), Sear? $13.95 
05 


Universal License 35 
Plate Holders 
Tow Bar Sales Co. 
Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 


Call Collect * 27, 


on $100.00 
40 So. Clinton St., Chicago 6, Ill. 


TRUCKS FOR SALE 


1955 GMC %-tom 4 wheel drive wrecker 
with hoist. Has oversize tires, only 15,000 
miles. Looks and runs like new. Equipped 
with pusher bumper and snow plow. Also 


Hairpin J 
Cotter Keys 





consin, EXport 4-6648. 


‘51 FORD F600, 2 speed, 
double boom, factory body with tool 
compartment. 17,000 actual miles, Bea- 
con Ray twin spots, pusher plate, Brake- | 
lock tachometer. Newly painted (white). 
Entire unit same as new, $2,850. Lew’s 
Garage, 4025 Salem Ave., Dayton, Ohio. 





““525'' Holmes 











New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [[] 


All Other Countries — One Year $12 [] or Two Years $20 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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PROVED AND APPROVED 


Around the World” 
WITH UF O FY 5D 










U.S. Patent 
No. 2,789,872 © 


STAINLESS STEEL. O. RING. 


